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Read:—‘“Can This Growing Practice Be Stopped?” 


Founded 1855 





$3.00 a Year 
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Gendron Quality 
Makes Selling Easier 


OUR customers want the utmost in 
y quality for their money. Parents, 
especially, demand quality in 
juvenile wheel goods. They know cheap 
vehicles do not last long. They want 
the strong, stout, sturdy kind. The kind 
that will withstand bumps, knocks and 
rough usage. “Pioneer” vehicles are 
quality through and through—are 
designed better, made better and finished 
better. They have the points of su- 
periority that make selling easier. 
They have the quality that makes boost- 
vers for your store. Are you selling 









Gendron 
Display Rooms 


There is a jobber 


juvenile vehicles on the basis of low price near you who has 
or high quality? Think it over, the “Pioneer’’ Line. 


Kaufman Levenson & Co, 
7 E. 17th St., 
N. Y. City 


profit that it will bring, which should govern St. Louis 

a buyer in selecting his merchandise. Order bad i ox salle oy 
“Dp: ” . a ortland St., 
Pioneer” samples and convince yourself of 


Boston 
Gendron quality. Geo. E. Dalton Co. 


747 Warehouse St., 
Los Angeles 


Geo. E. Dalton Co. 180 
New Montgomery St., 
San Francisco 

Geo. E. Dalton Co. 

Room 703 
1731 Arapahoe St., 
Denver 
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The Gendron Wheel Co. 


730 Superior Street Toledo, Ohio 
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American Furniture Mart, 
666 Lake Shore Dr., 
Chicago 


= . Lynn & Rutledge 
it’s not the cost of merchandise, but the 605 Equitable Bldg. 
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Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
Advertising Index, Page 116 Editorial Index, Page 37 








“But, DOROTHY, 
salad forks go 


Dorothy changed the forks with a start. 
She resented Mary’s tone of mingled sur- 
prise and reproval. But she resented more 
the fact that she didn’t know where the salad 
forks went. No wonder, either. There 
were no salad forks at home, nor bouillon 
spoons, nor many of the other beautiful 
things they used at Mary’s house. Dorothy 
felt as though she had missed much—be- 
cause her mother hadn't enough silverware. 
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Have you enough silverware of beauty and correctness 


OES your silverware make possible 
correct and gracious serving at every 
family meal? Does it help your children 
to be so familiar with correct usage that 
good table manners are their natural 
inheritance? 

Perhaps not! Even now you may be 
“getting along” with silverware that falls 
short of your taste and desire—all because 
you fear the expense of purchasing the 
necessary pieces. 

But you need not fear it. In 1847 
Rogers Bros. Silverplate you can complete 
your silver service at surprisingly little 
outlay. You may purchase in quantities 
as small as you desire the important 





niceties of table setting—bouillon spoons, 
salad forks, coffee spoons or serving. pieces. 
Thus you may acquire, a little at a time, 
silverware whose beauty and durability 
will give you lasting satisfaction. 

And when you need more pieces in the 
chosen pattern, you will be able to get 
them easily; for leading dealers always 
have the newer 1847 Rogers Bros. patterns 
in their stock. / 


May we send you a copy of our booklet . 
“Etiquette, Entertaining and Good Sense,’”’ with 
authoritative table settings made in the Good 
Housekeeping Studio of Furnishings and Decora- 
tions? You will find it full of suggestions for 
successful entertaining. Write for it to-day. 
INTERNATIONAL SILVER CO., MERIDEN, CONN. 


1847 ROGERS BROS. 


SILVER 


PLATE 





me INTERNATIONAL SILVER 


? 


¢ 


June 19, 1924 




















This advertisement in colors on the inside back cover of the July 26th issue of the Saturday Evening Post and in other 
leading publications presents the necessity of having sufficient silverware. 


It will mean more sales for you! 
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V & B Vanadium Hammers are dis- 
tinctly the choice of the carpenter. 


from special V & B formula 
steel, handled with the finest 
second growth white 
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The patented 
Wedge firmly locks 
and is absolutely positiv® 
a tight head at all times. 


The octagon neck and round faced f 
tern is neat and practical, and the 
special non-slip claw firmly grips either 





a brad or a spike. 


The wax hole is a feature especially 
appreciated by those who work with 
hard wood. 








The special shaped handle and head 
of the tool gives a hammer of min- 
imum vibration and nice balance—has 
created a steadily growing demand. 
Stock them—it pays. 



































| VAUGHAN & BUSHNELL 
MANUFACTUR URING COMPANY 


rao of’ Fire TFoots 
2114 Carroll Ave.» ~ Chicago, Ill. U.S.A. 
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Key Bitting 
Machine 


ANY hardware dealers are finding this a 
money-making opportunity. 
Customers often want duplicate keys—and 
the buyer of a lock often wants more than the 
usual number of keys furnished. 





The Yale 
Key Bitting Machine 


A simple, automatic machine 
for bitting Keys. Anyone can 
operate it by following the few, 
easily understood instructions. 
This Key Bitting Machine gives 
the dealer a complete outfit for 
duplicating any pin-tumbler key 
or the flat lever-tumbler and 
warded keys. 








With a Yale Automatic Key Bitting Machine 
you can easily duplicate a key in a few 
moments. 

The Yale Key Bitting Machine offers a profit- 
able side-line to any dealer—a convenience to 
customers and a real business-getter that pays a 
good return on the investment. 

Establish a service station in your locality. 
Hang out the big Yale Key Sign and let us send 
you the window display features and consumer 
printed matter. 

Ask for our descriptive folder. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U. S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


oY AL on 








Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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Atkins Silver Steel Saws 


hy 7, “To My Fellow Hardware Dealers” 
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/ a 4b Many Reasons Why You Should Have 
: j a Stak dk Giiien: Sliver Sud Sou 


: Read O. J. Looney’s Letter 
~) He’s with W. L. Hayden, Bryn Mawr, Pa. 


Mr. Looney brings eut a number of very good reasons 
why any hardware dealer not handling Atkins Saws should 
stock them. What is more convincing than the word of 
one hardware dealer to the other? If the William L. 
Hayden Company can sell Atkins Silver Steel Saws readily 
and at a good profit, why can’t any other dealer? Read 
the letter. 


THIS WEEK’S LETTER 


E. C. Atkins & Co. 

Indianapolis, Ind. 

Gentlemen: 
“Here’s Why I Recommend Atkins Silver Stee] Saws to My Fellow Hardware Dealers.” 


Have the first complaint to receive from a customer who has purchased an Atkins Saw. 
This same customer when in need of another saw insists that it be an Atkins. 
A satisfied customer always recommends the Atkins Silver Steel Saws to his fellow workmen. 


The reason for this is because the Atkins Saws consist of the finest SILVER STEEL (an exclusive 
feature), uniform in temper throughout, strongest and best balanced handles, securely attached to the 
blade and lastly but not least, one, two, three gauges thinner at top of blade than at bottom, thus requir- 
ing less set. 


Should any saw prove defective, the Atkins people count it a pleasure to make good. 


Because of the above facts, our line of Atkins Saws do not get shop worn, » but are good sellers, pro- 
ducing a nice turnover each year. 


Therefore, by adding the Atkins line, you will be selling “Service and Satisfaction,” for the word 
: Atkins means “SERVICE.” 


Surely nuf said. 
Yours very truly, 
- ORIN J. LOONEY 


A FEW POINTERS ON ATKINS 
No. 8 KITCHEN SAW 
This is the saw that every hardware dealer should have in stock. In practi- © 
cally every household a kitchen saw is needed, and you will find a ready sale for 
this particular item. It has a flat steel back % by 7% of an inch blade of bright 
special steel, 5% of an inch wide. Fitted with a beech handle attached with 
three blued wood screws. Write for our best prices. 


E. C. ATKINS & COMPANY 





Established 1857 “The Silver Steel Saw People’’ 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlanta Minneapolis New Orleans San Francisco Seattl Paris. F 
Chicago Memphis New York Portland Vancouver, B.C. Sydney, N. S. W. 


_ re: 


ATKINS ALWAYS AWEAY” a ab ba oa oa eal 
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TAPER 
SHANK 
DRILL 
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GD Products 


Taps and Dies 
Twist Drills 
Reamers 
Gages 
Pipe Tools 

“Little Giant” 
Pipe Wrenches 


Machine Tools 


am a RR 





PLAIN LIMIT SNAP 





Gages, Taps and 
Drills 


Hardware dealers who cater to the trade 
of machine shops and mechanics will derive 
both profit and satisfaction in the sale of 
GT D tools. 


Because wherever skilled work and high 


inspection standards require the finest ma-. 


chining and measuring equipment @TD 
products can be relied upon absolutely for 
their accuracy and service giving qualities. 


There’s a reputation of more than half-a- 
century back of every GYD Tool. 


If your Jobber cannot supply you, write us and 
we will be pleased to send catalog and discounts. 


GREENFIELD i TAP AND DIE 


CORPORATION 


GREENFIELD, * MASS., U.S.A. 


NEW YORK STORE, 15 WARREN STREET 
CHICAGO STORE, 13 SO. CLINTON ST. 
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“Sold more Walworth Stillsons in 
the past 3 weeks than all last year” 


We are quoting part of a letter from a southern jobber who has 
been selling Walworth Stillson wrench stands. 


**It may interest you to know that during our last fiscal year the total 
number of Stillson Wrenches of all sizes sold by us was 2612. During 
the past three weeks we have sold 111 assortments* or a total of 2664 


wrenches.’’ 
Featuring this display stand brings the retailer the same advantage. 
It sells all sizes of Walworth Stillsons from the little 6-inch to the man 
size, steel-handled 18-inch. And you can get one of these steady-selling 
stands free with your order for the assortment of Walworth Stillsons 


listed below. 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Sales Units and Distributors in all Principal Cities 






INSIST ON AS A 
THIS TRADE MARK PLEDGE OF QUALITY 


WALWO RTH 



















LSON We ENCH One of these stands will 
be furnished free to any 


dealer ordering the fol- 
lowing assortment. Ask 


for it. 


ests, *Two 6-inch Wrenches 
EiStis te Three 8-inch Wrenches 
pict fe Three 10-inch Wrenches 
BW f208 Three 14-inch Wrenches 
ae One 18-inch Wrench ,_ 
py (Steel Handle) 
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BIT BRACES 


With our production confined to the highest grade 
of Braces only doesn’t it seem reasonable that 


the Goodell-Pratt line should offer you the best 


values in this field. 


From the Thirteen Hundred Series Ratchet 
Braces equipped with the Hay Quick Action 
Chuck, to the Two Hundred Series of Plain 
Braces you will find steel clad heads, roller 
bearings, heavy forged steel sweeps with smooth 
even bends, two types of ratchet shifts, forged 
steel jaws, deeply milled ratchets with quick 
acting dogs, and the finish throughout of the 
very best, all exposed steel parts being nicely 








SPECIFICATIONS pulled ond tdi sicbdled. ‘The handles and 
heads are either nicely polished or enameled. 
No. 6008 Series Include your Bit Brace requirements with the 
Steel Clad Head. Roller Bearings. next order you send us. 


Forged Steel Sweep. Mahogany Enameled 
Heads and Handles. Steel Dogs. Ring 


Shift Ratchet. Malleable Iron Chuck Goodell-Pratt Company 


with Forged Steel Jaws. Full Nickel 


Finish. Shoots. . 
No. 7008 Series as 


Same as above but with Heads and Han- 


dles finished in ebony Rubber Enamel. Greenfield, Massachusetts, U. S. A. 
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GOODELL-PRATT 
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“That's the File I Want” 


HE machinist knows what 
he wants in a file and in 


ARCADE Files he finds it! 


Fine temper, sharp teeth.and 
proper balance. These features 
sell more ARCADE Files for you. 


NICHOLSON FILE CO. 
ARCADE WORKS 


Anderson, Ind. 


ARCADE FILES ~ 
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GRAY-WICK 
Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 

12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 
No. 34 guage warp 
18 Mesh, No. 34 guage filler 
No. 35 guage warp 
Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Brand Hex Nettings 
Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 
ENTIRE FACTORY AND OFFICES oa 
CORTLAND, NEW YORK, U. S. A. 
ESTABLISHED 1873 INCORPORATED 1892 
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What Does a Name 


on Merchandise Mean? 





When the next customer asks for a certain make of 
saw—cover up the name and try to effect a sale. 


When asked for a certain lock—hide the imprint 
and see if the customer takes it. 


When asked for a certain brand of garden hose— 
tape the name over and see if it makes any difference. 


Or, when asked for a Coes Wrench stick a paster 
over the name and tell the customer it’s the wrench 
he asked for and see if he lays down the price. 


Yes, Mr. Dealer, we'll agree that the name of a 
saw, or lock, or garden hose, or wrench doesn’t put 
quality into it. 


But—you can stake your last dollar that when any 
of these goods bear the name of a thoroughly well- 
known and reputable manufacturer—a name that has 
always been associated with high quality merchan- 
dise, it practically assures the sale, because customers 
know there is redress should anything go wrong at 
any time. 


Your Jobber has Coes Wrenches. 


Coes Wrench Co. 


Worcester Mass. 


“In business since 1841” 


Selling Agents 


J.C. McCarty & Co., 29 Murray St., New York 


John H. Graham & Co., 113: Chambers St., New York 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 


COES 
Steel- 
Handle 


Screw 


Wrench 


Seven 
Popular 
Sizes: 
6 to 21” 


The 


Name 
Counts 


Seal 


~ 
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Machine Screws 


Stove Bolts 
Tire bolts 














American Screw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 
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ARE THE FIRST 


TO SELL — 
BECAUSE THEY matte 
ARE SOLD a 

TO 

— Note the 


Strength and 
Rigid Construction 
Indicated by the 


Phantom View. 


Manufactured by 


| 
HARDWARE COMPANY 





Torrington, Conn., U. S. A. 


New York Office: 151 Chambers St. 





1864 SIXTIETH ANNIVERSARY 1924 
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MYERS 


_ 0% a A ii HAY! HAY! HAY! Continuous 
UNLOADE “A : ~ rains throughout the land have 
helped to produce an excellent 
stand of grass which is the fore- 
runner of a bumper crop of hay. 
And with this favorable condi- 
tion existing over a wide area, 
calls for MYERS HAY and 
GRAIN UNLOADING TOOLS 
are rapidly increasing, and with 
the approach of harvest the de- 
mand for them will become 
greater day by day. 


To take care of this demand, to 
insure entire customer satisfac- 
Seasonable tion, anticipate. Order Myers 
Sure Lock, Cross Draft and O. K. 
MYERS Unloaders now—order Myers 
Single and Double Harpoon and 
PP rod ucts, Grapple Forks gp vag at 
ers Rope, Chain or Cable Slings 
Pumps For now—order Myers Pulleys, 
E Tracks, Hooks and _ Fixtures 
very now. The Myers line is com- 
plete. Every item of which it is 
composed is “Honor-Bilt,” and 
unloading requirement 
can be successfully filled with 
Myers Hay Tools. And remem- 
ber, they have over forty years 
of accumulated good will to 
help keep them moving, while 
their uniformity of construction 
and dependability of service 
pave the way to easy and profit- 
able sales. 





Early specifications insure 
prompt deliveries. Communicate 
with us by mail or wire, but do 
not fail to act immediately. 





| an 


F.E.MYERS & BRO.co. 


ASHLAND, OFIO. 


ASHLAND PUMP AND HAY TOOL WORKS 


ALBANY - HARRISBURG- MILWAUKEE - CEDAR RAPIDS - ST. LOUIS - KANSAS CITY - NEW YORK 





THE 
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ARGENT advertising to users 
of locks and hardware goes 
back over a great number of 
years. Always, it is attractive 
in its presentation, consistent in 
its facts, persistent in its appeal. 


It is not claimed that this ad- 
vertising has an immediate effect 
on dealers’ sales, but the adver- 
tising of last year has created a 
demand for locks and hardware 
to be used in buildings now un- 
der construction. The advertis- 
ing of 1924 will influence many 
who are thinking of building to 








Sargent Locks 
and Hardware 
_ illustration 
from a na- 
tional adver- 
tisement, 


Building Good-will for Sargent Merchants 


use Sargent Locks and Hardware 
when the time comes for them 
to build. Sargent advertising 
adds weight to the force of retail 
sales efforts. That it has created 
a good-will which breaks down 
normal sales resistance is proved 
in part by the steady growth of 
Sargent & Company, and the wid- 
ening circle of Sargent dealers. 


Sargent advertising is supple- 
mented by dealer co-operation 
such as free electros, interesting 
folders for mailing and counter 
use, etc. 


SARGENT & COMPANY 


Hardware Manufacturers 
NEW YORK: 92-98 Centre Street 
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NEW HAVEN, CONN. 
CHICAGO: 221-223 W. Randolph Street 
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Headquarters 





for 


LUZON 
BINDER TWINE 


The increasing demand from 
year to year 1s the best evi- 
dence that Luzon Twine 
stands second to none. 
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It is carefully made and 1n- 


spected by skilled workmen 
and is unexcelled in quality. 


If interested write us for facts, or see our salesmen. 


The Geo. Worthington Co. 
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Hardware 


CLEVELAND 


Established 1829 
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Why the new Florence is made in 
8-inch and 12-inch sizes 


HE amount of heat an oil heater delivers 
depends upon the efficiency of its burner 
and the quantity of oil consumed. 

The new Florence Heater with the 8-inch 
burner delivers sufficient heat to satisfy most 
needs. It is the standard size as an auxiliary 
to existing heating systems. But if the rooms 
or offices to be heated are unusually large, 
and are not equipped with heating systems, 
the new Florence with the 12-inch wick is 
the size to recommend. 

The new Florence is made in these two 
sizes, each in three finishes: all black, black with 
nickel trim, and turquoise blue with nickel trim. 


All have the fireplace window and the new 
porcelain enameled heating bowl, which is 
rustproof and sanitary. Porcelain-enamel is 
also everlasting, and its color will not change. 
It is a better heat-radiating material than is 
plain steel. That is why the Florence heating 
bowl radiates more heat sideways and down- 
wards to about body level—where it does 
the most good. 

Women who have tried the new Florence 
prefer it to all others. The Florence sales- 
man will gladly demonstrate it to you. It is 
just the heater you and your customers have 
been looking for. 


FLORENCE STOVE COMPANY, Dept. 755, GArpNrER, Mass. 


Makers of the Famous Florence Oil Ranges 
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OIL HEATERS ... 
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Columbian Dealer Helps 


are of genuine value to Dealers who sell Columbian Products. They are the silent sales- 
men that keep your name associated with a well known, reputable product. 
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In the above illustration, a series of blotters and folders have been grouped. These 
are stock items which have been standardized in size to fit your envelopes. Use them as 
stuffers when you send out your letters and monthly statements. You will be delighted 
with the results. 


oe 


Write us for samples of these Helps, specifying Rope, Twine or Binder Twine. 
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Columbian Rope Company 


352-80 Genesee Street 
Auburn, ‘‘The Cordage City’’ N. Y. 
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MAE” PRODUCT POUCY Branches: New York Chicago Boston New Orleans 
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~and still in good condition 








The first complete installation of Kawneer Resilient Store 
Front Construction was in the store of The F. Johnson 
Company at Holdredge, Nebraska. Mr. Frank Johnson 
recently wrote us: ““The Front you installed in our building 
in 1905 is still in good condition, and we see no reason 
why it should not stand indefinitely. It has never been 
necessary for us to replace a glass where the Kawneer con- 
struction was used. We have discontinued plate glass insur- 
ance for a number of years past.’’ 


The resilient, spring grip on plate glass afforded by Kawneer 
Solid Copper Store Front construction has permanently 
solved the display window problem for tens of thousands of 
other successful merchants. If you plan to build or remodel, 
let us show you, without obligation, how a Kawneer Store 
Front will make money for you. Just pin the coupon to 


your letterhead and mail today. 
THE 


Kawneer fronts pay for themselves KAWNEER 
in increased sales and Profits— COMPANY 


1817 Front Street, 


This Free Book Tells Why mpiemnge 


1 Please send me, without | 
pend for it NOW obligation, your new Book of 


Designs of Modern Store Fronts. 
See other side for Six Points of Kawneer Superiority a ae 
Address 




















Why you should insist on Resiliency 


Here is the reason as expressed by the Sample Furniture 
Company of Gary, Ind.: “Last winter six fronts on Broadway 
had broken glass due to wind. We experienced no difficulty 
whatever and in addition, our show windows were entirely 
free from frost or condensation.” The Aeolian Company 
gives the following reasons for insisting upon Kawneer Resil- 
iency and other quality features: ‘““The winter just passed has 
been the severest in the history of our local weather bureau 
records and as our windows passed through such a season, 
we do not look for any untoward results in any subsequent 
winters.” Resiliency is but one of several important fea- 


tures you obtain in Kawneer construction. 


These are the G6 Points of Kawneer Superiorit 








PERMANENCY RUGGED STRENGTH BEAUTY of DESIGN RESILIENCY VENTILATION EASEof INSTALLATION 
See other side for convincing story about Kawneer’s Resiliency 
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How Many Bread Knives Do You Sell? 


OTHER KNIVES eae =, 
Besides Bread Knives A Bread Knife is used more frequently than any knife in the home. 


wart ig Brome ata The real test of a Bread Knife is to cut bread in thin, even slices with- 
ene ies out crumbing. This is accomplished with a Foster Bros. Bread Knife, 
ae Sa which is made just right for bread. It has a keen edge which cuts with 
nives, Kitchen 
remarkable smoothness. 





Knives, Ham and 
Bacon Slicers, Fish _ Due to the superior quality of Foster Bros. Bread Knives it is almost 
Knives and Scalers, impossible to wear them out. 


Oyster and Clam 
Knives, Cleavers, etc. Dealers who sell Foster Bros. Knives are safeguarded by a reputation 


Knives for every re- for Quality Cutlery deservedly earned by forty years of satisfactory ser- 
quirement. vice in homes and markets. 

In styles, sizes and ‘ 

finish to suit the 

preference of different SELL MORE KNIVES 

ices baie By Selling The Right Knife For Each Purpose 


Guaranteed. 











Order from your Jobber. Send for Catalog No. 17. 


JOHN CHATILLON & SONS 


Manufacturers 


Established 1835 
85-99 Cliff Street New York City, N. Y. 











[FosTER BRos. CUTLERY 
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THE BIG PROBLEM IN THE RETAIL 
PAINT BUSINESS IS TURNOVER 


Making one dollar do the work of many is the idea. 





The nearer you get to this, the bigger your net profit. 


The Wetherill Atlas Home Beautiful Paint Stock 


Has accomplished this very desired result for several hundred live 
dealers. 


They are selling more paint, selling it easier, and making more 
money because this stock is easily accessible, compact, complete, and 
displays paint in a way that tempts purchase. 


You can obtain this stock and rack under purchasing conditions that 
enable you to handle the proposition without cramping your 
resources. Write us today. 
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WETHERILL “ATLAS” The Profit-Making Line for the Dealer 


GEO. D. WETHERILL & CO. 


BOSTON PHILADELPHIA MEMPHIS 
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Why load your shelves with many confusing 
kinds of enamel? JV alspar-Enamels—for 
every purpose indoors and out—will help 
you simplify your stock, and willinsure you 
customer satisfaction as well. 


Simplify Your Stock 
—with Valspar-Enamel! 


No need to clutter up your shelves with mixing any two or more of these colors in 
a dozen different kinds of enamel—furni- varying proportions. The resulting shades 
ture, automobile, stove-pipe, screen, and are clear and exact, never muddy. 
a lot of others! With Valspar-Enamels To show your customers the colors 
you can meet every demand of your cus- they can obtain, we furnish dealers with . 
tomers, indoors and out. Think what the famous “Half and Half” Color 
that means in saving of shelf-space, time 
and investment! 


You're just as safe in selling Valspar- 
Enamels for finishing an automobile or 
-porch furniture as for the most delicate 
interior woodwork. 


Another big advantage with Valspar- 
Enamels: you don’t have to fill up your 
shelves with a great variety of different Chart. This handsome chart is finished in 
shades. There are just 14 Valspar-Enamel enameloid and is 24 inches wide. It will 
colors—but your customers can easily help you sell more Enamel. If you haven’t 
secure any other shades they want by one, we'll gladly tell you more about it. 











VALENTIN E’S VALENTINE & COMPANY 


. Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 
New York Chicago Boston Toronto 


London Paris Amsterdam 








me" 


W. P. FULLER & CO., Agents for Pacific Coast 
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In one year sales increased 


DISTRIBUTORS DUTCH BOY PRODUCTS. 
UI He 4 A ER AE, 


In 1921, six tons of Dutch Boy white-lead were sold from this store. In 1922 when 
Burhanna (left) and Wilson (right) took over the management, sales jumped to 
130 tons — with a corresponding increase in profits. These alert merchants write 
us that “the turnover of Dutch Boy leads that of all other products.” 




























from 6 to 130 tons 


Burhanna and Wilson believe that records are 
made to be broken. In 1922 these alert mer- 
chants took over the management of a Philadel- 
phia paint store whose Dutch Boy white-lead 
sales had never exceeded six tons a year. 


“‘Our first year,’’ write these alert merchants, 
*“‘Dutch Boy sales jumped to 130 tons. In 
1923 we sold approximately the same amount 
as in 1922.”’ 


But are they satisfied with a sales increase of 
over 2067%? Not according to their letter, 
which continues to say that ‘‘1924 should see 
our total sales of Dutch Boy white-lead increase 
to at least 150 tons!”’ 


Successful merchants everywhere refuse to be 
satisfied with their previous sales records. These 
merchants also believe that shelves which empty 
many times a year are far more profitable than 
crowded storerooms of goods which bring in 
profits slowly. They not only put their money 
in nationally advertised merchandise, but, like 
Burhanna and Wilson, they put their per- 
sonal sales efforts behind these well-known 
products. 


Burhanna and Wilson have found that such 
an active sales policy in back of Dutch Boy 
white-lead boosts the sales of all products. The 
closing paragraph of their enthusiastic letter 
contains a message for every merchant. It 
reads, ‘‘Many customers who would not 
have been interested in us now come into 
our store because we keep in stock the 
famous Dutch Boy white-lead.’’ 


This fast-moving paint product will do the 
same for you. Write to our nearest branch 
or ask the Dutch Boy salesman for more infor- 
mation. We will gladly send you win- 
dow displays, paint booklets, movie 
slides, newspaper cuts, etc. These 
features, together with our continued 
national advertising, will help bring 
new customers to your store and as 
keep all your products on the » 
move. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; Buffalo, 116 Oak Street; 
Chicago, 900 West 18th Street; Cincinnati, 659 Freeman Avenue; Cleveland, 
820 West Superior Avenue; St. Louis, 722 Chestnut Street; San Francisco, 
485 California Street; Pittsburgh, National Lead & Oil Co. of Penna., 316 
Fourth Avenue; Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut Street. 























eng tie 


hi. 
ot 
4 


te 
oe 
BF 
a 
Ste 
hie 
+7 
ae 
& 
wind 
aek 
eke 
Kb 
we) 
r: 
Re 
one 
fe 
a! 
> 
4 
€ 
PNA 
ae 
¥ a 
pa 
_ 
ie 
%. 
~ 
Tai 
% 
= 
poe 


hae ae 
yy’ 


eh 


rey 
“enjls 
nt 
a 
ae 
oer 
aS 
21 
rite 
~ ke 














Ao Sib 
Brain: 





June 19, 1924 








the boy happy 
with a Da-cote sled 


HAT’ S the matter with last 
year’s sled? Not a blessed 
thing —if you go over it with bright 
red Da-cote Enamel. Next tackle 
the wheelbarrow or the old metal 
bed or that kitchen cabinet that is 
saying good-bye to its factory finish. 
The veriest novice can flow Da-cote 
on a shabby surface and get fine re- 
sults. What you paint today will be 
dry tomorrow—and willlook like new. 
There’s much virtue in a can of 
Da-cote Enamel. New things pop 
up like magic under its rejuvenating 
touch. 





Partial List of Da-Cote Uses: 
Machinery and tools Toys 


Benches Hat-racks 
Safes Sleighs and sleds 
Water hydrants Andirons 
Flag poles Ladders 





Start a Da-cote campaign. Twice as much 
fun as buying new things. Send for hand- 
somely illustrated Da-cote booklet of 
Da-cote uses—‘‘Doing Things With 
Da-cote.** Get ready now—get Da-cote 
at the paint or hardware store. Black and 
white and ten standard colors, remember. 





The Dougall Varnish Company, Limited, Montreal 
Canadian Associate 
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These interesting ads 
talk about Da-cote 
in a brand-new way 


They are written in a true home-making 
vein. The woman who reads one of 
these ads will begin to think about a 
“new” home—one that can be had for 
very little money. In every instance she 
will be led to think about Da-cote and to 
buy Da-cote. Be sure you have Da-cote 
in black and white and ten colors—when 
she comes to your store. These ads will 
benefit only dealers who sell Da-cote. 
Look at your stock and place an order. 
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"Mora ee. Limi Murphy Varnish Co 
ae urphy Varnish Company 

SAN FRANCISCO MONTREAL 
CALIF. CA 


NEWARK CHICAGO 
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This sign over your door or on your window means controlling, in a dominant way, 
community paint business. It means you are assured of the four fundamentals that every 
dealer handling paint must demand and secure of the manufacturer. They are: 


1 .—Quality 
2.—Advertising and Promotion 
3.—Service and Cooperation 


4.—Sales Volume—Quick Turnover—Profit 


Monarch 100% Pure Paint for many years 
has satisfied a national demand for quality 
paint. It can well be called the standard of 
comparison among paints. When we say 
Monarch 100% Pure Paint covers better, 
spreads farther and lasts a great deal longer, 


tain an increasing demand for our products 
and each of our specialties are backed by 
strong individual advertising and promotion 
features which makes them a leader in their 
particular field. 


ESE a By te 
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we back up this strong statement by facts 
and actual proof. You in turn lay the same 
facts and proof before your customers by 
our original method of demonstration, which 
offers the most convincing and sales pro- 
ducing arguments any manufacturer has 
placed in the hands of his dealers. 


Years of experience has enabled the Mar- 
tin-Senour Company to produce advertising 
and sales promotion features which are orig- 
inal and which bring tangible results. There 
is no hit and miss publicity about the work 
we do for the dealer. We constantly main- 


With factories reaching from coast to coast 
and jobber warehouse stocks in every city 
of ‘size, our service cannot be improved upon. 
You secure quick turnover and tangible prof- 


its always, because of a small yet complete 
stock. 


We point with pride to the thousands of 
successful dealer agents that have been with 
us for years and who handle exclusively Mar- 
tin-Senour products. They speak for our co- 


operation and dealer assistance better than 
words. 


Write for our Exclustve Dealer Proposition 
for Your Town 


Gse MARTIN-SENOUR Go. 


PIONEERS OF PURE PAINT 
2520 Quarry Street 


Chicago 


Factories: CHICAGO--LINCOLN--NEW YORK—LOS ANGELES--SAN FRANCISCO 
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Moore’s 


PURE LINSEED OIL 


House Paint 


The very best pigments, pure 
linseed oil, high grade dryers and 
pure turpentine—all combine to 
make this paint the high quality 
house paint it is. 


Drying hard with a gloss and possess- 
ing sufficient elasticity to prevent 
cracking or peeling, it has proven to 
many satisfied customers its wonder- 
ful wearing qualities at seashore and 
inland. 


Satisfied customers, the greatest ad- 
vertising medium in the world, are 
buying Moore’s House Paint now. Are 
you prepared to take advantage of 
this opportunity and do an increased 
business in ready mixed paint? 





Always a‘Moore 
product forevery surface 


For the House—Exterior 


House Paint 

Porch and Deck Paint 
Cement Coating 

Shingle Stain 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 


For the House—lInterior 


Sani-Flat 

Muresco (Hot Water Wall Finish) 
Fioor Paint 

Impervo Varnishes 

White Mooramel 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

Liquid and Paste Wood Filler 
Calsom Finish (Cold Water Wall Coating) 
4T5 Varnishes 


For Roofs, Barns, Etc. 


Barn Paints 
Roof Cement—Liquid and Paste 
Graphitallic 


For General Home Use 


Tile-Like Color Varnish 
Tile-Like Enamel 

Varnish and Oil Wood Stains 
Bath Tub Enamel 

Auto Lustre Polish 

Stove Pipe Enamel 





Ground Color 
Aluminum and Gold Paints 
ae Screen Paint 


For Automobiles and Carriages 


Automobile Enamel 

Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto Luster Polish 

Engine Enamel 

Aluminum Paint 











For Wagons, Tractors, Etc. | 
Wagon Paint 


Varnishes 
Engine Enamel 


PURE LINSEED OIL INDUSTRIAL PRODUCTS 
Concrete Floor Paint Mill White (Flat—Gloss) 


© Hous e i aint Graphite Paints Baking Japan 
pie 


- Dado Paints Baking Enamels 
= Machinery Enamel Fire Apparatus Paint 


OUTSIDE WHITE Betis Nase tad Seed Pe 
Benjamin. Moore Co. FOR SHIPS, MOTOR BOATS, ETC. 


Marine Paints Copper Paints 
W~ CICAGO » CLEVELAND ~ AND. STLOUIS ~ CARTERET + TOR » TONGA 
















Yacht Paints Smokestack Paints 
Canoe and Boat Paint Deck Paint 














===> 





Benjamin Moore & Co. 


NEW YORK ST.LOUIS 
CHICAGO CARTERET 
CLEVELAND TORONTO 
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“I find my profits on Lowe Brothers Products equal to, 
if not better than any other line of merchandise I carry.”’ 


R. M. Roller, Green Fork, Indiana 








HIGH STANDARD 


| PAINT 











This sign in front of 
your store will mean 
rofits in your pocket. 

ail the coupon for 
full particulars — how 
ou can obtain the 

we Brothers Agency 
in your town. 


When Mr. Roller decided to carry 
paints and varnishes he decided at 
the same time that he would make 
these paints and varnishes pay him 
a profit. 

Then he looked around for a line of, 
paints that had the following qualifi- 
cations—high quality, a good reputa- 
tion, a supporting national adver- 
tising campaign and close dealer 
cooperation. 

After a careful study of paint 
propositions, he decided to handle 


Why Do YOU Handle Paint? 


Lowe Brothers Paint and Varnishes. 
The wisdom of his selection is shown 
by this fact—that in a town of four 
hundred people. Mr. Roller sold 
$2,000 worth of paint last year. 


If you would like to cut in on the 
profits that Lowe Brothers dealers 
now enjoy, then mail the coupon. 
We will be glad to tell you how you 
can obtain the Lowe Brothers 
agency in your town and how the 
handling of these well-known pro- 
ducts will increase your profits. 


THE LOWE BROTHERS COMPANY 


Dayton, Ohio Factories 


Toronto, Canada 


BRANCHES IN PRINCIPAL CITIES 





CUT OUT AND MAIL 


The Lowe Brothers Company, 
Dayton, Ohio. 


Gentlemen: 
your dealers proposition. 
Name 


Address 





= - 





Without obligation, 
please send me full particulars about 


H.A.-624 


OWE 
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Minnehaha Lodge Building, Minneapolis 


What an Old Eagle Painter Discovered 
About Sublimed Blue Lead 


ON. D. FUGELSATH of Minneap- “I have been a user of Eagle White Lead for 
olis, has been a user of Eagle White — years, and have always found it to be very 
: : satisfactory. 
Lead in Oil, for many years. ‘Recently, on the recommendation of your rep- 
While considering his White Lead re- resentative, I used your Sublimed Blue Lead in 
quirements for the painting of the Minne- — = om capone — on the Minnehaha 
*14: ge Building, and I am very much pleased to 
Send for your copy of haha Lodge Building Mr.Fugelsath took up say the results that Lobtained with it prove to 
*Sublimed Blue Lead for the question of metal protection. The Eagle- me that this product is superior to any metal 
the Master Painter” Picher Lead Company recommended the primer I have ever used.” C1, 1) Fugelsat? 
use of Sublimed Blue Lead in Oil. ore 
| x ey, Mr. Fugelsath used Sublimed Blue Lead The Master Painter stocked with Eagle 


in Oil making the Minnehaha Lodge White Lead and Sublimed Blue Lead in 
Building 100% Eagle-Painted. How well Oil is ready for any painting job. 

he was pleased with the material may best Send for your copy 2f “Sublimed Blue 
be judged from his letter: Lead for the Master Painter.” 


General Offices: The EAGLE-PICHER LEAD COMPANY : 863-208 So. La Salle St. - CHICAGO 


FAGIE Picher Sublimed 
, BLUE LEAD 
i ie mages) SS 


BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 


Plan ts: CINCINNATI NEWARK GALENA, KAS. HENRYETTA, OKLA. PICHER, OKLA. 
EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. JOPLIN, MO. HILLSBORO, ILL. (2 Plants) 
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BABCOCK SPRUCE LADDERS 
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- Try out the sale of Brush-Nu to your trade with the Attrac- 


tive Counter Display Box at 
$1.50 for 2 Dozen 


Ask your jobber or Order Direct. 


Get Wise to the Size 
Everybody Buys 


Five Minute Brush-Nu Retails 10c. 


5 to 10 minutes softens the most obstinately hard 
brushes. 


Each package cleans five 3-in. brushes. 


Absolutely Safe to hands or bristles. A neutral 
powder used in water. Perfected by expert chem- 
ists at Washington, D. C. Sells on Sight from 
attractive display container shown on your coun- 
ter or window. 

Dealers wrote: “Surprising how many painters and home 


folks buy several packages, one to use right away and the 
rest for reserve.’ 


Established 1876 


fe) FRED NEESEMANN & CO. 





BALTIMORE-MARYLAND 


| [WRITE FOR BOOKLET AND LATEST PRICE LisTS | 

= [_ WE PAY THE FREIGHT | 
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BABCOCK MEANS 


ILISAFETY/ IL 


W.W. BABCOCK CO. 
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BATH, N.Y. 





June 19, 1924 











MILWAUREE BRUSH MFGCO 





SERRE RSE EE EE EE 


Brushes and Brooms 
WIRE—BRISTLE—FIBRE 


We manufacture them especially for the Hardware 
Trade—all kinds—all sizes—all dependable sellers. 


Send for Catalog and Prices on Milwaukee-Made 
Quality Line that will build permanent trade. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 


ee —_—_-—- 


HLWAUKEE RRUSH MFGCO 
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Make a practice of pushing Luxeberry 
and you will find within a short time that 
your enamel business is making rapid 
growth! 


Regardless of price paid, a customer ex- 
pects white enamel to stay white month 
in and month out. Yet there is not an 
enamel on the market, aside from Luxe- 
berry, that is pure white to begin with. 
Test them yourself and you will find that 
all contain traces of blue, gray or yellow. 


Luxeberry is pure white. Furthermore it 
stays white—never discolors, cracks, 
peels or chips. We believe it to be the 
finest white enamel ever developed—and 
in this thousands of dealers, architects 
and master painters concur. 


ERRY BROTHER@ 


nn Enamels aoe 
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ANNOUNCING 


TWINS 


WHITINGS 
RED KING 


T.M.Reg.U.S.Pat.Off. 


Chiselled 
lon — 
Varnish 
Brush 















ADAMS 
VIKING 


T.M.Reg.U.S.Pat.Off. 


Chiselled 
Flowing 
Varnish 

Brush 








MADE FROM THE FINEST 
Chinese Black Bristles 


PREPARED 


THE WHITING-ADAMS 4% 


You Know What That Means! 


Perfect Working—Attractively Finished 








PAINTERS: Order early 


from your dealer. He 


DEALERS: To avoid de- 
lay and disappointment, 
order now from your 

jobber will get them for you 














Manufactured exclusively by 


JOHN L. WHITING—J. J. ADAMS CO. 
BOSTON, MASS., U. S. A. 
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Selling, after all, is a game 
in which the best player 
wins. In the retail game 
you select your own cards. 
There is no need of trusting 
to luck as you can select the 
winning hand, if you choose. 





the Winning hand 


Here are five card-inal reasons why Lucas dealers hold the winning com- 
bination. 


First—A DEPENDABLE PRODUCT offering a complete line of paints and varnishes 
“purposely made for every purpose.” Backed by 75 years’ experience and an adher- 
ence to high ideals in manufacturing. 


Second—NATIONAL ADVERTISING. For many years Lucas paints and varnishes 
have been nationally advertised in the leading magazines. It is a nationally known 
and respected line of paints and varnishes. There is a big advantage in selling 
nationally known merchandise. 


Third—PROMOTION OF PROSPECTS. Lucas cooperation in the promotion of live 
consumer prospects insures a quick resale and speedy turnover of Lucas products. 


Fourth—NEWSPAPER ADVERTISING. Lucas cooperation with the dealer in using 
local newspapers effectively gives the dealer a close tie-up with Lucas national ad- 
vertising and focuses into the dealer’s store the results of that national advertising. 


Fifth—WINDOW AND STORE DISPLAY. The material furnished by Lucas for 
attractive window and store display is most complete. Cooperation in this impor- 
tant branch of advertising is so far-reaching that a Lucas dealer can keep his window 
constantly at work beckoning buyers into the store. 


With this winning combination you can surely miake 1924 your greatest paint and varnish 
year. Write Dept.-96 for full particulars regarding the Lucas plan. 


John Lucas & Co.,inc. 


Paint and Varnish Makers Since 1849 





PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
ASHEVILLE FRESNO LOS ANGELBS 
ATLANTA HOUSTON MEMPHIS 
DENVER JACKSONVILLE SAVANNAH 
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American Galvanoid and Bronze 


GALVANOID leads by far all other grades in its 
field, and this progressive success may be attributed HHH 
to the good service, year in and year out, which it Het 
has given to the consumer. HAE 
Our manufacturing department has left nothing un- setae. its 
done to maintain and improve, if possible, the high 
standard of quality set by GALVANOID screen : 
cloth. It has proven to be a profit producer to H 
dealers, and the demand is constantly increasing. Ht 
GALVANOID is scientifically zincked after weaving HH 
by our modern electric process, then varnished. It a3 
is firm, durable and attractive—the best grade of : 
zincked cloth made. Ha 


AMERICAN BRONZE 


; The demand for “better quality” screen cloth is fur- 
: ss -VANOI Ded ther evidenced by our greatly increased sales of 
ae AMERICAN BRONZE. This grade is made of 90% He 
pure copper and 10% non-corrosive alloy, and is firm 
and resilient. AMERICAN BRONZE should last as $3 
long as the frames which hold it. Avoid so-called 
“‘pure’’ copper substitutes, which are too soft and not 
as durable or copper of harder temper which is 
brittle. 
Educate your trade to SCREEN FOR PERMA- 
NENCY, and insist on AMERICAN BRONZE. ° 
We also manufacture Painted, Galvanized, Copper 
and many grades for particular purposes, such as 
Fly Killer Cloth, Sifter, Grain-cleaning Cloth for 
Fanning Mills, and Wire Cloth for many other re- 
quirements. 
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Samples, Circulars, etc., furnished on application 
ORDER THRU YOUR JOBBER 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 

WICKWIRE SPENCER STEEL CORPORATION 

General Offices: 41 East Forty-second Street, New York 
a Western Sales Office: 208 So. LaSalle Street, Chicago 
é WORCESTER BUFFALO PHILADELPHIA SAN FRANCISCO LOS ANGELES 
. 
= 
ae 
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W “Drawtite” Door ve 
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We were the originators 
of both the Tubular and 
Clinch rivets and have 
devoted over 50 years 


to their production. It 








naturally follows, there- 


fore, that we have a 


\ For swinging as well as sliding doors. 
Makes doors weather-tight by drawing 


them tightly together or against build- genuine pride in the 


\\ ing. When locked with padlock, it ° 
cannot be operated or removed. Made product. Our interest 
\ of rust-resisting, non-breakable certi- 
\ fied castings. OES beyond the mere 
\ 
\ The “Drawtite” bolt is simply one of / making of a profit and 
\ the many unique specialties in the 7 . . 
\\ A-P line of satisfying hardware. // 1S concerned essentially 
\\ f 
\ | y with the quality of the 
S ALLITH-PROUTY ed 





Danville Illinois 


Manufacturers of 





Door Hangers Overhead Carriers 
Garage Door Hardware Rolling Ladders 
Fire Door ardware Spring Hinges 






TRUATNTTITT BI 
TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


. > SS . Ne a 
“THE SIGN \ AY O/>) OF QUALITY” ———_—_—| Res 


Repres ee Jobbers — ‘ibute A-P Products 
ghout the United States 
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“I’m a profitable fellow to know. I 
have a sales appeal that makes sales.” 


WITT cais—rais 


for more than a quar- 
ter of a century have 
been in popular de- 
mand. This demand 
is not alone due to 
national advertising. 
Witt Corrugated Cans and Pails give con- 
tainer satisfaction above the average. 
Their economical durability and remark- 
able sanitary qualities established them in 
the front rank and keeps them there. 


For more profits and customer satisfaction 
put your faith in Witt Corrugated Cans 
and Pails. Your jobber can supply you, if 
not, write us. 


i] 
¥ 
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i: 
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= ° = Ts 


Mogae oe ee : 


We also manufac- 
ture the lighter 
weight Brighton 
Line of Cans and 
Pails. Write for 


quotations. 
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¢WITT CORNICECO. 


Cc y _ CINCINNATI. OHIO. 


_—_ 


THE YELLOW LABEL MEANS QUALITY 
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“Allen Process’ 


a Selling Process 


As Allen cold-drawing makes a 30% 
stronger set screw, you can tell your 
customer hell save money on 
‘Allens’ in three ways anyway: 


—In the smaller number of 
screws used up 


—In a lesser labor-cost for drill- 
ing and chipping out broken 
screws 


—In fewer tie-ups of machinery 
due to set screw troubles. 


These savings follow the cold drawing 
process—and sales follow the mention of 
them! So far as concerns the Dealer in 
hollow screws, the Allen process is a 
selling process—which moves the goods. 


We've just gotten out a fine new edition 
of the Allen catalogue; it’s been mailed 
to all Allen Dealers; it will ‘go to as 
many others as think they might like to 
join us. If you haven't received a copy, 
please write us. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Pacific Coast Branch Office: The Chas. A. Dowd 
Sales Co., 320 Market St., San Francisco, Call. 
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The Sandpaper that Satisfies : 
S 
Sell It by the Package 
 eeinag salesmanship will 
move ‘“Ruff-Stuff’’ to me- 
chanics by the half-ream package 
—rather than by the dozen sheets 
. —a package of each grit number 
by” | he uses. 
Grice cies | 
WAUSAU ABRASIVES COM |i The neatness of our package will 
rent help close such sales. Call the cus- 
tomer's attention to the way these 
Send for This “Ruff-Stuff” sheets lie flat—to the 
Book :, ;' 
es ine evenness with which they are put 
sah Gls deen "thes 
will, help The Man up, and—most of all—to the qual- 
Behind the Counter : . 
win Gn gied wat and ity of the sandpaper as a cutting 
tool. | 
Send for free samples. 
1017 Harrison Blvd., WAUSAU, Wis., U. S. A. ) E 
Branch Houses Pacific and Mountain States S 
WAUSAU ABRASIVES CoO. SPRAKE SALES CO., INC. e 
Chicago St. Louis Los Angeles San Francisco a 
Detroit Cleveland Portlan Denver 2 
New York Los Angeles a 
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Coming Hardware Conventions 





MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fvuurth Street, Minneapolis. 

New YorkK StTaTE RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 


Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARB ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
F, Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 


37 


CIATION CONVENTION (place not yet se- 
lected) Feb. 11, 12, 13, 1925. Cc. N. 
Barnes, secretary, Grand Forks. 

SOUTHEASTERN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May, 1925. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 
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No. 800 
Garage Door Set 
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For Economical Upkeep— 


Private garages are gaining in popularity NATIONAL Garage Hardware combines 
—especially so with the small car owner. the selling features that meet the demand 


Te . for quality and economy. They permit a 
Besides materially reducing the cost of selection of combinations that are sure to 


maintenance, they offer the advantage of please the customer who seeks value for 
efficiency and convenience. his investment. 


There is a National Garage Set for every requirement and 
adaptable to all sizes of cars, in single or double door— 
swinging and sliding—for one or two-car housing. 


Send for our complete catalog and take 
advantage of your opportunity to make 
real profits in this promising field. 


Natieg 


The No. 800 Garage Door Set is illustrated above showing exterior of garage. Doors are 
constructed to swing on hinges. This combination appeals to the automobile owner who wants 
a close-fitting weather-proof garage without the expense of buying hangers and rail equipment. 
Complete outfit is furnished in attractive and strong carton. 
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Remember the NATIONAL policy of Dealer eel gages is to your oo as you 
contact. All National Hardware is sold direct. aes WS a = x rn Rio ytd wa 
‘tesa ; ‘ creased profit. No shipments de ayed. Ma- 
We have no Jobbing connections. terial is always on hand. 





YOUR ORDER SHIPPED THE DAY RECEIVED 


National Manufacturing Company, Sterling, Illinois 


UUUQQUAAMEOULONONUASOAURLENGGTAGASONASANGNAATOANAGEGAGAEGOEOGAEGFARDGEEE CE NAS OOONAGOONOGDANN OTOH USHSATTOTSTTOUTEOOTTASUPRONOOENCAN CLETUS NONOOMOREENTGORORSEOOOOGNOTGRSONOOOOOOOOOOEOOO ODOM OOOOOOO ONO COUONAOEUUUOLOQOTOOOGUSOOGGOOOROOOGGOEOSRERNNETOOEQOOONONOGOOOOQOQOQONOOOOOGCOOGQOOMODUOOQOLOOOUEQOUOUOUYTAOOUOONUCOOUEOTOUUUAUEEEOOUUOOUEAEOTOOORNU ANTON UNUANUT TTT RRNTANNNN TTT UAT TTT T= is 








Ce ee TT UU un 





TT TTT 











r 
i 


| 


— 


! 
I 














! - 


Hayy 










jULNiny 
y \\ 
Uiayqull 





( 





No. 25 

















©: 




















TUF 2 DRUG 67] 3 

ar ss |S iP Se LR 

a A LIES 2 

x | tn | | — E 
ene | —— 


i) 


























Can This Growing Practice Be Stopped? 


ACH day it seems that department and drug 

H; or specialty stores pick out another item of 

hardware to be put on the market at a cut 

price, which is usually less than the price at 
which the local hardware dealer can sell it. 


The proprietors of these stores show keen judg- 
ment in picking standard items of hardware, be- 
cause they know the hardware dealer has spent 
years in building up the reputation of his lines, 
and that it is safe for them to buy in quantity to 
place on the market at cost or less. 


The reason is obvious. They do not want to 
sacrifice the fat profits on their drugs or dry goods 
specialties, so they pick out some item of hard- 
ware which they profess to carry only for accom- 
modation purposes. This is a tempting morsel to 
bring in the trade because the people know what 
they are getting and naturally take advantage of 
the bargains. 


However, the retail hardware dealer is paying 
the bill because he cannot meet such competition 
and still sell his goods at a legitimate profit. 


One hardware dealer stopped the grocers of his 
town from selling hardware at cutthroat prices. 
He bought a car of canned goods and in less than 
no time all the grocers got together and decided 
“to cease and desist” their practices along hard- 
ware lines. 


Just at present the large chain drug stores and 
many department stores are featuring ball bear- 
ing roller skates at fearfully low prices. The 
hardware dealers and jobbers have shelves full of 
them but they cannot compete with such business. 


Is it possible that the manufacturer is so 
tempted by the size of the orders handed him by 
those cut rate stores that he grabs them eagerly 
and lets the hardware merchants who buy his 
products every month of the year hold the bag 
while he makes more roller skates to be sold for a 
song? Roller skates are not the only offending 
line. There are plenty of others, but just now 
the large city drug stores are putting on cut price 
roller skate sales, while the hardware dealer is 
wondering why he can’t sell the skates he bought 
for spring. ; 
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How to Stop 
the Flow of Cash 
to the Catalog House 


By CHARLES P. CATLIN 


General Manager Sales Promotion 
Remington Arms Co., Inc., 
ew York City 











Charles P. Catlin 


about catalog-house competi- 
tion. The catalog house sends 
out a general catalog. 

In addition to this, they issue and 
mail direct to your customers four 
seasonal catalogs covering spring, 
summer, fall and winter lines. These 
catalogs are gotten up to interest 
every member of the family—men, 
women and children—whereas, you 
as a hardware and sporting goods 
dealer appeal largely to the men 
folks only. 

Let us liken the dealers in your 
town to the catalog house and de- 
partment store. In your town the 
dry goods store is like the catalog 
house dry goods department. 

The drug store is like the drug 
department. 

The jewelry store is like the jewel- 
ry department. 

The grocery store 
grocery department. 

The hardware store is like the 
hardware department—and so on 
down the line. 


When the Catalog Comes 


What happens in the home when 
the spring catalog comes? “Some- 
thing in the mail!” That something 
is interesting to Mother. She looks 
at it, page by page. She sees the 
new spring styles—dresses, dress 
zoods, hats, underwear, hosiery, 
shoes for herself and the children. 

Then when Father comes in she 
shows him the catalog. She wants 
tc buy the things she and the chil- 
dren need. He becomes interested, 
takes a look through the catalog and 
finds many items he, too, is interested 
in: men’s wearing apparel, hard- 
ware, ‘tools, implements, saddlery 
hardware (collar pads, trace chains, 
auto accessories, etc., to make ship- 
ping weight). Then off goes the or- 


| ET us analyze the true situation 


is like the 





*From an address delivered at the South- 
eastern Retail Hdwe. and Imp. Assn. con- 
vention, Atlanta, Ga., May 27-29 











AS the mail order house cut in on your profits? 
Are any of your customers dropping in less fre- 
quently? Are sales falling off and are the people in 
your town using articles that were not sold over the 
counter but were received via catalog? If the answer 
is “yes” read what Mr. Catlin has to say. It’s worth 


reading. 








der with the cash for the spring re- 
quirements of the entire family. 
Should they happen to overlook any- 
thing, they come to you, the man, 
the merchant, their friend whom 
they have known for many years, to 
buy the goods they forgot to order 
from the catalog house, who got all 
their cash. 

They bring to you their eggs, but- 
ter, sweet potatoes, cotton, water- 
melons, etc., and request that you 
accept them in exchange for what 
they need—or they say, “Put it on 
the book!” “Charge it to me.” 


Cooperate to Succeed 


I feel sure that you and your fel- 
low merchants can do much to stop 
the flow of cash to your unseen and 
powerful competitor and reduce your 
book accounts very materially, if 
you will follow this suggestion: 

Work together, get out a.spring, 
summer, fall and winter booklet—or 
circular or broadside, and mail it to 
your townspeople and your farming 
communities. Get at least one mer- 
chant in each line of business inter- 
ested in this plan—through your 
merchants’ association. 

Have a dry goods department, a 
drug department, a jewelry depart- 
ment, a grocery department, a shoe 
department, a hardware and sport- 
ing goods department—feature sea- 
sonable lines; new goods and some 
special close-outs, dead-stock items. 


Each dealer should subscribe for one 
or more pages in this booklet. 


Special Cash Sales Weeks 


Then, at the close of each quarter, 
every three months, the merchants 
in your town should stage a special 
cash sale week. This will stimulate 
unusual interest and bring the farm- 
ers in, as well as afford you an ex- 
cellent opportunity to turn your dead 
stock, the real lemons, into cash. Go 
through your stock—get out the 
items you want to sell—clean them 
up and display them attractively. Put 
a price on them that will command 
attention and effect quick sales. This 
will enable you to introduce new 
goods as well as feature seasonable 
lines to an advantage. 

You will turn many idle dollars 
into cash if you follow this plan and 
back it up with eye-catching win- 
dow displays and occasional newspa- 
per advertisements. 


Home Competition 


And now don’t overlook the fact 
that you have home competition, too 
—I do not mean your competitor 
down the street, but every dealer in 
your town. You are all in direct 
“competition for attention.” If other 
dealers in your town make a strong- 
er appeal—have more attractive and 
better window displays than you 
have—the chances are they will get 
the big end of the family purse. 
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A recent paint display of the Wale Hardware-Co., Saginaw, Mich., in which show-cards have ‘been used to advantage 








Personal Calls and Follow-Ups Raise 
Paint Sales to the $10,000 Mark 


paint prospects has enabled the 

Union Hardware & Supply Co., 
Ashland, Ohio, to move $10,000 
worth of paint annually. Ray 
Heickel, the manager, keeps a watch- 
ful eye on all homes in Ashland as 
well as on all farmhouses and farm 
buildings in the country surround- 
ing the town. Every lead is followed 
up immediately by a personal call, 
no matter where the prospect may 
live. 

Farmers come in the Union store 
continually. Sometimes they are in- 
terested in painting barns and need 
only to be led to the cash register. 
Sometimes they bring welcome news 
of a neighbor who intends some 
spring painting. Just a hint is all 
that Mr. Heickel or his associates 


oe constant attention to 


need. If possible, someone will jump 
in a “flivver,” take some barn paint 
and brushes along and away to the 
farmer who wants paint. 


Combines Business with Pleasure 


If a call cannot be made at once, 
the farmer is called on the ’phone 
or visited that evening. When Mr. 
Heickel goes driving on a Sunday he 
makes it a point to note the un- 
painted homes and farm buildings. 
If he knows the prospect well enough 
he suggests that he purchase paint 
as an investment in order to pre- 
serve his buildings. If he does not 
know him particularly well he writes 
him a courteous letter offering de- 
livery and suggesting that he con- 
sider the advisability of a thorough 
painting job. 


Another good outlet is new farm 
buildings. It is an easy matter to 
learn of new buildings. The farmer 
who buys hardware and nails and 
perhaps a hammer and saw will be 
glad to tell you of any new construc- 
tion he has under way. Mr. Heickel 
finds this field offers a fair sized 
market which is well worth his ef- 
forts. The painting of an entire 
set of farm buildings, however, is 
usually a big job. 

The paint department of the Union 
Hardware & Supply Co. is very com- 
plete. One line of house and inside 
colors is featured and pushed. There 
is another brand of varnish carried, 
but in the main Mr. Heickel en- 
deavors to restrict his paint lines. 
Directly in front of the paint shelv- 
ing is a large show case devoted to 

















that it is an investment. 
ness of his arguments. 


ips HEICKEL of the Union Hardware & Supply Co., Ashland, 
Ohio, doesn’t wait for paint customers to come to the store. He 
goes out and finds the customers, follows them up either by personal 
call or by letter, and sells them. Mr. Heickel sells paint from the angle 
The firm’s paint sales speak for the sound- 
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brushes. Mr. Heickel always tries 
to sell a suitable brush on each job. 
If the work to be done is on a high 
grade surface he emphasizes the 
importance of new clean brushes and 
talks brushes as part of the invest- 
ment in paint. 

Mr. Heickel has frequently gone 
scouting for paint trade and these 
efforts have usually paid dividends 
in orders. He makes an early morn 
ing start and scours the nearby 
farming communities. He finds he 
not only sells paint but many other 
items in stock. It flatters the farmer 
to have a call from the town mer- 
chant and helps keep his patronage 
in the town. 


A “Spring Opening” 
from Florida 


The accompanying _ illustration 
shows a unique window display 
evolved by the Knight & Wall Co., 
Tampa, Fla. This window, which 
was in the nature of a “spring open- 
ing,” is best described in a letter 
recently received from the above 
firm. The letter says in part: 

“This unusual window represented 
a display of spring millinery com- 
posed of items taken largely from 
our house furnishing department. 
In addition to displaying the items 
making up the component parts of 
the finished millinery, its unusual 
and attractive appearance attracted 
a great deal of attention, not only 
among the women but the men as 
well.” 
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A section of the paint department of 
the Union Hardware &€ Supply Co., Ash- 
land, Ohio. 
line of house and inside colors but it 
pushes that line to the limit. 

are always featured in a paint sale 


This firm carries but one 


Brushes 
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The Walz Hardware Co. of Sagi- 
naw, Mich., also does a big paint 
business. An annual demonstration 
and regular circularization by mail 
helps maintain a good sales volume. 
Last spring a_ three-day paint 
demonstration was held that brought 
5000 people into the store. A fac- 
tory representative had a table in 
the paint department. Every person 
who signed a slip was given a free 
sample of a fair sized can of paint. 
The slips were kept and were used 
as the basis of correction on the old 
mailing list. Many new names were 
obtained and several big paint orders 
landed during the exhibit. George 
Walz has found that the women 
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liked this sample, used it on a chair 
and then decided to come back for 
some more with which to paint five 
or six other chairs and a table. 
Of course, they insisted on having 
the same color and the same brand. 

The demonstrator answered any 
painting questions, offered advice on 
interior painting, suggested color 
combination for the house and vari- 
ous rooms and estimated the quan- 
tity necessary on any special job 
mentioned. He then gave a short 
talk on paints and painting and gen- 
erally boosted the paint business for 
the Walz paint department. 


Four Turnovers a Year 


The Olean Hardware Co., Olean, 
N. Y., carries a large paint stock 
for the convenience of the towns- 
people and the farmers and others 
living in the surrounding country. 
This stock is turned four times a 
year. J. C. Berger, the manager, 
sticks to one line and pushes it for 
all he is worth. 

This store has six large road signs 
which advertise paint. House owners, 
factories, stores and farmers are 
solicited continually. Mr. Berger 
keeps his brushes handy to his paint 
stock and finds that he can sell a 
brush with the majority of his paint 
orders. 
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AT the right is 
“” shown a view 
of the store from 
the front entrance 
with the cutlery 
department in the 
immediate fore- 


ground 
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BELe W is shown 

a section of 
the tool depart- 
ment, located at 
the right of the 
entrance. Note 
the efficient sam- 
pling system used 





New Store of Weed & Co. a Model 
of Up to Date Efficiency 


HE recently completed hard- 

ware store of Weed & Co., Buf- 

falo, N. Y., is an achievement 
not only in the hardware world but 
stands as a mark of progress of 
American business. The Weed busi- 
ness is 106 years old, having been 
founded in 1818, when Buffalo was 
only a trading post with a popula- 
tion that was more Indian than 
white. Its founders, George and 
Thaddeus Weed, built the business 
on solid principles and the policies 
they laid down still guide its des- 
tiny. 

During its long life the business 
has grown out of several buildings 
and the new store represents not 
only a unique ar- 
rangement in mer- 
chandising fixtures 
and methods but 
serves as an example 
of the latest develop- 
ment in_ scientific 
merchandising. 

The new home is 
located in the new 
fifteen-story Genesee 
Building, which is 
owned by the Weed 
interests. The loca- 
tion is ideal, as it is 
in the center of the 
downtown district. 
The company occu- 
pies the main floor, 
which is shown by 
the floor plan in the 
illustration; a spe- 
cial room of sporting 


goods off of the main floor, also 
illustrated, and a mezzanine floor or 
balcony for surplus stock. The second 
floor houses the general offices, build- 
ers’ hardware sample room, camping 
goods, refrigerators, ranges, bicy- 
cles and toys. The basement con- 
tains the housefurnishing wares, 
electrical home appliances, lighting 
fixtures, lamps and paint. 

The arrangement of the entire 
store was worked out by the J. D. 
Warren Mfg. Co. The fixtures were 
also designed and manufactured by 
this company. They are all made of 
quarter sawed white oak and are 
finished in natural oak, hand rubbed 
dull. Every piece of merchandise is 





sampled on quarter sawed oak 
panels, as there is no felt or plush 
backing used in the store. 

The plaster work is white and spe- 
cial attention has been paid to the 
lighting fixtures as well as the physi- 
cal layout of the store so that plenty 
of daylight enters. The mezzanine 
floor is finished off with a verde 
green balcony and balustrade which 
not only gives the interior color 
scheme a contrast but makes it com- 
fortable and inviting in appearance. 
A large clock has been placed on the 
rear balcony and is visible from all 
sections of the store. This is a little 
innovation which is thoroughly ap- 
preciated by the firm’s customers. 

A study of the 
floor plan will offer 
many practical sug- 
gestions to hardware 
dealers in the way 
counters and show 
cases can be placed. 
Illustration No. 1 
shows a general view 
of the store from the 
front door. The 
cutlery department 
is directly in front 
of each person enter- 
ing the store. The 
quarter sawed oak 
show cases are in- 
directly lighted and 
show off the large 
array of pocket 
cutlery to the best 
advantage. This de- 
partment is inclosed 
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Shelf hardware and builders’ hardware are to be found in the rear 


in a square of cases with a low stock 
cabinet in the center. Here also is 
the pneumatic tube to carry money 
back and forth from the cashier’s 
desk and saves the clerk from going 
outside the inclosure to complete the 
sale. 

The stock cabinet is also of quar- 
ter sawed oak with sliding glass 
doors and removable sample panels 
for shears, kitchen cutlery and other 
kindred items. Some of the show 
cases on the side of the square aud 
at the rear contain shaving ma- 
terials, razors, strops, hones, etc. In 
fact, almost anything belonging to 
the cutlery lines may be found with- 
in this square. 

Directly behind this cutlery de- 
partment is a large open space which 
is used for display tables featuring 
seasonal and special merchandise. 
This is really the working sales floor 
of the company or the stage where 
the merchandise needed at particu- 
lar times of the year is featured. 
Just behind is the nail department, 


which is inclosed with two long 
counters and two shorter ones, mak- 
ing a rectangle somewhat similar to 
the cutlery department except that 
the cutlery department is very 
nearly square. 


Efficient Tool Sampling 


Illustration No. 2 shows the right 
side of the store. This is the tool 
department. Attention is invited to 
the removable quarter sawed oak 
sample boards in this section. These 
are hung on the display panels and 
permit the salesman to lift them off 
easily and lay them on the counter 
or show case for the close inspection 
of the customer. Each article is 
numbered and priced with a celluloid 
covered thumb tack. When the cus- 
tomer makes a selection the sales- 
man simply opens the swinging 
panel and takes the meré¢handise 
from the drawer or bin bearing the 
same number as the sample. The 
larger tools are displayed in cases 
with sliding glass doors, and several 
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floor cases on this side of the store 
are used for displaying the different 
kinds of tools by their classification 
or uses. Convenient wrapping coun- 
ters are also placed on this side, as 
well as pneumatic tube stations so 
the salesman will not have to walk 
a great distance. 


Easy for Customers 


Small drawers above the display 
panels or first crown are used for 
the merchandise which cannot be 
displayed on the sample boards or in 
the cases to advantage. Each 
drawer has a sample of the mer- 
chandise on the outside. It is possi- 
ble to walk into any department of 
this store and pick out with the eye 
almost any item of hardware which 
made be desired, as a very definite 
plan was worked out to have as 
much of the hardware showing as 
possible. 

It will be noted that the same sys- 
tem has been followed elsewhere. 
The rear half of this section is de- 
voted to the electrical department, 
with show cases for certain classes of 
the merchandise. 

The rear corners of the store have 
been utilized by filling them with 
triangular or miter cabinets which 
add considerable storage space to 
the shelving and offers additional 
sample display space. 


Builders’ Hardware in the Rear 


The rear wall of the store is shown 
in Illustration No. 3. Here the 
counters are placed in front of the 
builders’ and shelf hardware and 
two of them are equipped with 
wrapping paper, twine, etc. A pneu- 
matic cash tube station is also lo- 
cated in the center of this section, 
all of which is directly behind the 
nail department. Plenty of counter 
and wrapping space has been pro- 
vided to take care of filling good 
sized orders and waiting on a large 
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to skates and winter sports equipment 
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number of people, as this merchan- 
dise is in constant demand. 

If you have followed this trip 
around the store with your mind’s 
eye and checked the illustrations 
against the floor plan, you will see 
that after the general view of the 
interior and a close inspection of the 
cutlery department, then a view of 
the tool and electrical departments 
on the right hand side of the store 
and an inspection of the builders’ 
and shelf hardware at the rear of 
the store, that you are ready to go 
up a few steps into the sporting 
goods room or down into the paint 
and housefurnishing goods depart- 
ments. 


Sporting Goods Well Displayed 


The sporting goods department is 
also up to date in all its details. 
Guns, ammunition, tennis goods and 
fishing tackle are to be found in wall 
cases at the right. The cases on 
the left contain all kinds of sports 
wear. Probably the most interest- 
ing part of this department is the 
section at the rear of the room where 
specially designed cabinets and 
cabinet cases house the golf depart- 
ment. A part of the fixtures have 
been designed for golf shoes with a 
convenient settee to be used in trying 
them on. 

As golf is more or less a season- 
al game, this section of the sport- 
ing goods department has also been 

















designed to take care of skates, win- 
ter sporting goods, heavy shoes, etc., 
during the cold months. This ar- 





Floor plan of the new 
home of Weed €& Co. 
in the 15-story Genesee 
Building, Buffalo, N. Y. 
This floor is sur- 
rounded by a balcony 
housing the surplus 
stock. The firm also 
occupies the second 
floor and basement of 
the building 








rangement leaves no idle space at 
any time of the year. 
Returning to the stairs by which 





The silverware and glass departments are located at the left of the entrance 
where there is an abundance of sunlight 
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the sporting goods department was 
entered, the visitor passes down to 
the basement. Here are found the 
electrical home appliances, stand 
lamps, household wares and all things 
pertinent to the housewife are dis- 
played. The basement is well lighted 
and ventilated, with high ceilings, 
and the merchandise is not only at- 
tractively displayed but is arranged 
according to the latest merchandis- 
ing methods. 

Leaving this department and re- 
turning to the main floor of the 
store for a continuation of the trip 
of inspection, the visitor notes the 
beautiful auto accessory department 
which is on the left side at the rear. 
Special] show cases display the mer- 
chandise and some of the wall cases 
have sampled panel doors, while 
others have sliding glass doors much 
the same as in the tool department. 
At the front of this department are 
other stairways leading to the mez- 
zanine, general offices and basement. 

The only remaining department to 
be seen on the main floor is the 
silver and glass departments, as 
shown by illustration No. 4. This is 


Brush 


AM 8S. NAVE, a hardware re- 

tailer out in Huntington, Ind., 
has been exceptionally successful in 
his sales of brushes and paints, and 
when a man does something better 
than the other fellow, it’s natural to 
want to know how he does it. The 
following by Mr. Nave himself tells 
the story: 

“We have handled a high grade 
line of brushes for a number of years, 
and are safe in saying that our brush 
business has been very satisfactory 
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located directly at the left of the 
main entrance. Small display tables 
for some of the plated ware have 
been used effectively in the aisles of 
this department. The wall cases are 
fitted with sliding glass doors, glass 
partitions and shelves. The effect is a 
rich one and the merchandise is dis- 
played not only in the most approved 
fashion but the entire display is one 
which will draw customers to it time 
after time. 


Reserve Stock in the Balcony 


Reserve or surplus stock is carried 
on the mezzanine or balcony floor. 
Special lighting fixtures placed on 
the underside or ceiling of the bal- 
cony affords a flood of light for every 
department and effectively lights up 
the merchandise displayed in and on 
the wall fixtures. The _ builders’ 
hardware sample room on the second 
floor is handsomely furnished and 
designed to enable a prospect to get 
a very concrete idea of just how the 
hardware will look in his own home. 
Private elevators serve the various 
floors occupied by the company, and 
entrances are gained to the store not 
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only from two streets but from the 
lobby of the Genesee Building. 
Special chutes are used in sending 
merchandise down from stock. Every 
convenience has been provided for 
the customers and the whole interior 
made inviting. The chief keynote of 
the entire arrangement, however, is 
the maximum number of items which 
are out in plain sight, as well as the 
fact that no modern method of mer- 
chandising has been overlooked in 
the layout of the store. 

During the past few years retail 
merchandising methods have been 
improved and perfected to a great 
degree. Selling is on a more scien- 
tific basis than it was two decades 
ago. The art of display has also 
reached a high point until it has be- 
come one of selling’s first aids. The 
store that is scientifically laid out 
and is in a position to feature its 
merchandise attractively is the store 
that in the end will register the larg- 
est sales. The new store of Weed & 
Co. is modern in every detail and 
its up-to-dateness should be reflected 
in its sales. 


Displays Aid Paint Sales 


and increases from year to year. 
It is our aim to have a good assort- 
ment of different grades and sizes in 
the various kinds of brushes; these 
we handle from year to year, adding 
to the line as necessary. When our 
shipments arrive from the factory, 
we mark every brush in plain figures, 
on the handle. Some brushes are hard 
to mark on account of painted and 
varnished handles. In these ‘cases we 


either scrape or sandpaper a space 
on the handle near the binding just 














large enough to mark it properly. 

“When the season opens, we put in 
window displays, also display the 
entire line on a shelved counter, plac- 
ing each kind and size in rotation, 
leaving them in the original boxes, 
which makes it easy to show the 
different sizes and kinds, also more 
convenient to keep track of the stock. 

“We find that in many cases this 
display of brushes not only sells 
them, but helps the sale of paints and 
varnishes.” 





Brushes against a 
background of 
paints stimulate 
sales in both lines 
for Sam 8. Nave of 
Huntington, Ind. 
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“We called the salesmen to St. Louis to make their acquaintance” 
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By Saunders Norvell 
Chapter X VI1II1—Methods and Systems 


call the forty salesmen of the house to St. Louis 
to make their acquaintance. Now the old 
Shapleigh house had some,remarkable salesmen. Sev- 
eral of them were as good salesmen as I have ever 
known. To call others “salesmen,” however, was to 
pay them an undeserved compliment. We immediately 
went to work to weed out these poor, unproductive 
salesmen and to replace them with better material. 
Now I do not hesitate to say that I found that the 
Shapleigh Hardware Company were paying their sales- 
men flat salaries that were entirely too high for their 
results. A good many of their salesmen knew very 
well that they were making all the money they could on 
their flat salaries. Therefore there was absolutely no 
incentive for them to increase their sales. Their only 
object in life was to be able to get by with enough 
business to continue to draw their large flat salaries. 
Then they had enormous territories. Covering these 
large territories made their expenses very high. 


4} HE first thing we did in the new business was to 


Profit Sharing for Salesmen 


We immediately introduced a profit-sharing arrange- 
ment for the salesmen with a reasonable drawing ac- 
count. As we added new salesmen we reduced the size 
of territories. As a result of this policy and by care- 
fully studying the results of each salesman, we soon 
found that sales were increasing at a lower selling 
cost while the expense account of the salesmen steadily 
decreased. In our arrangement with the salesmen, we 
gave them a certain percentage of their profits. Their 
salary and expense account were added together and 
taken out of their profits. The balance was given to 
them at the end of the year. When a salesman got on 
a profit-sharing basis, in other words, when at the end 
of the year he was paid extra money on his results, it 


actually made no difference to him how much salary 
he drew or what his expenses were. The majority of 
our salesmen liked this arrangement and we had no 
trouble getting all the good salesmen we could handle 
because we constantly had applications for jobs as 
salesmen from all parts of the country. Most of the 
salesmen who turned out to be good material came to 
us recommended by our own salesmen. In other words, 
with our salesmen’s compensation arrangement, every 
man could fix his own salary. There was hardly any 
limit to what he could earn by extra hard work and 
intelligent attention to his business. I had learned 
this lesson from my own experience traveling in Kansas 
and Colorado. 
Salary vs. Commission 


It may be argued that a salesman will put forth his 
best efforts on a flat fixed salary, but no one can con- 
vince me of that fact in a thousand years. All my 
experience covering many years goes contrary to that. 
If you wish to get the best results from your sales 
force, there must be an incentive for the salesman to do 
extra hard work and to put in long hours. Naturally 
the only incentive is the opportunity given him to 
earn extra money. As a matter of fact, after our 
system of compensating the salesmen was put into 
effect, we had very little trouble with our men, even 
with their expense accounts, the only trouble being in 
those cases where a salesman’s salary was so high or 
his sales so small that he realized he could not take 
down anything extra at the end of the year. In such 
cases, to say the least, a salesman was often “careless” 
about his expense account! 

I hired every salesman personally. I made it a rule 
never to hire a man except as the result of a personal 
interview. I wished to look him over and talk to him. 
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I would invite salesmen to come to St. Louis and 
would pay their expenses just for this interview. 
Another thing I did several years later when our 
sales force was well organized, and that was very valu- 
able and interesting, was to write to all of our sales- 
men to send me a list of their competitors traveling 
in their territories with their names and the names 
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He spent most of his time sitting at his desk 


of their houses, and after each of these names to 
write “A,” “B,” or “C”. “A” meant the best man, 
“B,” the next and “C” the next. Then when all the 
answers were received from our salesmen, I had a 
book made up, arranged alphabetically. In this book 
I had the lists of a very large number of our competi- 
tors’ salesmen and after the name of each salesman I 
had his classification, according to the judgment of 
our men. Now of course territories overlapped and 
sometimes one salesman of a competitor would be re- 
ferred to by four or five of our salesmen as an “A” 
man. This was pretty good proof that he was worth 
his salt. I kept this book on my desk and when I 
would receive applications from salesmen, I always 
referred to it. Frequently I could tell at a glance just 
how the applicant stood in the estimation of his fellow 
salesmen and I wish to state in passing that I found 
as a rule that the judgment of these other salesmen 
on the capacity of a competitor was almost unerring. 


Confusing Geography with Systems 


Of course we introduced some new ideas in the 
handling of the salesmen that the Shapleigh men con- 
sidered red tape. Nevertheless, most of them did their 
best under the new management. The following story 
will show with what a willing spirit they adopted some 
of the new plans: After our new plans were well 
under way, I took a little vacation, going down to 
Nassau in the Bahama Islands. The English call it 
“Nassau, New Providence,” or, to be brief, ““Nassau, 
N. P.” Now it happened that while there I received 
a bunch of our salesmen’s statements for the previous 
month and I wrote every one of them, as was my 
custom, a penciled note about their results. On each 
of these notes I wrote at the top “Nassau, N. P.” For 
a full year afterward one of our Western Texas sales- 
men headed every one of his letters to me “Nassau, 
N. P.” When he came to St. Louis, I said—Bill, 
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why do you put ‘Nassau, N. P.’ at the top of every 
one of your letters?” “Well, sir,” answered Bill, “I 
am just trying to get in line and I thought that was 
part of the new system.” 

Now, gentlemen, if you have ever worked for a 
large, well-organized business and then suddenly taken 
your place in a small business, you will—to express it 
mildly—find things very different. In the Simmons 
business our volume was so large and we had things 
so well organized that it was a simple matter to get 
all the information one needed with very little diffi- 
culty. Careful records of all kinds were kept. When 
we landed in the very much smaller Shapleigh business, 
we found records were very conspicuous by their 
absence and if we wanted anything we had to either 
dig it up ourselves or, if we called on our bookkeepers 
to give us the information, it was so long in coming 
that when it arrived it was almost useless, 


Sales Managing Slow Work 


Now I say this without intending to be critical of 
the smaller business. This is true of all small busi- 
nesses. The smaller business as a rule does not pay 
enough profit to justify the keeping of some of these 
rather elaborate records. As a result, while it may 
seem strange, the larger, well-run businesses are very 
much better posted on what they are doing than the 
smaller concerns. Information in regard to sales 
and profits by towns, by customers and even by sgales- 
men that we had with the Simmons Hardware Com- 


_pany, was almost entirely lacking with the smaller 


house. This made our sales managing work very 
slow. Instead of being sure of things we had to do 
a great deal of guessing. 

Some amusing things occurred. I remember we had 
a large fat Southern gentleman who had a desk near the 
front door, where he was expected to wait on visiting 
customers. He spent most of his time sitting at his 





“He went to a certain stenographer and gave her $1” 


desk. Now I knew from experience about how much 
work it would take to sell $5,000 worth of shelf hard- 
ware per month. This salesman drew quite a large 
flat salary and every month I would find his state- 
ment of sales from $5,000 to $7,500. I would look at 
the statement and then look at him with wonder. 


(Continued on page 94) 
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What Happens to Lawn Mowers 
Before They Reach Y our Store 


By L. S. LOVE 
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Fig. 1—An assembled lawn mower with principal parts indicated. A— 


driving wheel and internal gear. 


B—pinion showing cams. C—pinion 


shaft. D—pawl. E—pinion guard, F—tie rod. G—lower knife bearing. 


T this season of the year the 
A sverace home owner is think- 

ing without relish of the neces- 
sity for the weekly barbering of his 
lawn. He is possibly imbued with 
the idea that all lawn mowers are 
pesky inventions which give more 
or less, and in his estimation it is 
more, trouble the longer they are 
used. He considers them necessary 
evils, but evils nevertheless. 

Some lawn mowers do give trouble, 
but generally the trouble arises from 
a lack of knowledge of how the 
mower is constructed and from an 
absolute lack of any care. When it 
is considered that the average owner 
expects a lawn mower to operate 
right along, running into stones here 
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Fig. 2—One of the first 

processes in the man- 

ufacture of lawn 

mowers is the bending 
of the blades 





H—driving wheel bearing 


and there, picking up clipped grass 
and dirt which works into the bear- 
ings, without ever being cleaned or 
adjusted, it is a surprise that they 
work at all. 

With the idea that a better under- 
standing on the part of the salesman 
may enable him to educate the user 
of the lawn mower to the point of 
caring for his machine and thereby 
securing the service built into it, the 
following outline of the design and 
construction features of lawn mow- 
ers is submitted. 

Most lawn mowers are similar in 
general operating principles regard- 
less of who makes them. Conse- 


quently, one may be regarded as 
more or less typical of all. It must 





be borne in mind that variations in 
materials employed, in the class of 
workmanship and in details of con- 
struction account in large measure 
for differences in prices of mowers. 
These variations also govern to some 
extent the service to be had from 
the machine, although, as_ stated 
above, in the final analysis no ma- 
chine, no matter how good nor how 
well built, can permanently withstand 
abuse and still be expected to serve. 
The maker provides his machine with 
ample oiling facilities and has so de- 
signed it that it may readily be 
cleaned from time to time. If the 
user does not take advantage of 
these facilities he is the loser and 
should not blame the manufacturer. 
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This illustration shows 

how the revolwing 

blades are given spiral 

form in a special bend- 
ing machine 
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A knowledge of these things 
passed along to the purchaser will 
help to assure him of satisfactory 
service from his investment and help 
to impress upon him that the man 
who sold him his mower knows his 
business. 

Through the courtesy of the Cold- 
well Lawn Mower Co., Newburgh, 
N. Y., the general design of one of 
its machines and illustrations of 
various operations in the making are 
made available for this purpose. 


The Essential Features 


The essential features of a mower 
are two side frames, two driving 
wheels and a roller; a_ revolving 
blade assembly, reel, or wiper; a 
stationary blade against which the 
revolving blades operate; a means 
of transferring rotary motion from 
the driving wheels to the revolving 
blades. 

It will be noted in Fig. 1 that cne 
of the driving wheels A has been re- 
moved in order to expose the internal 
gear which is integral with it. This 
internal gear meshes with the pinion 
B, which is mounted on shaft C. 
This in turn extends through the 
side frame to the wiper, which turns 
as the shaft turns. The pinion is 
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Fig. 3—The next 
process is the at- 
taching of the 
blades to wiper 
flanges, which is 
done by special 
riveters 





provided with three cams_ which, 
striking against the pawl D in the 
pinion shaft, serve to turn the shaft 
as the mower moves forward. As 
the mower is moved back this pawl, 
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without turning it. A guard E is 
provided to cover the pinion and pawl 
action against dirt as much as pos- 
sible. The entire mechanism is 
mounted in the side frames, which 
are held together by the tie-bar F 
and the lower knife holder G. 


How the Blades Are Made 


The revolving blades are made of 
high carbon steel which is cut to 
length and then placed in a press 
where the rivet holes for attaching 
to the flanges are all punched in one 
operation. They next go to a bend- 
ing operation, shown in Fig. 2, 
where the spiral form is rolled into 
them. This is done by heating the 
blades and placing them in a form- 
ing machine, which consists of a 
cylinder carrying former blades. A 
roller holds the blade against the 





Fig. 4—This shows the wiper or revolving blade assembly ground to diameter 


sliding throngh a slot in the shaft, 
is pushed back by the cams in the 
pinion and consequently permits the 
pinion to run freely on the shaft 
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Fig. 5 — The 
lower knife 
holders are 
trimmed in a 
surface grinder 
to assure a flat 
surface 
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former as the cylinder is turned. 
After bending the blades go to a 
rumbling operation in order to re- 
move all scale. 

The flanges or spiders to which 
the blades are riveted to make the 
wiper, reel or revolving blade as- 
sembly are drilled under two spindle 
drills, two holes in each flange. The 
reel is next assembled and riveted, 
as indicated in Fig. 3, under special 
riveting machines which act like an 
alligator shear. The lower jaw is 
stationary, the upper jaw rocking a 
sufficient amount to properly head 
the size rivet in use. Adjustment 
may be made for different size rivets 
for different size reels. 


Grinding for Diameter 


Next the shaft journals are turned 
and the wiper sized for length be- 
tween hubs. This work is done in 
lathes. They must next be sized for 
diameter, which is done in a grinder, 
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shown in Fig. 4. Here the journals 
run in ball bearings mounted on 
table fixtures in front of the wheel. 
After the correct diameter has been 
secured, each blade is backed off or 
tapered on the edge to 45 deg. while 
still in the grinder room. 

The next operation is fitting the 
bored and reamed pinion and the 
pawl to the wiper journals, these 
having first been drilled and drifted 
to provide a slot in which the paw] 
operates. 

Having assurance that the revolv- 
ing blades will run true, it is neces- 
sary that the lower or stationary 
blade be straight. This blade is 
made of a composite steel composed 
of a mild steel body into which a 
tool steel edge is rolled. This blade 
is carried in a cast knife bar which 
in turn is supported in the side 
frames, serving to hold the latter 





together at that point. The knife 
bar is gaged for straightness, the 
ends are hollow milled for the fit 
into the side frames and drilled for 
attachment of the blade. The sur- 


QOORREEETROCODEEH ES. COORCEROL TS RORSEtoeeteseneeeS 


Fig. &—Last of 
all comes the 
running-in tert 
and the final ad- 
justment before 
packing 
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Fig. 6—Side frames are drilled a pair at a time 
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Fig. 7—After being 
assembled the 
mowers are sprayed 
with aluminum 
paint under a hood 
as shown in the 
illustration 





face is provided with pads at the 
screw holes, on which the blade rests. 
These pads are surface ground, two 
holders at a time in the 
fixture, so that they 
may present a clamping 
surface in true align- 
ment for the blade 
bearing. Fig. 5 shows 
the process. 

The side frames, 
after being _ bored, 
reamed, faced and 
countersunk for wheel 
bearings, are trans- 
ferred to a multiple 
spindle drill. Here they 
are drilled for knife 
bar and tie rod, faced, 
and the reel bearings 
reamed for plain bear- 
ing machines, or coun- 
terbored for ball bear- 
ing machines, as shown 
in Fig. 6. Adjusting 
screw holes are next 
drilled and tapped and 
oil holes drilled in 
frames intended for 
plain bearing machines. 
The next operation is the grinding 
of the frames outside, using the 
wheel bearings H, as shown in Fig. 1, 
as a center and revolving in a 
horizontal plane. This produces a 
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true radius to clear the wheel gear 
and guard it. Bronze bushings for 
reel bearings are pressed into the 
plain bearing machines and cups for 
balls in the ball bearing machines. 
Wheel journals are turned and faced 
on the wheel castings for fitting into 
the side frames. Oil holes are then 
drilled and tie bars are drilled for 
the name plate. 

After they have been assembled, 
the mowers proceed to the paint 
shop for a gasoline bath, which re- 
moves all the oil gathered during 
the machining operations. Aluminum 
paint is applied by spraying under 
a hood from which excess paint is 
exhausted by a special ventilating 
system, shown in Fig. 7. When dry 
the mowers are decorated by hand. 


The Final Process 


The mowers are then fully oiled 
and graphited, in certain bearings, 
then they proceed to the packing 
room where they are given a run- 
ning in* test and final adjustment. 
The running in is accomplished by 
placing the wheels on a large re- 
volving drum with the back roller 
against a fence to keep the mower 
in place, as seen in Fig. 8. From 
the packing room they go to the 
finished stock room, where they are 
ready for shipment. 
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Plymouth Cordage Co. Celebrates 
100th Anniversary 


All Business Suspended as Plymouth Observes Centenary 


The one hundredth anniversary of 
the Plymouth Cordage Co., North 
Plymouth, Mass., was celebrated by 
exercises held in that city, June 10, 
and attended by employees of the com- 
pany and guests. 

An elaborate and diversified program 
was prepared, including a flag raising, 
concerts by the Cordage Band, fire- 
works and dancing, and the presenta- 
tion of service emblems to employees 
who had served with the company 
twenty-five years or more. 

In honor of the occasion all the pub- 
lic schools closed at noon. Industries 
of various kinds took a half holiday. 
Morning trains brought many special 
guests. One special train came from 
Boston at 10.40 with invited business 
men and women and with a delegation 
from the cordage plant in Welland, 
Can. Automobiles poured their hun- 
dreds into the town ail forenoon, and 
that most of the people who came were 
Plymouth Cordage guests were indi- 
cated by the badges they wore. 

When the guests arrived at the sta- 
tion they merely followed the stream 
and this led them into the cordage 
premises in North Plymouth where 
they filed into one of the oldest rope 
making establishments and witnessed 
the process of making a Manila cable 
that was five inches in diameter and 
1200 feet long and was endowed with 
a tensile strength of 125,000 pounds. 
As this cable was being made full 
length at once, the visitors passed 
through a rope walk 1700 feet long, 
and in the center of it saw a section 
that was built in 1824. This section, 
the first part of the century-old plant, 
was built on the same principle as the 
modern sections of the rope walk and 
serves its part today efficiently al- 
though it has seen transformation from 
hand power to machine operation. At 
the end of the walk the visitors were 
shown some of the original appliances 
by which hemp was crushed and beaten 
and spun into rope by hand power. 

Emerging from the rope walk, the 
visitors filed out on to the company’s 
athletic field. 

Augustus P. Loring, president of the 
company, made a brief opening ad- 
dress which won hearty applause. In- 
cidentally, he informed his audience 
that he presided over the anniversary 
celebration twenty-five years ago, and 
that he appeared in a tall silk hat and 
frock coat at that time while today he 
was wearing a straw hat and a business 
suit, this being typical of the demo- 
cratization of the time and the firm. 
Since the seventy-fifth anniversary the 
co y has built new mills, has built 
additional warehouses and homes and 
has established a complete plant at 
Welland, Canada. Then the company 
produced 47,500,000 pounds of rope in 
a year and last year it produced 107,- 
000,000 pounds. 





Seated on the platform, besides the 
company officers, were a score of em- 
ployees who had worked for the com- 
pany fifty years or more. 

One of the features of the celebra- 
tion was the awarding of prizes to 
high school pupils who had written 
essays of the value of the Plymouth 
Cordage Co. to the community, and the 
presentation of medals to employees 
who had served with the company for 
twenty-five years or more. 





Col. A. F. Hatch, President 
Canadian Mfrs. Assn. 


Col. Arthur F. Hatch, managing di- 
rector of the Stanley Works of Canada, 

td., was elected president of the 
Canadian Manufacturers’ Association 
at a recent meeting of that body. 

Colonel Hatch is a past chairman of 
the Ontario Division, and was vice- 
president of the C. M. A. during the 
past year. 

Colonel Hatch is managing director 
and treasurer of the Stanley Works of 
Canada, Ltd. In 1903 he organized 
this concern under the name of Canada 
Steel Goods Co. in Leamington, Ont. 
In 1905 the Grand River Metal Works 
of Galt was purchased and the entire 
business centered in Hamilton. Steady 
progress was made from that time on, 
the business of Cowan and Britton of 
Gananoque, Ont., being purchased in 
1915, and the butt and hinge depart- 
ment of N. Slater Co. of Hamilton be- 
ing taken over in 1922. Since 1914 the 
Stanley Works of New Britain have 
had their interest in the Canada Steel 
Goods Co., and in April, 1923, the name 
of the latter company was changed to 
the Stanley Works of Canada, Ltd. 





Metropolitan Hardware Co., 
Liquidating 

The Metropolitan Hardware Co., 32 
Vesey Street, New York City, is now 
liquidating its affairs, preparatory to 
withdrawing from the field. The com- 
pany, which was organized 41 years 
ago, has long been a landmark in the 
lower section of the city. The building 
now occupied by the company will be 
leased by F. W. Woolworth & Co., 
which operates a chain of five and ten 
cent stores. 





New Store for Fitchburg, Mass. 


Henry Kaufman and David Segel are 
to engage in the retail hardware busi- 
ness at 173 Main Street, Fitchburg, 
Mass., under the firm name of the Bay 
State Hardware Co. 





Investigate Decimal System 
for Packing Radio 


A special investigation into the ad- 
vantages of the decimal system of 
packing radio parts has been inaugu- 
rated by the National Radio Trade As- 
sociation, with headquarters in New 
York City. A special committee has 
been appointed to inquire into the ex- 
tent to which the decimal system is al- 
ready in use throughout the industry. 

Nicholas I. Allen of the Coto- Coil 
Co., Providence, R. I., has been ap- 
pointed chairman of the committee, 
according to announcement by the sec- 
retary of the association. Other mem- 
bers are: D. W. May of the D. W. 
May Co., Newark, N. J., and Frank 
Wiggelsworth of the Atlantic Radio 
Co., Boston, Mass. 

A survey of the trade is now in 
progress and reports as to the advisa- 
bility of the decimal system of billing 
and packing being generally adopted 
will be issued when the work is com- 
pleted. 





Momsen-Dunnegan-Ryan Co. 
Promotes G. E. Crysler 


G. E. Crysler has been promoted to 
the position of department buyer for 
the Momsen-Dunnegan-Ryan Company, 
El Paso, Tex., succeeding William F. 
Walsh, who has resigned to locate on 
the Pacific Coast. Mr. Crysler has. 
been with the company over nine years 
and is thoroughly familiar with his. 
new duties. 





W. T. Hadley to Represent 
Ken-Wel Sporting Goods 


W. T. Hadley, Ruston, La., has re- 
cently been appointed Southern repre- 
sentative of the Ken-Wel Sporting 
Goods Co., manufacturer of sporting 
goods, Gloversville, N. Y., succeeding 
Phil Dawson. Mr. Hadley’s territory 
includes the States of Texas, Louisiana, 
Arkansas, Mississippi, Alabama and: 
Florida. 





Ellis Manager of Economy 
Fuse & Mfg. Co. 


The Economy Fuse & Mfg. Co., 
manufacturer of Economy renewable- 
fuses, Chicago, IIll., has appointed 
Morgan P. Ellis general sales man- 
ager. Mr. Ellis has been assistant 
general sales manager for the past 
eight years. 





New Store in Nashua, N. H. 


Joseph Fredette, Nashua, N. H., is: 
to engage in the retail hardware busi- 
ness at 114 West Pearl Street, that. 
city. 
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A. Librett Opens Housefur- 
nishing Dept. 


A. Librett has opened a_ house- 
furnishing, crockery and glassware de- 
partment in conjunction with his hard- 
ware and paint departmet at 54 North 
Avenue, New Rochelle, N. Y., Mr. 
Librett is desirous of receiving catalogs 
from manufacturers and jobbers han- 
dling the above lines. 





Bay State Radio Co. Expands 


The Fifty Associates have leased to 
the Bay State Radio Co., for a term 
of years, the second, third and fourth 
floors at 108-126 Washington Street, 
Boston, Mass. 





Jolliffe Goes with American 
Radio Ass’n 


Dr. C. B. Jolliffe, head of the radio 
laboratory of the Bureau of Standards, 
Washington, D. C., has recently become 
a member of the Honorary Board of 
the American Radio Association, New 
York City. 





South American Agent 
Moves Offices 


H. C. Aulet, American manufac- 
turers’ sales representative, has recent- 
ly removed his office and salesroom to 
463 Alsina Street, Rooms 4 and 5, 
Buenos Aires, Argentina. Mr. Aulet 
has been located in his new quarters 
since May l. 





Paint Ad Managers 
Meet in Cleveland 


The Paint and Varnish Advertising 
Managers’ Conference met in executive 
session at the Hotel Statler, Detroit, 
June 3 the day previous to the meeting 
of the Paint and Varnish Sales Man- 
agers’ Conferences. H. C. Bursley, 

urphy Varnish Co., Newark, N. J., 
presided. H. S. Felton, Felton, Sibley 
& Co., Inc., Philadelphia, was elected 
chairman for the coming year. Perti- 
nent advertising problems were dis- 
cussed from the floor. 





Increase in U. S. Exports 


Merchandise exports from the United 
States for May were valued at $336,- 
000,000, against $316,359,470 for the 


corresponding month last year. Im- 
ports totaled $305,000,000, against 
$372,544,578. 





Gladding Sails for Europe 


N. A. Gladding, sales manager of 
E. C. Atkins & Co., Indianapolis, Ind., 
sailed for Europe on June 10 on the 
Resolute. Mr. Gladdirig expects to be 
gone from six to eight weeks. 








Obituary 


M. C. Swift 


Morton Carter Swift, former presi- 
dent of the Malleable Iron Works, of 
New Britain, Conn., and father of 
E. R. Swift, manager of The Stanley 
Works’ Chicago office, died June 6. 

Mr. Swift was born in Warren, Au- 
gust 1, 1843, of Revolutionary ances- 
try. He was the great-grandson of 
General Herman Swift. He came to 
New Britain in 1859 and entered the 
employ of North & Judd as bookkeeper. 
From there he went to the Malleable 
Iron Works. 

Mr. Swift was a trustee of the New 
Britain Trust Co., was one of the in- 
corporators of the Savings Bank of 
New Britain and has been a director 
of various manufacturing plants at 
different times. He was a member of 
the Shuttle Meadow Club and the New 
Britain Club. 





He was a man of sterling integrity 
and uprightness of character. 


Arthur S. Walker 


Arthur S. Walker, advertising man- 
ager Russell & Erwin Division, Ameri- 
can Hardware Corporation, New Brit- 
ain, Conn., died suddenly recently at. 
his home in that city at the age of 53. 
On the day of his death he appeared 
in good health and early in the evening 
did some work in the garden about his 
home. Death was attributed to acute 
indigestion and heart trouble. Mr. 
Walker leaves a wife, a daughter and 
a son. 





__ eC 


W. B. Lockett 


W. B. Lockett, formerly president of 
the American Axe & Tool Co., Charles- 
ton, W. Va., died in Los Angeles, June 
2, following an operation for appendi- 
citis. Mr. Lockett was born in Knox- 
ville, Tenn. 
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YOU WiLL NEVER REGRET BUYING 
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$1 Each for Usable Ideas 


E want new ideas to pass on to 

the other fellow. Ideas that have 

built up sales, reduced overhead, 
developed trade, created new customers, 
moved shelf warmers. 


We want ideas that have helped to 
make window or interior displays more 
effective, deliveries more efficient, col- 
lections easier. 


_ Wewant onl y ideas that have resulted 
in systems, kinks, or devices which have 


proved their worth around the store. All 
we need is a rough pencil sketch of the 
fixture and a brief description of how 
it was made, what it was made of 
and how it operates. Measurements, of 
course, will help. Our artists and edi- 
tors will do the rest. 


Just write a short letter, outlining 
your idea, and send it to us, attention of 
the “Stunt Editor.” We will pay one 
dollar for each idea containing a prac- 
tical plan that will help the other fellow. 
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Kitchen “Kink” Table Helps Geele Sell Hardware 


T is usual to speak of the little 

things which help ease our la- 
bors as “kinks.” The housewife, 
these days, has any number of 
“kitchen kinks” at her command 
and disposal. Whole factories and 
sales forces are turned over to 
making nothing but the little con- 
veniences and handy things for her. 

The illustration shows’ the 
kitchen kink table of the Frank 
Geele Hardware Co., Sheboygan, 
Wis. It is just the right height for 
the customer to make a very minute 
examination of the merchandise 
without either having to stoop 
down to pick it up or reach up on 
some shelf with the fear that she 
may pull a lot of things down on 
her head. 

Each compartment is tagged with 
the price of the material on display 
and the boxes are so designed that 
different combinations of sizes can 
be obtained. The displays are al- 
ways kept fresh and changed quite 
frequently to give some of the items 
on the shelves an airing and a 
chance to help turn in some profits. 
There are some items which are 
standard and these are always 
found there, such as scrub brushes, 
egg beaters, lemon squeezers, perco- 
lator tops, tea kettle knobs, etc. 

Attention is invited to the shelv- 
ing behind the counter or table. 
Glass doors of the sliding variety 
are used to protect the merchan- 


dise. Here it is possible to keep 
some of the better class of kitchen 
kinks as well as the metal polishes, 
oils, cleaners, etc. The household 
ware is also to be found right in 
this department and, in fact, the 
kitchen kink table forms the center 
or nucleus of the housewife’s de- 
partment of this large hardware 
store. It is only a step from this 
table to the broad stairs leading to 
the basement where there is a large 
display room for stoves, washing 
machines, etc. One thing is cer- 





tain, Frank Geele Hardware Co. 
would not merchandise kitchen 
kinks in any other way because it . 
has found the present scheme pays 
too well. 

There’s an old saying that goods 
well displayed are half sold. The 
truth of this is amply demonstrated 
in the case of Mr. Geele’s display 
table. They bring the housefurnish- 
ings to the attention of prospective 
buyers in a very effective manner, 
and the merchandise shown is acces- 
sible to close inspection and handling. 
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Free Lessons in Household Painting 
Increase Bracy’s Sales of Enamel 


to $10,000 a Year 


(AP. Sw: 


This is the household enamels department of Bracy Bros. Hardware 


Co., Little Rock, Ark. 


HERE are two policies on the 
"[ ty-eat of the general ledger of 

the Bracy Brothers Hardware 
Co., Little Rock, Ark., which are 
followed to the letter. The first is 
the intensive cultivation of the trade 
of women and the second is the con- 
certed endeavor of every member of 
the firm to cultivate business in the 
so-called side lines or small mer- 
chandise which is in constant de- 
mand. 


$10,000 in Household Enamels 


In order. to show how the first 
policy worked out it is only neces- 
sary to tell how this firm increased 
its sales of household enamels to 
$10,000 a year with a ten-time turn- 
over on the stock. 

The Bracy store is a shopping 
paradise for the housewife. The 
Little Rock department stores have 
learned long ago that they cannot 
take away the business rightfully 
belonging to this hardware store, 
which, by the way, is just getting 
settled in handsome new quarters. 

While the policy of the firm also 


Last year its sales totaled $10,000 





specifies that the major lines of 
hardware shall be emphasized, it 
emphasizes specialization in the 
smaller lines. Household enamels, 
for example, are not considered the 
big end of the paint line, but they 
carry a very handsome margin of 
markup. Although the firm had 





? Bracy Brothers | 
Hardware Co. 
Little Rock, Ark. 


Sold $10,000 in household | 
« enamels in one year. | 


Turned the stock over ten 
times. 


Expects sales of enamels and 
stains to total $25,000 this year. ) 


Cultivating the Housewives 
Did It 














never turned down a big paint order, 
the executives realized that they 
were not securing enough business 
on the little items. The matter was 
investigated and it was found that 
the housewife was the principal 
user of the small end of the line— 
the one which carried a most grati- 
fying percentage of margin. 


A School of Painting 


The Bracy store maintains the 
finest stock of china and glassware 
to be found in the entire State of 
Arkansas, and it naturally enjoys a° 
large patronage from women, but 
these customers did not know a 
great deal about the paint depart- 
ment. Investigation also showed 
that although the majority of house- 
wives are naturally handy with 
paint and brush they know little or 
nothing about the mechanics of “do- 
ing a good job.” The Bracy Broth- 
ers Hardware Co. accordingly de- 
cided to teach women how to use 
paint properly. The first step was 
to secure the services of a woman in 
town who was an artist in regard to 
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furniture and fancy ware decora- three weeks these ladies spent on 
tions. The next step was to invite the second floor of the Bracy store 
a number of housewives to visit the made a great many new paint cus- 
store and receive instruction in tomers for the firm. They showed 
household painting free of charge. their handiwork to their friends, 
Fifty work tables were placed for and now they all want to know when 
these housewives on the second Mr. Bracy is going to let them 
floor, each woman being assigned a “come to school” again. 
table for her own use with a place Shortly after the war this firm 
for storing her materials and sup- noticed that the ordinary housewife 
plies when she was not working. was losing interest in things around 
Needless to say, the tables were the home. She had been so busy 
kept filled by enthusiastic women for with war activities that she found it 
several weeks. The firm had se- hard to pick up the old routine 
cured a number of reed baskets of again. Consequently, the firm took 
various shapes and sizes to be used advantage of conditions in helping 
to hold magazines, newspapers, etc. the housewife to find interesting 
A supply of woven plaques, serving things to do, and executives of the 
tables, trays and waste baskets was firm report that they have noticed 
also obtained and to this was added that within the last two years house- 
a number of china and pottery items wives are taking an increased in- 
to be decorated with household terest in matters around the home. 
enamel. These included candle- For instance, they are canning more 
sticks, bowls, vases and bric-a-brac. fruit and making more preserves 
Supplies Sold to “Students” than they ever did, and they are do- 


ing a lot of inside painting. 

During the time these women i : 
were learning how to paint the firm $25,000 in Sales This Year 
sold them all of their materials, in- From every indication, this firm 
cluding brushes, paints, steel wool, will sell around $25,000 worth of 
turpentine, oil, sandpaper, etc. In household enamels and stains to the 
addition to this the firm sold them women of Little Rock this year. An- 
about $3,000 worth of material to be other “school” will be run early next 
painted. The women snapped up spring, and at that time china paint- 
these unpainted bargains because ing will be added to the course. A 
they could buy an unpainted basket kiln will be installed and the painted 
for newspapers and magazines for china will be fired from time to time 
about $3 and with a small invest- as the women have it ready. Of 
ment in paint amounting to less than course, they will buy the china at 
$1 could make a better article than Bracy’s. 
they could buy at a department store In going over some of the items of 
for $12 or $15. the paint line which women are in- 

Arrangements were also made for terested in, it is surprising to note 
them to buy unpainted furniture and the large number of different items 
many of the housewives secured they can use and will use if they 
cheap chairs and tables and painted only receive the proper education. 
breakfast room sets which would Among some of the more important 
have cost them all the way from $75 items are stove pipe enamel, linoleum 
to $200 in any furniture store. The varnish, radiator varnishes, bath- 
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room enamel and the large line of 
household enamels for furniture, 
woodwork, bric-a-brac, etc. Each 
paint sale calls for brushes, steel 
wool, turpentine and sundry items. 

The accompanying illustration 
shows the household enamel depart- 
ment of the Bracy Bros. Hard- 
ware Co. Two good grades of 
enamel are carried. There is a high 
priced line and one which sells for a 
more moderate figure. The salesmen 
use their judgment in offering these 
two lines to customers. Some peo- 
ple want the highest priced grade 
regardless of anything else, while 
others want to buy as reasonably as 
possible. 


Tables Used to Advantage 


Racks are provided to hold paint 
literature and color cards. <A cab- 
inet is filled with printed matter 
covering different kinds of paint, 
surfaces, etc., and the customer can 
always get authentic information as 
to what is the right thing to pur- 
chase. The brushes are kept in the 
show case and the sandpaper, metal 
polishes and cleaning preparations 
are displayed just across the aisle on 
tables. These tables are used 
throughout the household depart- 
ment and the arrangement of the 
store puts the paint department 
right where the housewife sees it 
when she comes in for some kitchen 
article. In addition to the cleaning 
preparations, sandpaper, etc., on 
these counters, there are the dust- 
ing mops, oils, waxes, polishes and 
stove blacking. This firm also sells 
a large amount of cleaning powders 
which are usually bought from the 
grocery store. The stock is kept 
close by the paint department and 
very few paint sales are made with- 
out one or two cans of cleaner being 
included in the purchase. 








A New Use for a Clothes Dryer 


The entire arrangement was an im- 
promptu affair, but the results were 
ware Co., Chicago, recently. The win- surprising. The ten-cent price tickets 
dow shows the use to which it was put. pulled all kinds of sales in from the 
The arms were originally covered with ‘street. The opportunity was taken to 
the aluminum cups, funnels, etc., but show some of the higher priced items 
by the time the photographer got there at the — time and sales showed the 

: effect of this good display on the pas- 
sales had depleted the window stock to 


: sersby. If you have a lot of ten-cent 
such an extent that it was necessary items, try them out on a clothes dryer 
to load up only four arms, so the pic- 


and shake down a few extra dimes in 
ture could be taken. the meantime. 


__— use for a clothes dryer was 
discovered by the Harvey Hard- 
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Three Tier 
Tables 
Help 
Schaef er’s 
Sales 


MONG the important topics dis- 
A eassed when hardware mer- 

chants get together is the dis- 
play value of open three-decked 
tables. William H. Schaefer, Craw- 
ford Road and Hough Avenue, 
Cleveland, Ohio, is one merchant 
who strongly favors this type of fix- 
ture. “Two years ago,” said Mr. 
Schaefer, “we cut down our floor 
area one half. We had a double 
store but the rent was getting higher 
and we decided to try a single store. 
At the time of the change we con- 
structed seven three-decked tables. 


Tables Helped Sales 


“Our records show that our sales 
volume has gained slightly in spite 
of our cutting down on the floor 
space. We feel that the three-decked 
tables must have had something to 
do with it. We do know that those 
lines which are placed on these tables 
move faster than before. 

“Three tables placed lengthwise 
are to be found on each side. In 
front we have one table on which 
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Some of the display tables that helped W. H. Schaefer of Cleveland, Ohio, 
keep sales near the $50,000 mark 


is displayed glass cooking ware in 
various styles and sizes. We have 
sold more ware than ever before. 
The open table invites a woman 
to inspect this glass baking ware, 
and when she looks it over she is 
ready to ask questions and we find 
less resistance to selling. 

“We even display tools on the first 
table to the right of the entrance. 
Many dealers have said that these 
tables are useful only when used to 
feature small items classed as mis- 
cellaneous hardware, but we have 
found that many of our lines can 
be shown to advantage in this 
fashion. 

“People who are waiting for ser- 
vice will walk around the seven 
tables and sell themselves some hard- 
ware. We encourage them to do this, 
knowing that the more goods we can 
show them the more we will sell.” 

Mr. Schaefer made these tables 
himself. The supports which hold 


the upper shelves are cut from %%-in. 
pipe, 8 in. long, and fastened to 
sockets which are screwed firmly into 
the upper and lower shelves in each 
case. The base table is 50 in. long 
and 24 in. wide. The legs are cut 
from 2 by 2 in. stock and are 32 in. 
long. The two upper shelves may 
be made the same size as the first 
one or may be made smaller. Some- 
times they are built in pyramid style 
and the second shelf is made smaller 
than the first and the third smaller 
than the second. That, of course, is 
a detail to be worked out by the in- 
dividual. Board 1 in. thick makes 
a good table surface. 

The illustration shows the method 
of making the table and indicates 
the position of the seven Schaefer 
tables. Note that the store is narrow 
and consider the interesting fact 
that Mr. Schaefer’s annual business 
hovers about the $50,000 mark. 








Too Many Hardware Stores ? 


OME hardware dealers think 
there are too many hardware 
stores in the country. While 
others say, “The more the 
merrier.” The Implement-Hard- 
ware Bulletin of the Western Re- 
tail Implement and Hardware 
Association says: 
“There are in the United States: 


“One grocery for every 73 
families. 

“One men’s furnishing store for 
every 602 families. 

“One dry goods store.for every 
691 families. 

“One shoe store for every 172 
families. 


“One candy store for every 438 
families. 

“One drug store for every 240 
families. 

“One hardware store for every 
884 families. 

“One Savings and Loan Asso- 
ciation for every 2200 families.” 
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You Can’t Succeed 
in Business 
Without Experience 


T has been said on good authority 
| that if the hardware merchants 

of the United States were asked 
to liquidate at once, between 80 per 
cent and 90 per cent of them would 
go into the hands of receivers or 
bankruptcy. The main contributing 
cause for this is that too many of 
them, for one reason or another, 
enter the hardware business with- 
out the proper training and knowl- 
edge of the art of merchandising. 
The retailer is well intrenched in his 
position as the most important factor 
in the distribution of commodities. 
Of that there can be no question. 
But that the retailers as a class are 
not functioning as economically as 
they might must be accepted as a 
fact. 


Duplication of Effort Raises Costs 


The costs of doing business have 
gone up tremendously. This was 
apparent even previous to the war 
and the costs have been greatly ac- 
celerated since 1917. The reason for 
this is attributed by many to wage 
increases, reduction of the hours of 
doing business or other natural 
causes, but much of the real trouble 
lies in the duplication of effort. 

Ninety per cent of the retail stores 
could do double the amount of busi- 
ness they do without increasing any 
of their fixed charges, such as rent, 


insurance, interest, heat, light, 
power, managerial salaries, taxes, 
etc. It has been granted by some 


authorities—and with good reason 
—that there are too many retail 
stores. This seems to be verified by 
going into any small town or section 
of any residential district in large 
cities and counting the number of 


stores in proportion to the number 
of families residing in the locality. 

As long as competition and self- 
seeking on the part of jobbers and 
wholesalers blinds them to their ulti- 
mate good, they will continue to en- 
courage men with a little capital and 
no experience to go into the retail 
business. Often they know that the 
man is not qualified to operate a 
retail store because of his lack of 
knowledge of the business, training 


many of them would be turned away 
from their intention of engaging in 
business. 

Some months ago a young man 
sought my advice relative to the 
possibilities of starting a retail 
hardware store. He had lost his 
job through no fault of his own but 
due to the general depression and 
lack of business in the factory where 
he was employed in a clerical ca- 
pacity. It developed that he had no 








66 AJO one should be advised to start a retail business un- 
less he has had the proper preparation and qualifica- 


tions, plus enough capital of his own to get a decent start. 


It’s a case of shoemaker, stick to your last. 


Human nature 


and rainbow chasing make the far-off pastures look 


greener.” 








and temperament. Too frequently, I 
am sorry to say, they are willing to 
take a chance to sell an opening 
stock. 

Many instances have come to my 
notice where men, after working at 
a trade or profession for years and 
having aecumulated a few hundred 
dollars, during a period of business 
depression, have been induced or en- 
couraged to go into the retai] busi- 
ness because work in their line was 
scarce and jobs were hard to get. If 
men of that type, when they take the 
initial step, after interviewing the 
jobber or wholesaler, were discour- 
aged and told of the rough road 
ahead—first, because of their inex- 
perience and, second, because of their 
lack of sufficient capital—frankly 
telling them of the small percentage 
of men who actually do succeed— 


experience whatever in a retail store 
and had never even thought of seek- 
ing a job in a store; neither had he 
any idea of the line in which he 
would fit. His brother had saved 
$1,000 during the flush times, and 
as he could borrow this he had made 
up his mind that he would start 
some kind of retail store. As his 
previous employers manufactured 
many articles sold in hardware 
stores, he concluded that the hard- 
ware business was the easiest for 
him to break into. Without hesi- 
tancy, I advised him to do so, but, 
and with emphasis on the BUT, 
before he did so he must get a 
job in a hardware store, learn the 
business from the ground up, save 
up enough money to at least match 
the amount his brother had and 
then, with his own and borrowed 
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66 — long as competition and self-seeking on the part of jobbers and whole: 

salers blinds them to their ultimate good, they will continue to encour- 
age men with a little capital and no experience to go into the retail business. 
Often they know that the man is not qualified to operate a retail store be- 
cause of his lack of knowledge of the business, training and temperament. 
Too frequently, I am sorry to say, they are willing to take a chance to sell 


an opening stock.” 
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By Frank Mappes 


capital, he could start a tiny hard- 
ware store, work eighteen hours a 
day and a half day on Sunday. This 
might possibly assure him three 
meals a day and a place to sleep. It 
is needless to say he got a job in 
another factory, works eight hours 
a day and has a half holiday on 
Saturday. 

This instance is related simply to 
illustrate the point. Many similar 
ones have come to my attention. 
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EDITOR’S NOTE:—Many a man enters a line of business equipped 
with youth, enthusiasm and energy, and to all intents and pur- 
poses, all the necessary qualifications to success, and in spite of 
all these attributes fails because he is lacking in experience. 
In this article by Mr. Mappes, which is the eighth instalment 
of his series on store arrangement, store management and mer- 
chandise display, the value of experience is discussed at length. 


It’s an article well worth reading. 


And by the way, keep your eyes open for the next instalment, 
which will appear in the July 3 issue of HARDWARE AGE. It’s 


on “A System to Control Stock.” 


neighborhood where I reside and 
proceeded to open a hardware store. 
For a short time, while everything 
was new, he seemed to be getting 
along fairly well. However, it was 
not long before he sensed an ap- 
parent shrinkage in his stock. Many 
items previously carried were no 
longer available and one morning, 
before a year had passed, he failed 
to open. I went to him and encour- 
aged him to tell me his troubles. It 








“a of the return goods evil is due to charge accounts. 
People who pay cash seldom return merchandise. The 
era of rational conservative business is gradually returning 
but it will require exact knowledge or science, which is the 
same according to Webster, of facts pertaining thereto to 


bring it back to stay.” 








Many, to my certain knowledge, 
have listened to some smooth sales- 
man whose main object in life is 
to sell goods. For this no blame 
could be attached to him. 

It should, however, be the busi- 
ness of the credit man to carefully 
analyze the type of man, his past 
experience and his ability before ac- 
cepting an opening order, even 
though a large portion of the goods 
is purchased on a cash basis. He 
should do everything in his power, 
when in his judgment the man has 
insufficient qualifications, to discour- 
age him from entering into an over- 
crowded line of business. By doing 
so he will probably anticipate some 
future date when it will be necessary 
for him to restrict credit. 

A few months ago a middle-aged 
man and his family moved into the 


developed that he had no previous 
experience in the hardware busi- 
ness, but had a little less than $1,000 
in cash and no job. A friend who 
owned the building in which the 
store room was vacant had induced 
him to open a store so that he, the 
friend, would have a tenant and he, 
himself, would be able to take life 
easy by operating a hardware store. 
It was the old, old story of vanished 
rainy-day funds and a disillusioned 
old man. 

Too many stories are being cir- 
culated telling of men who start 
with nothing or nearly nothing and 
end by becoming millionaires. These 
stories are responsible to a great 
extent for the thousands who start 
in the retail business without experi- 
ience and training and become brakes 
on the general retail business. They 


are the ones who contaminate local 
conditions—who, by their lack of 
merchandising knowledge, try to 
undersell their competitors, believ- 
ing that by doing so they are bidding 
for a larger volume and eventually 
dominating the trade in _ their 
locality. 

No one should be advised to start 
a retail business unless he has had 
the proper preparation and qualifica- 
tions, plus enough capital of his own 
to get a decent start. It’s a case of 
“shoemaker, stick to your last.” 
Human nature and rainbow chasing 
make the far-off pastures’ look 
greener. 

Some years ago, while I was man- 
ager of a lar;‘e hardware business 
in the West, a young man applied 
to us for credit, saying that he 
wanted to start in the hardware busi- 
ness for himself as he was tired of 
working for someone else. He had 
a little money—just enough to pay 
a month’s rent and buy a few fix- 
tures. He decided to purchase his 
stock on time. Questioning him at 
length, he admitted that he knew 
nothing about the business but he 
was absolutely sure he would suc- 
ceed. Being a mechanic, he knew all 
about tools. He did not realize, 
however, that tools are only one of 
the many lines carried in a hard- 
ware store and that they are not 
the most important line in a farm- 
ing community, as was the one in 
which he intended to open his store. 

We turned down his application 
with well intended advice and even 
went to the extent of offering him 
a job, but it did not deter him. He 
went to a competitor of ours who 
sold him an opening stock of several 











ed $0 should, however, be the business of the credit man to carefully analyze 
the type of man, his past experience and his ability before accepting an 
opening order, even though a large portion of the goods is purchased on a 
cash basis. He should do everything in his power, when in his judgment 
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thousand dollars. He later found, 
to his sorrow, that going into the 
hardware business, of which he knew 
nothing previously, he domiciled in 
a strange land whose language he 
could not speak. Although the job- 
ber who sold him gave him all kinds 
of help and advice, it was all to no 
avail. The obvious thing happened 
and he failed. 


Inexperience Means Failure 


My personal observation and study 
leads me to the positive conclusion 
that the greatest thing contributing 
to failure is the inexperience of men 
entering the retail hardware busi- 
ness. In order to be a success in 
the retail business, a man must have 
a certain amount of the necessary 
business experience. He must be a 
keen judge of human nature and 
have infinite patience because of the 
close contact with the public and its 
different personalities. He must also 
be an observer of the trend of 
thought and the changes taking place 
in the habits and modes of living. 

Without a doubt, the retailer fills 
a most important niche in human 
life. He renders an unquestionable 
service to the community which can- 
not be replaced by mail-order houses 
or chain store concerns. The ad- 
vantages enjoyed by these larger 
organizations by virtue of their con- 
centrated buying, superior manage- 
ment, unlimited capital, facilities, 
etc., are very much offset by Lhe 
personal supervisor through the 
study and knowledge of local condi- 
tions, the personal pride and local 
acquaintances that the _ resident 
owner enjoys. No matter how good 
a chain store manager may be, he 
is a stranger in the community and 
because of that is severely handi- 
capped for several years at least. 
The resident has all the advantages 
in his locality because he is a part 
and parcel of that community and, 
if wide awake, may conduct his store 
to the mutual good of the community 
and himself. 

It is far better for the jobber to 
pause in his striving to sell opening 
stocks, because in doing so he is 
simply duplicating stocks. It must 
be remembered that too many stores 
in a locality create duplicate stocks, 
thus creating much of the idle stock. 
Idle stocks are needlessly increased 


capital investment. Interest charges. 


on capital thus tied up is just as 
inevitable as the interest charges on 
rapidly turning stocks. The in- 
creased margin of interest and other 
charges chargeable to dead stocks 
must necessarily be passed on to the 
customer. The increased insurance, 
rents, taxes, depreciation on tied-up 
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capital due to this, all add to the 
cost of doing business. The above 
causes all slow turnovers and can be 
mostly attributed to lack of knowl- 
edge and inexperience, which is 
usually shown in over-buying, fall- 
ing for the bait of larger discounts 
and free gifts with quantity pur- 
chases. Lack of experience is also 
too often the cause of carrying 








New York Daily Paper 
Praises Editorials 
in Hardware Age 


| E know what our subscribers 
think of HARDWARE AGE but 
we are not always in a position to 
know what the daily papers think. 
The following letter recently re- 
ceived from the New York EHve- 
ning Journal is of a decidedly il- 
luminating nature. It needs no 
comment, for it tells the story 
completely. Here it is: 


NEW YORK EVENING JOURNAL, 
June 4, 1924. 

“Editor, HARDWARE AGE, 

“New York, N. Y. 

“Dear Sir: 


“In your June 5 release of 
HARDWARE AGE there appeared 
an article on ‘The Retailer and 
the Neck of the Bottle,’ and 
under Editorial Comment ‘The 
Retail Merchant’s Function.’ 
That these respective editorials, 
brilliant in their vein, furnish 
the retailer with information 
that is invaluable goes without 
saying. 

“With your kind permission, 
reproduction, with proper credit, 
in our hardware edition of 
Trade News is desired. Im- 
mediately upon the release of 
our household edition we shall 
be pleased to send you marked 
copies. 

“With all good wishes for the 
further success of your valu- 
able publication and thanking 
you in anticipation for an early 
reply, I am, 

“Very truly yours, 
“A. H. HARBAUER, 
“Editor, 


“New York Evening Journal, 
“Merchandising Publications.” 
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duplication in parallel lines. The 
fellow who is feeling his way buys 
“Tom’s, Dick’s, Harry’s and Then- 
some” lines of goods so as to try 
them out on the public. In this 
manner he covers up his ignorance 
of the subject. 


Experience Makes No Mistakes 


On the other hand, the man who 
knows, one who has served his ap- 
prenticeship under a master-mer- 
chant, never makes such mistakes. 
He draws on his accumulated facts 
in that part of his anatomy which 
some folks imagine is only created 
for a hat rest. 

Another failing so _ prevalent 
among these half-baked merchants 
is the belief that the other fellow 
has something up his sleeve—some 
advantage in price or other conces- 
sion from the jobber or manufac- 
turer which they themselves do not 
enjoy—thereby giving the other fel- 
low an advantage over them. If the 
truth were known, the other fellow 
often has an advantage, but an ad- 
vantage which is not granted to him 
—an advantage due to his ability 
and knowledge of merchandising. 

It was General Grant who said, 
“IT know that the enemy is just as 
scared of me as I am of him, so that 
puts us on an even footing’”—or 
something to that effect. It was his 
command of the science of war that 
permitted him to see it in that light. 
A less experienced man would have 
attributed all the bravery to the 
other side. Fortified with the 
knowledge of the game gives the re- 
tailer the same concise angle on mer- 
chandising. 

Distribution will always be done 
through retail channels. The re- 
tailer in his quasi-public character 
must of necessity study the require- 
ments of the community and inaugu- 
rate saving in his store operations; 
he must furnish necessities to his 
clients with the smallest possible 
waste at the lowest possible cost. He 
must do more to encourage cash 
business, thereby reducing the heavy 
burden of bookkeeping, collecting 
and loss by bad accounts. The in- 
terest on the capital tied up in 
charge accounts must be supplied 
from the gross profits of the busi- 
ness. 

Much of the “return goods” evil 
is due to charge accounts. People 
who pay cash seldom return mer- 
chandise. The era of rational con- 
servative business is gradually re- 
turning but it will require exact 
knowledge or science, which is the 
same according to Webster, of facts 
pertaining thereto to bring it back 
to stay. 
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The Weakness of 


ILL PHELPS was an odd job man. Whenever 

there was something to be done around the 

house or yard that no one else had the time or 
inclination to tackle, Bill was called in. Dad used to 
refer to him as a “Jack of all trades and master of 
none.” He could hang a screen door, but the chances 
were that it would sag before the summer was over. 
He could install a new leather valve in the cistern 
pump, but usually the pump failed to register up to 
past performances. Bill’s tools were a saw, a hammer 
and a jack knife. Perhaps that accounted in a meas- 
ure for the quality of his work. Be that as it may, 
Bill lived and died an odd job man, and his widow 
took in washing for a living. 

As I view Bill’s life in the light of my days behind 
a retail counter, I cannot but think that thousands of 
retail salesmen are following Bill’s life trail. With 
an average of 6000 items to sell, they are “Jacks of 
all trades and masters of none.” I realize that it is 
not entirely their fault—that they haven’t received 
the help and encouragement their jobs warrant. I 
also realize that the great majority of them fail to 
recognize their weakness—and thereby lose the in- 
centive to better their condition. Here are a few of 
the most flagrant weaknesses of retail salesmen 
worked out on a percentage basis: 

1. Less than 20 per cent of the men behind retail 
counters are sufficiently familiar with 50 per cent of 
the articles they handle to sell them intelligently. 

2. Fifty per cent still greet a customer with: “Some- 
thing for you today?” 

3. Seventy per cent allow the customer to purchase 
the article called for and they say: “Will that be all?” 

4. Eighty-five per cent neglect to get the articles 
into the customer’s hands. 

5. Fifty per cent fail to demonstrate the things 
they wish to sell. 


“Relatl Selling 


6. Thirty per cent of those who demonstrate do so 
incorrectly. 

7. Ninety per cent never broach a second sale until 
the first has been completed and the customer is ready 
to leave the store. 

8. Sixty per cent make unauthorized and unwar- 
ranted guarantees. 

9. Less than 50 per cent make more than one at- 
tempt to sell a customer on a high-priced article. 

10. Twenty-five per cent try twice and then quit. 

11. Twelve and one-half per cent make the third 
attempt and only 6144 per cent try more than three 
times. ° 

Meanwhile records show that approximately 60 per 
cent of such sales are made after the customer has 
received five or more direct suggestions to buy. 

12. Less than 10 per cent keep a personal prospect 
list. . 

In the average store about 100 items are actually 
sold—the balance of the merchandise is merely stocked 
to be handed out when called for. 

As a result, 85 per cent of the people brought into 
stores by good advertising leave without buying. 

Retail selling is a science. It is not a matter of 
luck or chance. The man who knows his merchandise 
and knows how to impart that knowledge to others 
will sell more hardware than a dozen so-called “nat- 
ural salesmen” who lack his training. 

There is no future for the “Jack of all trades” and 
no self-respecting salesman wants to doom his wife 
to a life sentence behind the washboard. 
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President Coolidge Plans ‘To Avoid 


Extra Session Of Congress 


Soldier Bonus Payments Delayed—No Action on Postal Salaries 
Increase Bill Vetoed by President—Commerce Com- 


(WASHINGTON, D. C., June 16, 1924.) 
HE whirlwind finish of the first 
session of the Sixty-eighth Con- 
gress, which ended on June 7, left 
so much important legislation hanging 
in the air that President Cvolidge has 
been forced to give serious considera- 
tion to the question as to whether an 
extra session should be called to pass 
certain important bills for the support 
of the Government and to carry out 
certain projects to which it is com- 
mitted. At this writing, however, it 
seems probable that the President, the 
Secretary of the Treasury and the Di- 
rector of the Budget, by putting their 
heads together, will devise expedients 
that will obviate the necessity of a spe- 
cial session, although it is clear that 
many important matters will have to be 
put over until next December. 


Coolidge Should Worry 


The most picturesque situation that 
has developed as the result of the com- 
plete paralysis of the Senate during the 
final day of the recent session relates 
to the soldier bonus. Both houses of 
Congress hastened to pass this measure 
over the President’s veto, but when 
Senator Pittman of Nevada, who voted 
for the bonus, filibustered to death the 
general deficiency bill, he knocked out 
the initial appropriation necessary to 
the organization of the clerical force re- 
quired to begin the bonus payment. 

A makeshift of sorts will be at- 
tempted by the administration to or- 
ganize a small clerical force comman- 
deered from the several executive de- 
partments to begin the bonus payments, 
but the actual work of distributing cash 
and insurance certificates will neces- 
sarily be postponed until next winter. 
Few tears will be shed on the White 
House lawn because of this situation. 


No Income Tax Refunds 


A far more important provision of 
the general deficiency bill which went 
into the discard as a result of the Sena- 
torial filibusters was the appropriation 
intended by Congress to enable the 
Commissioner of Internal Revenue to 
refund excess payments made on ac- 
count of income tax, especially the 
overpayments made on March 15 on ac- 
count of 1923 taxes. All persons who 
paid the entire 1923 tax on March 15 


mission Raises Express Rates 
By W. L. CROUNSE 


will have to wait until Congress next 
winter appropriates the money to make 
the promised refund of 25 per cent, but 
those fortunate people who paid but 
one-fourth of the 1923 taxes in March 
are now recouping themselves by de- 
ducting 50 per cent of the tax due on 
June 15—25 per cent on account of the 
June payment and another 25 per cent 
on account of the overpayment made 
in March. These taxpayers are in luck 
and will be entitled to another deduc- 
tion of 25 per cent on both Sept. 15 and 
Dec. 15 payments. 

Notwithstanding the 25 per cent 
abatement of 1923 taxes provided by 
the recently enacted tax reduction law, 
the Treasury will come through the 
fiscal year ending on the 30th inst. with 
a surplus of close upon $400,000,000, 
or about $70,000,000 more than Secre- 
tary Mellon predicted last January. The 
increase is due to unexpectedly large 
miscellaneous internal revenue receipts 
and to the heavy customs duties that 
have continued to roll in ever since the 
Fordney-McCumber law was placed on 
the statute books. 

The outlook for the Federal revenues 
is exceedingly bright and there is now 
reason to believe that the unexpected 
increases now in sight will be sufficient- 
ly large enough to close the gap caused 
by the passage of the soldiers’ bonus 
bill and the failure of Congress to enact 
certain provisions of the original Mel- 
lon tax reduction bill so strongly advo- 
cated by the Secretary of the Treasury. 


Postal Salary Increase Bill Vetoed 


I told you a fortnight age that the 
postal salary increase bill then being 
buffeted about in the House had a rocky 
road ahead of it. The outcome more 
than verified my prediction. 

After a stiff battle in Conference 
Committee a compromise bill was 
agreed upon by the House and Senate 
carrying an aggregate increase of about 
$68,000,000. Within thirty hours of the 
end of the session, however, President 
Coolidge returned the bill to Congress 
with a veto message and the filibusters 
which tied the Senate up on the last 
day of the session prevented any pos- 
sible action upon the veto. 

In expressing his disapproval of the 
proposed increases in the compensation 
of postal employees the President read 


Congress a well deserved lecture on the 
subject of Federal extravagance and in 
a carefully spelled-out statement pre- 
sented some facts which will go far to- 
ward relieving the minds of business 
men lest the failure to raise the postal 
pay at this time may result in the de- 
moralization of the service. The Presi- 
dent said: 


Some Plain Language 


“This bill adds approximately $68,- 
000,000 to the annual expenditures of 
the Government. It makes no provision 
for raising this amount as postal rev- 
enue. The money must come from the 
pockets of the taxpayers. To the ex- 
tent that we create further obligations 
which must be met from the moneys 
derived from taxation, to that extent 
do we reduce the possibility of further 
reduction in taxes. Before such obli- 
gations are created it should be conclu- 
sively shown that they are essential in 
the best interests of the nation. 

“Government extravagance must 
stop. The people of the nation are pay- 
ing all that it is possible for them to 
pay. I have taken my position in rela- 
tion to Government economy, which I 
have stated and restated until it is well 
known. I feel that that position ought 
to be consistent. I do not see how I can 
approve the large increase in expendi- 
ture of this kind, except on the plea of 
urgent necessity. It may be that some 
adjustments would be justified, but an 
organized effort by a great body of 
public employees to secure an indiscrim- 
inate increase in compensation should 
have the most searching scrutiny. The 
needs of the public, the ability of the 
people to pay, must have some consid- 
eration. These salaries had been ad- 
justed three times since 1918, the last 
time in 1920. Since then the cost of 
living has decreased, rather than in- 
creased. 


Compensation Has Been Raised 


“The postal service rendered the pub- 
lic is good. The service conditions un- 
der which the employees perform their 
duties are probably more satisfactory 
than ever before in the history of the 
Post Office Department. The Govern- 
ment has been solicitous of the welfare 
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The Houses of Parliament, London 


England As She Is Today 


High Prices, High Taxes and Good Sportsmanship 


By ‘“The Sales Manager”’ 


friends would have rejoiced on the Channel 

steamer to see the way they served highballs. 
They have a very efficient barkeeper. He serves a 
large number of passengers in the quickest possible 
time. I noticed he had a string of whiskey bottles 
held in a sort of rack upside down. There was a meas- 
ure of some kind inserted in the neck of the bottle 
and all the barkeeper had to do was to push the glass 
under the bottle, turn a little handle and just one 
drink of whiskey was automatically measured out. 
One of my friends of a mechanical turn of mind was 
so much interested in the performance that he told me 
he took several drinks simply to see the barkeeper 
work the arrangement. I wonder! A Scotch whiskey 
and soda cost one shilling. 

When we landed in Dover, the Customs officials were 
particularly inquisitive about cigars, cigarettes, per- 
fumes and binoculars. I happened to have several 
Carl Zeiss field glasses in my carry-all but I did not 
understand until afterward what the word “binocular” 
meant! 

Now, Mignonette, listen to this story. I had been 
fighting all over Europe for a seat in a train. On 
numerous and sundry occasions I had forgotten that I 
was a gentleman and had beaten women, children, 
cripples and invalids to a seat. I had become accus- 
tomed on the Continent to the law of the claw and the 


Hsriends I went to England. Some of my 


fang. I had sat in my seat, opened my lunch box and 
eaten my lunch in the presence of the starving 
Europeans without even offering them a gum drop. 
One does become hardened. 


Different from the Continent 


Now when I stepped on the Pullman car at Dover 
for London, I was greeted by a Pullman porter, white. 
He looked at my ticket and helped me to a softly cush- 
ioned arm chair at a small table. On the table were 
hot tea, sandwiches and cakes waiting for me. I sat 
down in that chair, looked around at the other passen- 
gers drinking tea and I felt there must be some catch 
in it. Surely there was something wrong. Then ex- 
actly on time the train pulled out over the smooth Eng- 
lish tracks and we started gliding by the beautiful, 
well-kept English farms. I sipped the tea; I ate the 
sandwiches and the cakes and I thought of those 
frightful day trains between Paris and Berlin. 

At Victoria Station the English porters were there 
to help us—splendid, large, clean English taxicabs. 
There is something peculiar about the English taxicab 
drivers. They must have a dash of Irish. They make 
you feel as if they were your personal friends. I love 
the way they salute you with one finger. I completely 
lost my heart to the taxicab drivers in London and 


(Continued on page 88) 
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Improved Sanitary Sink Strainer 
in White Enamel] Finish 


The improved Sanitary Sink 
Strainer, made by E. H. Titchener & 
Co., Binghamton, N. Y., is now offered 
to the trade in “Bathwhite” enamel. 
This new finish is elastic and durable— 





and furthermore has a glossy attractive 


appearance. The coating can be easily 
washed and kept clean and sanitary. 

This new enamel has been subjected 
to special test assuring the manufac- 
turer that it will withstand the action 
of acids which are present in fruit 
juices. This strainer has many advan- 
tages over the old type—the cover to 
conceal unsightly refuse and to confine 
objectionable odors—and the _ tray 
which serves as a convenient holding 
and carrying device. 





Two New Crossley Radio 
Receivers 


Many advantages are to be found in 
the two new Crosley receivers, the 
Super Six and Super X-J. These 
models are manufactured by the Crosley 
Radio Corp., Cincinnati, Ohio, under 
licenses covering the S. Miner 
patents (pending) and the Armstrong 
regenerative patents, and have been 
pronounced by leading authorities the 
most efficient of the latest radio de- 
velopments. Practical tests have shown 
the circuit to give unusual volume and 
selectivity with a minimum number of 
vacuum tubes and short antenna. These 
super receivers embrace the Superdyne 
features and consist of a one-stage 
tuned radio frequency amplifier with a 
special control, enabling the operator to 
prevent oscillation of the first or radio- 
frequency amplifier tube. This means 
that the first tube can be brought in 
resonance with the incoming signals, 
giving maximum efficiency which would 
be impossible without this control. A 
feed-back coil is used in a reverse direc- 
tion to the grid of this tube. With the 
exception of the reversing of the coup- 
ling, it is the same principle as em- 
ployed in the Armstrong regenerative 
circuit. In the regenerative circuit, 
this feed-back coil is so coupled as to 
prevent oscillation. 





New Chiselled Varnish Brushes 


Two new brushes, Whiting’s Red 
King and Adams’ Viking, have recently 
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been placed on the market by the J. L. 
Whiting-J. J. Adams Cu., 700 Harrison 
Avenue, Boston, Mass. 

These are chiselled flowing varnish 
brushes made from high grade Chinese 
black bristles with special skill. The 
process of “chiselling” brushes requires 
very dexterous and painstaking work 
by trained and skilied craftsmen fol- 
lowing processes specially devised to 
produce a perfectly “broken in” brush. 
The first Whiting-Adams brushes were 
made by Seth Whiting and John Adams 
in 1808. The descendants of these two 
men still manufacture brushes. 





Garage Door Holders Easily 


Installed 


Sta-Open Garage Door Holders, made 
by the Blakely Mfg. Co., Fullerton Ave- 
nue and Monnier Road, Detroit, Mich., 
are easily installed and efficient in op- 
eration. 

The holders are made of steel, black 
japanned, and are practically inde- 
structible and may be installed by 
means of a screw driver. The principle 
of operation is shown in the accompany- 
ing illustration. Each set is packed in 
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a box, with screws and directions for 
attaching. The hangers are designed 
to retail at a popular price. 





New Cabinet Display for 
Snap-on Wrenches 


The Motor Tool Specialty Co., 14 East 
Jackson Boulevard, Chicago, has devel- 
oped a new cabinet especially designed 
to provide convenient storage and dis- 
play for a complete stock of Snap-on 
Interchangeable Socket Wrenches. A 
body color of olive green that blends 
nicely with any store equipment finish 
sets off bright and interesting illustra- 
tions and copy on the front of the cabi- 
net, making it an attractive, attention 
commanding sales help. 

Racks on the inside of the doors carry 
sales literature and copies of the Snap- 
on “What Car Do You Drive?” book, 
with specifications for individual ears, 
enabling dealers and clerks to select 
sockets and handles for specified jobs 
on standard cars or complete kits for 
the servicing of the entire car, with 
equal ease and speed. 

With this new cabinet a dealer can 
carry in remarkably small space a com- 
plete socket wrench 
“department,” and 
be able to sell Snap- 
ons without the need 
of knowing a thing 
about automobiles 
or socket wrenches. 
The name of the 
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customer’s car and the job he wants 
to do on it are all the information 
needed to complete a sale accurately 
and quickly. 





New Loop for Radiola 
Super-Heterodyne 


The Radio Corporation of America 

has just begun distributing a new loop 
antenna for use with its Radiola Super- 
Heterodyne (Second Harmonic) Re- 
ceiver. It is known as the AG-814 
Loop. 
The use of this loop will insure in- 
creased battery life and tube perform- 
ance. When it is employed it is not 
necessary to burn the Radiotron at such 
high voltages and, therefore, the users 
will not tend to advance the main 
filament control unduly. 


Laminated Padlock Embodies 
New Principle 


A laminated padlock, embodying a 
new patented principle in lock construc- 
tion, has oom, en een on the 
market by the Master k Co., 78 
West Water Street, Milwaukee, Wis. 

Unlike ordinary padlocks, the me- 
chanism of this new laminated padlock 
is not cased in a thin cast iron or tin 
shell. 

It is “built-up” from 20 plates ef 
cold rolled steel—one above the other— 
then riveted together seven times, 
producing a lock that the makers claim 
cannot be hammered open, broken, bent 
or cracked! 

This is an entirely new patented 
principle in lock construction, and its 
strength is apparent. The manufac- 
tures state that it is the “strongest” 
padlock ever built. 

Very attractive counter and window 
display signs and colored booklets have 
been prepared to assist the dealers in 
introducing this new line of locks to 
their trade. 
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Sale Helps for Nicholson File 
Dealers 


For the purpose of assisting retail- 
ers in the sale of its files, the Nichol- 
son File Co., Providence, R. I. has 
developed some effective dealer helps, 
as part of an intensive sales promotion 


oy 





plan. These helps consist of a main 
window display, lithographed in 10 
colors, and designed to show the files 
in actual use. These are cleverly shown 
by a cut-out which illustrates the four 
divisions of file use in industry, in 
automobile repairing, in fine filing and 
in the home. In addition to the main 
display, which is 34% in. high and 42 
in. long, there are side cards which 
measure 10 in. x 10 in., and counter 
cards—9% in. x 15 in. These enable 
a very effective window trim as they 
are of sufficient size to dominate the 
large windows and to fit into the 
smaller windows. 

In addition to this window display 
material, for the first time the Nichol- 
son File Co. has produced a book on 
home filing. This consists of 16 pages 
and cover, and not only suggésts many 
uses for the file in the home and 
garage, but also illustrates how the 
files are to be used and names the files 
that are necessary for each particular 
job. It is really a manual on what 
files to own and how to use them, and 
should be of great assistance to many 
people who wish to use this most use- 
ful of all tools. For the professional 
user of files, there is an eight page 
booklet which describes Nicholson files 


and gives information which every ex- 
perienced file user will be glad to have. 
Also, there is a catchy envelope 


stuffer, and these are all furnished 
gratis to the trade. 





Electric Clothes Wringer 
Is Portable 


A new, portable, electric clothes 
wringer designed for use with washing 
machines not provided with power 
wringers and as an auxiliary in laun- 
dry equipments for homes, hotels, clubs, 
schools, etc., has been recently placed 
on the market by the Lovell Mfg. Co., 
Erie, Pa. The wringer, which is 
mounted on a tripod, has a swivel 
hanging vermitting it to be swung to 
any position over a washer or station- 
ary tub. For permanent use on sta- 
tionary tubs or boilers, the wringer is 
built without the stand and provided 
with clamps to hold it in place. 

Power for turning the rolls of the 
wringer is supplied by a Westinghouse 
heavy duty electric motor built for 


HARDWARE AGE 


operation on either direct or alternating 
current at 110 volts on a 10 ampere 
fuse. The motor is reversible elec- 
trically and will operate without stall- 
ing under all loads. A snap switch in 
a convenient position on the top of the 
motor controls the operation of the 
wringer. A 10-ft. cord and connecting 
plug are provided for connecting the 
motor to a lamp socket. 





Universal Furring and Sleeper 
Grip for Concrete Construction 


The universal furring and sleeper 
grip made at Dayton, Ohio, by Carl 
Kinninger, inventor of the device, may 
be used for anchoring sleepers or fur- 
ring to any part of a concrete or brick 
building. It is simple in construction 
and in use. 

The contrivance is made from sheet 
galvanized iron. It resembles the lower 
half of the capital “H” in its shipping 
form. The legs are corrugated to give 
greater anchorage. Its construction is 
so arranged that the grip when in- 
stalled in concrete floors will not pro- 
ject above the level of the concrete until 





desired. This feature allows  unob- 
structed use of floors while the building 
is under construction. 

Favor, it is said, is being shown the 
grip by architects and builders who 
have been experiencing trouble in an- 
choring furring to walls, beams and 
ceilings. The shape and simplicity of 
the grip allows it to be tacked into 
forms. The concrete is poured. When 
the forms are removed, the ears of the 
grip are at the surface of the concrete, 
ready to be turned up for the reception 
of wood or metal furring. 





Improved All-Purpose Cup Press 


The Accurate Devices Mfg. Co., 2807 
West Lake St., Chicago, Ill., has an- 
nounced a new cup press. The manu- 
facturers claim it can be used for press- 





ing juices from fruits, herbs and vege- 
tables. It is also serviceable as a potato 
ricer, a press for infant foods, soups, 
bouillon and dainty vegetable dishes. 
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Display Board for Crescent 
Wrenches 


For the purpose of assisting its deal- 
ers reach the automobile trade, the 
Crescent Tool Co., manufacturer of 
Crescent wrenches, Jamestown, N. Y., 
has recently developed some attractive 
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display boards for use in connection 
with its line of wrenches. These dis- 
play boards are part of an assortment 
consisting. of six 6 in. and six 8 in. 
Crescent wrenches. Three of each size 
are mounted on the card, while the 
remainder are packed in individual 
boxes to keep them clean until they 
are used to replace those sold from 
the board. The 6 in. wrenches retail 
for 75 cents and the 8 in. for 95 cents. 
The assortment is sold to the dealer at 
the regular price of the tools, no charge 
being made for the display card. The 
card itself measures 8% x 1lin. It is 
equipped with a lock easel back which 
prevents the card from falling over on 
a glass show case. The tools are 
securely mounted upon it so that they 
cannot fall off or be stolen, yet they 
can be easily removed when sold. 
Crescent wrenches are guaranteed to 
be satisfactory, and all dealers are 
authorized to replace or refund the 
money on any one that happens to be 
defective. 


Efficient 





Ball-Bearing Sliding 
Door Hanger 


The ideal installation for doors in 
the modern apartment or in other 

laces where the space is limited and 
insufficient for the swing door is to 
arrange the doors to slide. The 
genuine Lane Ball-Bearing Sliding 
Door Hanger, made by Lane Bros. Co., 
Poughkeepsie, N. Y., is designed to meet 
these requirements is a strong, easy 
running, noiseless, durable hanger. De- 
signed with a heavy all steel frame, in 
which the wheel is fitted with the best 
form of ball-bearings, and both the 
cups and cones are machined from solid 
steel and hardened by the same 
processes as those used in the modern 
high-grade bicycles. 

Any settling of the building with re- 
sultant dragging of doors may be 
readily overcome by the convenient 
adjustment located at the top of the 
door, conveniently accessible to one 
standing in the opening. 

The Lane Ball-bearing Sliding Door 
Hanger fulfills an increasing require- 
ment for sliding doors in small apart- 
ments, etc. 
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General Market News 





Sales Improve with Appearance 
of Seasonal Weather 
—Stocks Low 


EPORTS received from hardware jobbing centers through- 
out the country show that there has been an increase in 
business during the past week. Several days of good weather 
have done much to increase the sales of seasonal merchan- 
dise such as lawn mowers, garden hose, screen cloth, etc. 
Automobile accessories are also selling well in the great ma- 
jority of jobbing centers while sales of builders’ hardware 
continue to maintain their high average. 

Although conditions have improved somewhat there is still 
much to be desired. It is the general opinion, however, that 
there will be no decided change for the better until the politi- 
cal aspect becomes more settled than it is at present, and 
until the weather becomes warmer than it has been. Stocks 
are exceptionally low in many items and it will only be a 
matter of time before reordering becomes imperative in many 








instances. 


Many well informed factors in the trade predict 


exceptionally good fall business and the slimness of stocks 
would seem to bear this prediction out. 

A few price advances have been recorded but the greater 
number of changes during the week have been in the nature 


of reductions. 


Several manufacturers have announced price changes during 
the week, among them being the following: 
Ingersoll Watch Co. has issued a new list effective June 11. 





Chicago Reports Orders 
Small but Numerous 


Orders being received by Chicago 
jobbers are exceedingly numerous al- 
though the individual orders are some- 
what small in size. Manufacturers, 
jobbers and retailers report that stocks 
are low but none of them are attempt- 
ing to force matters until the weather 
and political conditions have become 
more stabilized. 

Several price changes went into ef- 
fect in the Chicago market during the 
week. Rubber covered electric wire 
was reduced about 5 per cent. Gal- 
vanized watering pots declined from 25 
to 50 cents per dozen. Screws declined 
5 per cent and No. 4 babbitt metal de- 
clined one cent per pound. Linseed oil 
advarced 2 cents per gallon and tur- 
pentine declined one cent. Stillson and 
Trimo pipe wrenches were reduced 
about 167s per cent. Other prices are 
holding fairly steady. 





Seasonal Goods Moving 
in Twin Cities 
Sales of seasonal merchandise such 
as garden tools, garden hose and lawn 
mowers are speeding up in the Twin 
Cities territory despite the fact that 


there has been practically no warm 
weather as yet. Automobile acces- 





sories are also selling well. Generally 
speaking, however, business. condi- 
tions are quieter than they were a 
year ago. Jobbers and dealers in this 
district are optimistic and expect a 
growth of sales with the advent of 
real summer weather and with the con- 
clusion of the political conventions. 
Price changes were conspicyous by 
their absence during the past week. 





Important Changes 
in N. Y. Market 


One of the principal price changes 
in the New York wholesale market dur- 
ing the past week was the reduction in 
prevailing schedules on Stillson and 
Trimo wrenches, amounting to approxi- 
mately 16% per cent. The revised 
schedules affect all sizes. 

Another change during the week was 
the issuance of a new schedule of net 
differentials on tacks and nails, double 
pointed tacks and staples. Cotter pins 
dropped 20 per cent. 

At the present time there is a good 
demand for general and shelf hard- 
ware. Seasonal merchandise is re- 
ported as fairly active, and certain of 
the jobbers report considerable im- 
provement in the volume of reordering. 
Collections are reported as satisfactory. 





Seasonal Sales Improve 
in New England 


Reports from New England are to 
the effect that business is increasing 
albeit it is still of a spotty nature. 
Unseasonal weather and _ curtailed 
manufacturing are held to be respon- 
sible for whatever backwardness exists 
in certain sections. Sales of seasonal 
merchandise seem to be on the up- 
grade and heavy sales are also noted 
in fencing, garage hardware and flash- 
light batteries. 

Irregular price changes are noted in 
this week’s survey of the hardware 
market. For instance, manufacturers 
of watches have made slight reductions 
on competitive numbers and advances 
on others in connection with the elimi- 
nation of the luxury tax on July 1; 
Stillson wrenches heretofore 60 and 10 
are now 66 2/3 per cent discount; 
window weights have been dropped $3 
a ton, and Bermico sheathing paper 
is about that much cheaper; machine 
screws have been reduced 10 per cent 
by some manufacturers but not by 
some jobbers; sheet zinc is higher at 
14% cents per lb., and on July 1 brake 
lining will cost 20 per cent more. 





June Business Fair 
in Cincinnati 


June business although not up to 
the high mark of June, 1923, is never- 
theless fair. Seasonal goods are not 
moving as rapidly as they might, due 
to the adverse weather conditions which 
have been experienced. The consensus 
of opinion is that although business 
may be quiet in July and August, as it 
usually is, there will be heavy buying 
when the fall season opens. The fact 
that stocks are extremely low bears out 
this opinion. 

The only price changes of con- 
sequence were a reduction of approxi- 
mately 20 per cent in Stillson and 
Trimo wrenches and a reduction of 
5 cents per keg in wire nails. A reduc- 
tion in pipe fittings was also an- 
nounced, the average being about 2% 
per cent. 





Pittsburgh Prices 
Remain Firm 


Conditions in the Pittsburgh market 
are but little changed from those which 
prevailed a week ago. Builders’ hard- 
ware, articles used in making building 
repairs and some lines of seasonal mer- 
chandise are selling well. Buying 
generally, however, is of a hand to 
mouth nature, stocks are low and prices 
firm. Steel production has decreased 
until it is down to 40 per cent of 
capacity in some sections. 
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Orders Numerous but Small in Chicago 
—Stocks Low—Several Price Reductions 


(Chicago office of HarDWARE AGE) 
USINESS doctors have laid the blame for present 
B business conditions to any number of different 
causes. The two causes most frequently mentioned, 
however, are weather and politics. The spring in the 
Middle West was greatly delayed and even at this date 
it has been impossible to get in some of the crops. Nat- 
urally demand has been slowed down, especially from 
agricultural sections. 

The iron and steel industry is working on low schedules 
as orders for building steel, railroad cars, etc., have shown 
a marked decline. But, even in the face of lower prices 
and reduced working schedules, there is not an overstock 
of merchandise on the market. 

The best reviewers of the market refuse to become stam- 
peded to see a long slow climb out of the present slump. 
While the agricultural outlook is not the best just at this 
time, it will undoubtedly improve. At any rate, the 
farmer’s purchasing dollar has greatly increased since 
1921, when the real reaction was felt all along the line. 
Production by manufacturers is greater now than it was 
at the low ebb of 1921, and stocks of merchandise are not 
as heavy now as then. Furthermore, the lower prices 
now in effect are not bringing out an increased volume of 


business, and it is not believed that any radical slashes 
would be effective in stimulating demand. Orders are ex- 
ceptionally numerous although individual orders are not 
large, which indicates that purchases are being fitted to 
consumer demand. The steel mills are finding the same 
thing true and all branches of trade seem to have cut 
down in order to take care of the current business with- 
out forcing it. 

Several lower prices were announced in this district 
during the week and there may be more to come on other 
lines. Under any conditions the price levels will bear 
very careful watching in the near future. 

Much is being said about present day business condi- 
tions at this time. Business compared to last year has 
shown a falling off but it is well to bear in mind that 1923 
was next to the “peak” year for business in this country. 
Business, thus far, is measuring up to any of the good 
years and due to plentiful money there is little chance of 
any bad breaks. 

All in all, the outlook is very encouraging and just as 
soon as certain political questions are settled and stabil- 
ized and as soon as crops have been given a chance to 
grow it is felt that a decided improvement will be noted. 





AUTOMOBILE ACCESSORIES.—Sea- 
sonal demand better. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each, 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 14-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Demand remains fair; prices 
not expected to change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—Seasonal sales 
showing an improvement. 
BOLTS AND NUTS.—Demand is 
about normal. Factories say there is 
no profit at present prices and think 
bottom has been reached. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE.—A heavier 
volume of new business was reported 
during the week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3144x3% steel butts, old 


stocks, 


copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


CHAIN.—Sales on halters, tie-outs and 
other seasonable items are reported as 


being good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 1lb.; Tenso coil chain, 
50-10 per cent off list; No. 00 4% 
electric welded cow ties, $2.75 per 
doz. 


COPPER RIVETS AND BURRS.—De- 
mand continues good; prices firm. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 

DOOR SPRINGS.—Sales good at 
present. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 


doz.: No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 63c. 
doz.: No. 7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Present volume of sales is 
quite satisfactory. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor Pipe, 3-in., $5.10 
per 100 ft.; Plain Ridge Roll, 1%-in., 
$4 per 100 ft.; Corrugated Conductor 
Elbows, 3-in., $1.36 per doz. 


ELECTRICAL MERCHANDISE. — 
Rubber covered wire has declined about 
5 per cent. 


We quote from jobbers’ stocks, 
f.o:b. Chicago: No. 14 rubber covered 
wire, $7.25 per 1000 ft.; in 1000 ft. lots, 
$7; No. 18 lamp cord, $15 per 100 ft., in. 
1000 ft. lots, $13.75; %4 in. brush brass 
key sockets, 20c. each; two-way 
plugs, 60c. each; in lots of 10, 52c. 
each; one-piece attachment plugs, 
13c. each; two-piece attachment plugs, 
12c. each: dry cells, boxes of 50, 30%c. 
each: less than case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 


Prices remain unchanged; orders very 
satisfactory. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier. 
10c. per Ib. 


FIELD FENCE.—Jobbers 
prompt deliveries; demand fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 61% per 


making 


cent discount from lists. 
FILES.—Sales normal; prices’ un- 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 

WARE.— 


GALVANIZED AND TIN 
The supply of pails is just meeting the 
demand and prices are firm. Slight 
reduction reported on sprinklers. Tubs 
are not moving quite so freely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvanized 
after made water pails, not made of 
galvanized sheets with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12-qt., $2.40 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 
1, $6.50 doz.; No. 2, $7 doz.; No. 3, 
$8 doz.; 2-gal. galvanized kerosene 
cans (tin breast), $4.50 doz.; 1-bu. gal- 
vanized baskets, $7 doz.; galvanized 
after made water pots, in original 


crates, solid breast, 8-qt., $6 doz.; 
10-qt., $7.25 doz.; 12-qt., $8.35 doz. 
GARDEN HOSE AND LAWN 


SPRINKLERS.—More seasonal weath- 
er is needed before these lines will 


show the proper volume of sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose—good 
quality, molded hose, %-in., , 
per ft.; %-in., 13c. per ft.; 3-ply, good 
quality, wrapped, %-in., 10c. per ft.; 
%-in., 12c. per ft.; 4-ply, good quality, 
wrapped, %-in., 12c. per ft.; %-in., 
14c. per ft.; 5-ply, good quality, wrap- 
ped, %-in., 9c. per ft.; %-in., llc. per 
ft. Lawn Sprinklers—Rain King, $28 
doz.; Original Fountain Sprinkler, $8 
doz.; Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—tThere con- 
tinues to be a brisk demand for plate 
glass, while sales on window glass are 
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not quite so good. 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
84 per cent discount; single strength 
A, all other brackets, 83 per cent 
discount; double strength A, all sizes 
84 per cent discount. 


HATCHETS.—Prices 


satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.; 
Medium quality —_——— o. 2 shing- 
ling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—New prices 
recently put into effect have stimulated 


the demand for better grade tools. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.: Medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is fair; 


— continue firm. 
We nell from jobbers’ 


f.o.b. Chicag 
1 hickory, $4 


stocks, 


Axe antten De. 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected second 
growth hickory, $6 doz. 

Hatchet and Hammer Handles.—No. 
1, 90c. doz.; finest second growth 
hickory, $1. 50 doz. 


HANDLES, AGRICULTURAL.—Cur- 


rent business continues to be very satis- 


factory. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — ~'y 


chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- ft., $5.50 doz.; XX 
4%4-ft., $4 (202.5 5-ft., : 
4%-ft., $2.40 doz.; 5-ft., 2 
Hay a Handies.—Bent chucked 
and bored, best > with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
oe and cap, 4-ft., $5.50 doz.; 4%- 
$5.75 doz.; XX bent , 4%-ft., $4.50 
doz. 5- — $5.50 doz.; X bent. 41%4- 
$3 doz.: 5-ft., $3.40 doz. 
“Danas Fork Handies.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
. xX bent, 4-ft., : 
. $4. 40 doz.; x bent, 4-ft., $2. 60 doz.; 
+g. ft., $2.95 ‘doz. 
Garden Hoe Handles. —— 41,-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 
Garden ‘Rake Handles. —XX 5%%-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 
Shovel Handiles.—Regular pattern, 
X 4%-ft., $5.90 doz.: X 4%-ft., $3.90 
doz.; D-handle, best grade, $7.95 
doz.; X grade, $6 doz. 
Sp ade Handles. — D-handle, best 
asaiie. $7.75 doz.; X grade, $6 doz. 


HINGES.—Prices unchanged; 
of — good. 


uote from jobbers’ stocks, 
Py Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74: 
6-in., $2.12: 8-in., $3.54; 10- in., $5. 43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4 in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30: 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales show 
A few good warm 
days will mean better business in this 


an improvement. 


line. 


Bis hg —_. from jobbers’ stocks, 
: White Mountain, 1-qt., 
$a. ag fist: eat. $5.65 list; 3-qt., $6.75 
list; 4- -at., $8. 25 list: 6-qt., _ >. list; 
at cat, $1 13.50 list; 16-qt $18 1 12- 
$21. 55 list; 15- ase $25. £0, list’ 20- 
a $33.20 list list: 
) 1-at., $4 lis 
3-at., $5. 55 list; tat. ee 80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. Auto 
Vacuum Freezers, i-qt., $3.30 each; 
2-qt., $4 each; 3-qt., $5.30 each; 4-qt., 
$6.65 each. 





Prices are un- 


recently an- 
nounced are the lowest in several years 
and are stimulating the demand very 


volume 
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LAWN MOWERS AND GRASS’ ROPE.—Hay rope in good demand. 


CATCHERS.—Sales are about normal. 


We a. _from jobbers’ stocks, 
f.o.b. Chic 

Lawn aaa. —1l6-in. ball bearing, 
5-knife, 1l-in. wheels, $13.75 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in. ball bearing, 4-knife, 8- 
in. wheels, $8.60 each; 16-in. plain 
SOneenE, 3-knife, 8-in. wheels, $6.40 
each. 

Grass Catchers.—Galvanized bottom 
for 14 to 16-in. mowers, full pack- 
ages, $8.80 doz.; galvanized bottoms 
for 18 to 21-in. mowers, full pack- 
ages, $9.60 doz.; plain bottom, canvas, 
for 18 to 24-in. mowers, $7.60 doz.; 
plain bottom, canvas, for 12 to 16- 
in. mowers, $5.90 doz. 


NAILS.—It is not believed that the 
new prices are having any marked 


effect upon sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg, base; cement coated, 
$3.00 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
=< longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Demand fair; stocks, 
although small, seem to be adequate. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 2 cents per gal. and turpentine 


declined 1 cent. 


We need from jobbers’ 
f.o.b. Chicag 

Linseed Oil, ew, barrel lots, $1.10 
per gal.; 5-barrel lots, $1.05 per gal. 

Linseed Oil.—Boiled, barrel lots, 
i per gal.; 5-barrel lots, $1.07 per 


stocks, 


il ceaamammans ——Barrel lots, 99c. per 
a 

Denatured Alcohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs $15 per 
keg; 50-lb. kegs, $3.95 per keg; 12%- 
lb. kegs, $2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. peoss) white, $3.50 
per gal.; orange, $3.25 gal. 

English Venetian “~ —In barrels, 
$3.50 to $6.75 per 100 1 


PYREX WARE.—Sales ‘reported fair; 


— remain unchanged. 


oll from jobbers’ 
Lob Chi 

Bread ‘Pans. —No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. —Round, No. 167, $12 
doz.; No. 168, $14 doz.: No. 183, $12 
doz.; No. 184, doz 

Cuspereten—-Cvate, No. 193, $12 doz.; 


stocks, 


No. 197 
Pie Plates.—No. — $6 yt * No. 
203, $7.20 doz.: No. $7.20 
Tea Pots.—2- -cup, a3 doz.; ¥ am. 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
ROLLER SKATES.—Sales 
prices firm. 
We quote from jobbers’ stocks. 


f.o.b. Chicago: Chicago boys, ball 
bearing, $1.40 per pair; girls, ball 
bearing, $1.50 per pair. 


ROOFING AND PAPER.—Sales are 


active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best talc surfaced, $2.35 per 
square; medium talc surfaced, $1.65 
per square; light talc surfaced, 95c. 
per square; red rosin sheathing, $62 
per ton. 


good; 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 nila, standard 
brands, 17% to 19%c. per Ib.; No. 2 
Manila, 16% to 18%c. per lIb.; No. 1 
sisal, standard brands, 14% to 16'éc. 
per lb.; No. 2 sisal, 13% to 15%6c. 
per lb. 

SASH CORD.—Sales are fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 


SASH PULLEYS.—Prices are un- 


——-- 


sete from jobbers’ stocks, 
ton icago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; Com- 
mon Sense, 2-in., 60c. doz.; barrels, 
54c. doz.; No. 105, 52c. doz.; barrels, 
48c. doz. 


SCREEN DOORS.—Demand continues 


to show a slight improvement. 


phy quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 
266, 2-8x6-8 "$23.15 doz.; No. 296, 


‘ ’ . oa 
$33.20 doz. ; NO 515G, 2-8x6-8, 
doz.; window ey ae 1833, $5.30 
doz.; No. 2433, $6.50 


SCREWS.—Prices non nt about 5 per 


cent locally. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 74-5 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Sales very good. Standard Babbitt is 


lower, due to recent declines in lead. 


be Mg quote from ” obbers’ stocks, 
f.o.b Chicago: arranted 50-50 
solder, $31 per 100 Ibs.; medium, 45-55 
solder, $30 per 100 lbs. ; ; tinners’ 40-60 
solder, $29 per 100 lbs.; high speed 
babbitt metal, $20 per 100 lbs.; Stand- 
= No. 4 babbitt metal, $11 per 100 
Ss. 


STEEL SHEETS.—Demand is quiet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black, $4.70 per 100 Ib. 


WHEELBARROWS.—Sales 
volume; prices considered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, 35° .25 each; steel leg garden 
barrows, 6 each 


WIRE GOODS.—Improvement in de- 


mand aig wire goods is noted. 


os . — jobbers’ stocks, 
f.o. bs ng Chi 8 black annealed 
wire, $3. 55D per 100° Ibs.; catch weight 
spool galvanized cattle or hog wire, 
$4.22 per 100 Ibs.; 80-rod spool gal- 
vanized hog wire, 33. 65 per spool; 

9 galvanized plain wire, $4 per 100 
Ibs. ; polished fence staples, $3.89 per 
100 lbs.; 12-mesh black wire cloth, $2.10 
per 100 sq. ft.; 12-mesh galvanized 
wire cloth. $2.45 per 100 sq. ft.; 14- 
mesh bronze wire cloth, $6.70 per 100 
sq. ft.; galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—Stillson and Trimo pipe 


wrenches declined 16% per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: cultural wrenches, 
60 per cent off t; Coes wrenches, 
40-10 per cent off. list; engineers’ 
wrenches, 25 r cent off list; knife- 
handle wrenc o, 40-10 per cent off 
list; Stillson, 70 ope cent off; Trimo, 
65- 10 per cent 

We quote f.o.b. factory 

Snap-On Wrenches.—No, “101 Master 
Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. ‘104. Universal Socket 
set, $7; No. 505B, Screw Driver set, 
$3.40. All Snap-On Wrrenches less 40 
per cent, f.o. 1. ~~ 

Gellman Pol +. ie 
6-in., $10.20 vist: . ~ ies 9-in., $15; 
No. 121, 12-in., $21 list. "Less 40 pe 
cent discount, f.o.b. Rock Island, A. 
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Sales of Seasonal Goods and Accessories 


Speeding Up in Twin Cities District 


(Minneapolis office of HARDWARE AGE) 

OTH retail and wholesale hardware business con- 
B tinues to be rather quiet, as are business condi- 
tions in general throughout the territory. 
provement is looked for by most dealers after the fall 


elections have been decided. 


There has been no real warm weather as yet, conse- 


AXES.—Demand continues fair. Stocks 
good. Prices as last. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 

BOLTS.—Demand continues fair; 
stocks ample; prices shaded for large 
orders. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 
per cent from lists; stove bolts, 70 
per cent; lag screws, 60 per cent 
from lists. 

BRADS.—Demand good; stocks ample; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—Demand 
for builders’ hardware is fairly active, 
but the total sales are far below last 
year because most of the present work 
is for small buildings. 


CHURNS.—Average demand; 
good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40 per cent from list. 


COASTER WAGONS.—Good retail de- 
mand for coaster wagons; jobbers’ 
stocks low; prices show no change. 


We quote from jobbers’ stocks, 
‘f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.22 each. Overland coaster wagons, 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent from 


list. 
EAVES TROUGH, CONDUCTOR 


PIPE AND ELBOWS.—Sales good; 
stocks ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per doz. 

FIELD FENCE.—Fair demand; prices 
as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 

FILES.—Steady demand for files; 
stocks good; prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grades of 
files, 60 per cent from standard lists. 


FREEZERS.—Cool unseasonable weath- 
er has held back sales and very little 
demand is noted. Prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers. 50 per cent from 
lists; Alaska freezers, 20-10 per cent 
from lists; Auto Vacuum freezers, 
33% per cent from lists. 


GALVANIZED WARE.—Conditions 


stocks 


Im- 


quently there is not the usual demand for spring and 
summer merchandise. 

Garden hose, lawn mowers, and garden tools are mov- 
ing more freely, however. 

Automobile supplies and accessories are selling well, 


as are such bolts, cap screws, etc., as are used in repair 


considered, sales are stocks 


ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; Heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, 
$14.50; Standard galvanized pails, 10- 
qt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16-qt., stock pails, $5; 18-qt., $5.75 


per doz. 
AND HATCHETS.— 


good; 


HAMMERS 
Taken as a whole there is a good de- 
mand; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12; Riverside No. 611%, $12; 





My Pa 
Tells Jokes 


You’d oughter hear My Pa laff 
cause when he does right out 
most everybody in our house 
laffs with him ceptin’ My Ma 
who generally waits to _ see 
what’s funny cause sometimes 
it aint. Last night he has us 
all laffin’ first and then he says, 
Says here in the paper where 
a woman can save her vacation 
money buying at  so-and-so’s 
sale. Just’s though you can save 
by spendin’. And he laffed a lot 
more. And then stopped. Cause 
My Ma says, I’ll take my vaca- 
tion money now if you don’t 
mind. And My Pa says, Why— 
made up your mind where 
you're going? And My Ma says 
I’m going first right down to 
the hardware store to the July 
Sale so’s I'll have nothing to 
worry ‘bout getting for the 
house for all summer. There’s 
no fun in a vacation where you 
hate to see the money go know- 
ing you need things to get when 
you get back. And out of what 
I save now I’ll have more than 
enough left later out of what 

won’t have to buy to have 
more’n I need for vacation. And 
she got it cause My Pa’s always 
easylike when My Pa tells jokes. 














of old automobiles. 


Plumb Broad Hatchet No. 2, $17.15; 
Plumb shingling No. 2, $13.15; Plumb 
claw No. 2, $14.40 per doz. 
HOSE.—Demand for’ garden hose 
shows steady improvement; stocks 
good; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply garden hose, 10%c. per ft.; 


%-in. molded hose, 12c. per  ft.; 

5g-in. hose about lic. less. 
LANTERNS.—Sales fair; prices as 
last quoted. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, P 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per 
No. 130 Midget vehicle lanterns, $17 
per doz. 


LAWN MOWERS.—There is a good 
demand for mowers, although far 
below that of last year; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


NAILS.—Good demand 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg base; cement 
coated nails, $3.40 per keg base. 

PAINTS.—There is now a very heavy 


demand for paints and oils, and jobbers 


for nails; 


are busy shipping fill in orders. Prices 
show no change. 
We quote from jobbers’ stocks, 


f.o.b.eTwin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Sales continue 


good; jobbers’ stocks small; prices 
steady. : 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 
lists. 


ROPE.—Sales remain good; stocks 
ample; prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grades of 
manila rope, 191% cents per Ib.; best 
grades of sisal rope, 16% cents per Ib. 


SANDPAPER.—Good demand; stocks 
ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
per ream, $5.85: second grade No. 1 
per ream, $5.25: Garnet paper No. 1 
per ream, $16.50. 


SCREWS.—Demand is good as a 
whole; stocks good; prices show no 


change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent: round head 
blued screws, 72% per cent; flat 
head, japanned, 67142 per cent; flat 
head, brass screws, 70 per cent; 


round head brass, 6744 per cent. 
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TRANSPARENT WARE.—Fairly 
steady demand for this line; ne price 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.32 each; No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c. ; 
No. 212 bread pans, 0. 23 
utility pans, 67c.; No. 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, ¥ each; No. 36 tea pots, 6- 
cup, 


SASH CORD.—Sales fair; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8 
86c. per Ib.; ordinary grades No. 8, 
56c. per Ib. 

SASH WEIGHTS.—Fairly good de- 
mand; stocks ample; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 

SOLDER.—Demand fair; stocks good; 
prices weak. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half Solder, 30% cents per Ib 


STEEL SHEETS.—Demand _ slow; 
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stocks good; prices shaded for large 
orders. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TIN PLATE.—Fair demand with good 
stocks; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace coke, ICL 20 x 28, $14.75 per 
box; roofing tin IC 20 x 28, 8-lb. coat- 
ing, $14.25 per box. 


WHEELBARROWS.—Demand not up 
to expectations, but considered fair; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Woodstave bar- 
rows, fully bolted, haat 50 per doz. 
Tubular steel No. 3 each; 
wood garden Be. Ty ‘$6. 25 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Good demand _ developing; 
stocks ample; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extensions, $6.50 
per ‘'doz.; common screen doors, 2-8 
x 6-8, $28.20 per doz.; fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 
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WIRE.—Demand rather quiet; stocks 
consequently good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
painted cattle, 80-rod spools, 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
$4.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WIRE CLOTH.—Sales remain of good 
volume although held back by cold 
weather; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth 
12 x 12 mesh, $2.20 per 100 sq. ft.; 
galvanized cloth 12 x 12 mesh, $2.70 
per 100 sq. ft. 


WRENCHES.—Sales of wrenches re- 
main good, especially of automobile 
wrenches; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62%, per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 


cent; Snap-on wrenches in _e sets, 
Master Service No. 101, $15.25; No. 
202, $8.80; No. 404, $8. 75: No. 505B, 


$3.40 less 40 per cent f.o.b. Milwau- 
kee. 


Stocks Low and Prices Firm in Cincinnati 


month of June, while giving every promise of being 
a fair one, will hardly equal June of last year, which 
set a record. Dealers, however, complain that much sea- 
sonable merchandise still remains on shelves, 
gether to the backwardness of the weather, but it is still 
possible to recoup some of the earlier losses and make 


the spring season a profitable one. 


Predictions for the future are not being made widely, 
but it appears to be the consensus of opinion that the sum- 


AUTOMOBILE ACCESSORIES.—A 
few days of summer weather developed 
a considerable demand for summer ac- 
cessories, such as seat covers, luggage 
carriers, spark plugs and spotlights. 
Prices are holding well, and stocks are 
ample. 


We quote from Cincinnati jobbers’ 
stocks: Luggage carriers, $1.10 each; 
in lots of six, $1.95 each. 

A. C. spark plugs, in lots of 10, 
58c. each; in lots of 100, 56c. each. 

Delta spotlights, No. 24, $2 each; in 
lots of 13, $1.80 each; No. 20, $2.85 
each; in lots of 12, $2.55 each. 

Seat covers for Fords: Touring, $6 
set; coupe, $4.15 set; roadster, $3.70 
set; sedan, $7.75 set. 


BALE TIES.—Some sales_ reported; 
prices unchanged; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties 8% ft. 
15-ga., $1.45 bundle; 9 ft. 15-ga., $1.54; 
9% ft. 15-ga., $1.60; 9 ft. 14-ga., $1.75; 
9% ft. 14-ga., $1.85; 10 ft. 14-ga., $1.97. 


BOLTS AND NUTS.—Demand fair; 
prices unchanged; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off; stove bolts, 70 and 10 
off; semi-finished nuts, *& and 
smaller, 75 off; large sizes, 65 off. 


BUILDERS’ HARDWARE.—Season- 
able weather, and the fact that many 


due alto- 


that direction. 


ers are located. 


buildings are now ready for hardware, 
has created a considerable demand. 
Prices are steady, and stocks satis- 
factory. 


CLIPPING AND SHEARING MaA- 
CHINES.—Demand fair for fall ship- 
ment; prices firm; stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 





Saunders Norvell’s Arti- 
ticles Worth Subscrip- 
tion Price 


“Hardware Age, 

“New York City. 
“Centlemen :— 

“The articles by Saunders 
Norvell are worth $3 a year 
to read; in fact, much more. 

“If he keeps writing, why 
don’t you raise the price? 

“Irwin L. Annable, 
“Schenectady, N. Y.” 











—Big Buying Expected in Fall 


(Cincinnati office of HARDWARE AGE) 


A eo report business holding up well, but the 


mer months, that is, July and August, will be rather quiet, 
as they generally are. 
fall, and stocks are now at the lowest ebb, so that there 
will be active buying in order to replenish shelves when 
business resumes. 

There is little‘change in the price situation. 
some in the trade who expect reductions about July 1, 
but from present indications, little is to be expected in 
Collections are fair to good, depending on 
the extent of the prosperity of the districts in which deal- 


But a boom is expected in the 


There are 


chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Rainy weather has retarded de- 
mand, but sales are satisfactory never- 
theless; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in., corrugated conductor el- 
bows, $1.51 per doz. 


GALVANIZED WARE.—Demand fair- 
ly active, for current shipment, with 
future business rather light as yet; no 
price changes. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz.; 
No. 2, $7.60 per doz.; No. 3, $8.85 per 
doz. 


GARDEN HOSE.—As in other lines 
wet weather has retarded sales, but as 
usually follows a rainy spell, extreme 


Reading matter continued on page 72 
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A. New Home receives 
critical inspection. 
There is little chance 





that hinges will go un- 
noticed at such a time. 
Bring credit to your 
store by supplying 
McKinney HINGEs. 
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RS 
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Ny ; ; yw 
"y The popularity of the McKinney aw 
“Mf Button Tip Butt-Hinge lies in its qw" 
simplicity and harmony with pres- 


ent-day tendencies in decoration. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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heat is expected to develop a great 
demand. Prices steady; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 
1% in., 9c. ft.; %-in., 10%c. ft.; Silver 

., 10c. ft., 5%-in., 11\%c. ft.; 

( >. ft. Continuous length, 
Single grade, %-in., 8%c. ft.; %-in., 
l0c. ft.; %-in., 11%c. ft.; double 
grade, %-in., 9%c. ft.; %-in., llc. ft.; 
%-in., 12%c. ft. 

GLASS (WINDOW).— Demand fair; 

prices unchanged; stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: Single and double strength 

A, first three brackets, 86 per cent 

discount; over first three brackets, 

84 per cent discount; double strength 

A, 85 per cent discount; double 

strength B, 87 per cent discount. 

HAMMERS AND HATCHETS.—Fair 

demand _ reported, particularly for 

hammers; prices steady; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz.: 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HAMMOCKS.—Demand picking up as 
summer weather approaches, and 
jobbers and dealers report sales fair. 
Prices steady; stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: Swing hammocks, $1.75 to 
$2.40 each, according to size; couch 
hammocks, $3.75 and $4.50 each. 

HANDLES.—Haying tool handles in 
good demand. Prices steady and un- 
changed, though some talk of advances 
before fall, due principally to growing 
scarcity of hickory. 

We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.;: 6 ft. straight. 
$4.35 doz.; 7 ft. straight, $6.50 doz.: 5 
ft. bent, $3.35 doz.; 6% ft. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 


forks, $2.85 doz.; D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Dealers’ 
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stocks moving fairly well, and reorders 
reported by jobbers; stocks in fair 
shape; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., $8.25 list; 6-qt., $10.45 list; 8-qt., 
$13.50 list; 10-qt., $18 list; 12-qt., 
$21.55 list; 15 qt., $25.60 list; 20 qt., 
$33.20 list; 25-qt., $42.60 list; Arctic, 
1-qt., $4 list; 2-qt., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; 8-qt., $11.10 list. All of the above 
less 50 per cent discount. 


LAWN MOWERS.—Jobbers’ stocks 
rapidly being depleted. Dealers report 
sales fairly good, with better demand 
anticipated. No price changes. 

We quote from Cincinnati jobbers’ 
stocks: Common lawn mowers, 12-in.,. 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each: better grade, 12-in., $7: 
14-in., $7.25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in., $8; reg- 
ular ball bearing, 14-in., $9; 
$9.55: 18-in., $9.75; high-heel 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11: high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 


MECHANICS’ TOOLS.—Demand fair; 
stocks in good shape; prices unchanged. 
Electric portable tools for garages are 
selling well. 


NAILS.—Jobbers reduced prices 5 
cents per keg this week on bright wire 
nails, but no changes in coated nails. 
Demand fair; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.35 per 
keg, base; cement coated nails, $3 per 
keg. 


PAINTS AND OILS.—Demand steady; 
prices unchanged; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, $1 per gal.; turpentine, single 
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barrels, $1.05 per gal.; white and red 

lead, 15%c. per Ib 
RIVETS.—Demand fair; stocks ample; 
prices unchanged. 


ROOFING PAPER.—Demand = con- 
tinues good, and stocks are in good 
shape. Manufacturers report competi- 
tion keen, but hardly expect price 
reductions to follow. 

We quote from Cincinnati jobbers’ 
stocks: Standard, brand, light, $1.25; 
medium, $1.50; heavy, $1.80; Holdfast 
brand, light, $1.50; medium, $1.75; 
heavy, $2.10. Slate surface roofing, 
$2. 


SASH CORD AND SASH WEIGHTS. 
—Demand satisfactory; future pros- 
pects fairly bright; no price changes; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Best grades sash cord, 34c. 
lb.; medium grades, 48c. Ilb.; cast 
iron sash weights, $2.50 per 100 Ib. 


WHEELBARROWS.—Demand keen, 
and indications promising for future 
business; prices steady; stocks low. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


WRENCHES.—tTrimo and _Stillson 
wrenches sharply reduced, but no 
changes in other makes. Demand fair; 
stocks adequate for present require- 
ments. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 off; 
Coes wrenches, 40 and 10 off; Stillson, 
70 off: Trimo, 70 off; Snap-on 
Wrenches, No. 101 Master Service 
sets, $15.25 each; No. 202 heavy duty 
sets, $8.80 each; No. 404 flexible sock- 
et sets, $8.75 each; No. 505B, screw 
driver sets, $3.40 each; less 40 per . 
cent on all Snap-on Wrenches, f.o.b. 
Milwaukee. 








) tising increases the cost of goods. 


ADVERTISING ADVANCES 


In New York City alone, during the year 1923, more than 104,000 new telephones 

) were installed, making the total of telephones in that metropolis upward of 

. 1,175,000. But, though we marvel at these figures, as indicative of the remark- 

able manner in which the avenues of communication are constantly widening, | 
we must not forget the gigantic forward steps which that marvel of com- | 
! munication which far outdoes even the telephone is making, Advertising. | 
One hundred and four thousand new converts in New York City in a year to ) 
») the worth of advertising and of advertised goods would represent a modest 
) advance indeed. The increase in the circulations of our leading newspapers 

( and magazines are only one evidence of this. 

) the infrequency with which we now meet that hoary, old fallacy that adver- 

The retail clerk who in these days attempts | 
to voice that old fairy tale not only persuades no customer but runs the 
danger of discrediting himself, his goods and his store in general thereby. ) 


What is far more important is ) 


SN Ne 


NN en eee ne meee ee nce Neer” 
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WQVALITY LEAVES ITS IMPRINT 































Slidetite Garage 

r Hardware 
assures freedom 
from slamming, 
banging doors. 
The doors slide 
inside, away 
from wind, ice 


and snow. 
































A BarnIs No Better 
than Its Doors — 


The frequent use and general abuse accorded 
the doors of any barn make it vitally necessary 
to give careful consideration to their con- 
struction and equipment. 


R-W Barn Door Hangers have proved their 
worth for quality, service and satisfaction to 
such an extent that the R-W trade mark is now BY) Serishine ‘Doo 
. Se ardware for the 
accepted as the symbol of the universal standard. Hal |) 72872 Pome 


| Left: R-W Ideal 
The R-W line of barn door hangers is unusually 
complete, including a style and price to suit 




















F i) Above: R-W 


Elevator Door 
© |Hardware for 
H |simplicity, si- 

H ilence and safety. 

















every demand. ‘These hangers are extremely | (i — 
durable and are specially designed to assure Sr ey 
smooth, free operation at all times. ae ti iret 
Write to Department A for catalog describing oi w iii al il 

R-W Barn Door Hangers. We also manufac- Aa tg i ii i 

ture hangers for use on garages, on elevators, on tical and hor : ili ] 
factories and in the home, complete descriptions A 

-of which will be gladly sent on request. “= 














New York ° | ye Chicago 
sas Dichards-Wilcox Mf3.(0. es. 
Philadelphi - Omaha 
ar A Haneer torany Door that Slides. jf Kansas City 
Cincinnati AURORA, ILLINOIS.U.S.A., Los Angeles 
— RICHARDS-WILCOX CANADIAN CO., LTD. a 

wincmens Winnipeg LONDON, ONT. Montreal 
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HARDWARE AGE 


More Cheerful Tone Apparent 
in New York Market 


—Reordering Begins. 


i eee of a slightly more cheerful tone are becoming 
apparent in the New York wholesale market, and certain of ~* 
the jobbers report an improvement in the volume of reorder- 


ing of seasonal merchandise. 


Retajl buying, however, is not what 


it should be and “caution” still appears to be the watchword. This 
condition cannot last indefinitely, however, as retail stocks, the move- 
ment of which has been hampered by unseasonable weather, are be- 
ginning to get low, and an increase in belated reordering is antici- 


pated. 


During the past week, prevailing schedules on Stillson and Trimo 


wrenches were reduced approximately 16% per cent. 


schedules affect all sizes. 


The revised 


Another change during the week was the issuance of a new schedule 
of net differentials on tacks and nails, double pointed tacks and 


stapls. 


Cotter pins were also reduced approximately 20 per cent. 


The demand for staples continues active, and there is also an ex- 
cellent movement of lawn mowers, hose, screen cloth and a number of 


other seasonable items. 


Collections are reported as being good. 


2 





Improved Demand 
for Freezers 


The demand for ice cream freezers is 
fairly active, and local jobbers foresee 
increased activity in this market. Prices 
are firm and stocks adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Auto Vacuum, 1-qt., $3.33 each; 


2-qt., $4 each; 3-qt., $5. 35 each; 4-qt., 
$6. 67 each. Triple action, New Stand- 
ard, $1.15, without clamp. 


White Mountain, 2-qt., $2.83; 3-qt 
$3.38: 4-qt., $4.12; 6-at., $5.23; 8-qt 
$6.75: 10-qt., $9; 12-qt., $10.78, and 
15-qt., $12.86 each. 


New Schedule on Nails 
and Tacks 


As predicted in HARDWARE AGE of 
May 29 a new schedule of net differ- 
entials on nails and tacks, and also on 
double pointed tacks and staples, went 
into effect last week. Revised prices 
will appear in next week’s issue. 


Rakes in Demand 


A good demand for rakes is re- 
ported in the local market. Stocks are 
adequate and prices holding. 


Jobbers’ quotations to 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 


retailers, 
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- “on Yamada lawn rake, 95c. 


eac 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth; 
514-ft. ash handle, 12 teeth, 77c. each; 


14 teeth, 8lc. each: 16 ‘teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 — 36c. each; 16 teeth, 40c. 
eacn. 


Molded Hose Advances 


As reported last week, continued in- 
terest is reported in hose. Prices are 
firm and stocks sufficient for current 
requirements. Molded hose has ad- 
vanced during the week and is now 
quoted at 11 cents per ft. for 25 ft. 


lengths, and 10% cents for 50 ft. 
lengths. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Garden Hose.—4-ply, 8%c. per ft.; 
5 ply, 9%c. per ft.; 6-ply, llc’ per 
Good Luck brand, lic. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13'%e. per ft. 
Nozziles.—53c. each; less 5 per cent 
for boxes. 


Couplings.—Brass, %, % and %-in., 
— each. 
Clamps.—Galvanized, %, % 
_ °% - in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100 
Hose Menders.—(Cooper’s), % and 
%-in., 6c. each: (Perfect Clinch), %, 
5% and %-in., 7%c. each. 


Interest in Hand Drills 
Remains Good 


There is a fairly active demand for 
hand drills, with prices firm and stocks 
sufficient. 


Jobbers’ quotations to 
f.o.b. New York: 


Millers Falls No. 1, 12% in. long, 
$2.80 each; No. 3, 11 in. long, $2.30 
each; No. 5, 12% in. long, $2.48; No. 
1430, 10% in., $3.50 each; No. 1530, 
10% in., $4.65. 


retailers, 
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Mowers Continue Active 


Mowers are among the most active 
items at present, with prices firm and 
stocks adequate. 


Jobbers’ quotations 
f.o.b. New York: 

Lawn Mowers.—Plain bearing, § 
drive wheels, 5-in. reel, 3 ateel fen 
screw adjusti ng, 12-in., $5.60 each 
14-in., $5.85 each; 16-in., $6.25 i 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self~ 
adjusting 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 


to ee 


each; 14-in., $7.60 each; 16-in., $7.95 
each; 18-in., $8.30 each. 
Ball-bearing lawn mowers, self- 


adjusting, 9-in. drive wheels, 5%-in, 
diam. reel, 4 self-sharpening knives, 
14-in., $9.15 each; 16-in., $9.50 each; 
18-in., $9.85 each. 

Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheel, 4 self-sharpening 
knives, 6-in. diameter Ph ge 14-in., 
$10.35 each; 16-in., $10.90 each; 18- 
in., $11.45 each; 20- in., 7312 10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter. reel, 5 shear cutting self-sharp- 
enin knives, 16-in., $14 each; 18- 
in., $14. 65 each; 20-in., $15.30 each. 


Bolt Prices Steady 


There “is a good demand for this 
item. Supplies are sufficient, and no 
advances were reported last week. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts.— Common _  ecarriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 


per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 





Screws Moving 


Screws are moving in fairly satis- 
tory quantities, with stocks adequate- 
and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Screws at head, steel machine 


screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
66%, to 75-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head, steel wood screws, 
— full packages, 75-20-5-5 per: 
cen 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

— head blued, 721%4-20-5-5 per 
cen 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 6714-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 





Cappers in Demand 


Bottle cappers are among the fairly- 
active items and jobbers foresee an; 
increasing demand as the season ad-- 
vances. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Eveready, metal base, No. 3, 92c. 


each; Rimce bottle capper, $1.46 each; 
— bottle cap, 5-lb. bag, $1.15 per: 
ag. 
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The live hardware 


dealer says: 


“The Teacher Came In 


‘One of our clubs sent for this lady 
to give a canning course and the first 
thing she did was to come in and be 


sure she could buy GOOD LUCK 


rings. 
‘*Well, the joke was on hér. 


“We had a good time, however, talk- 
ing over the growth of home canning, 
the great advance made in equipment 
in recent years and, above all, the 


BOSTON | 

WOVEN HOSE & excellence of GOOD LUCK which 

RUBBER CO. she always uses in her classroom 
work.’ 


Cambridge, Mass. 


Makers of BULL DOG, 
MILO and GOOD 
LUCK Brands of 
Standardized Garden 
Hose. 
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Builders’ Hardware 
Prices Holding 


There is a fairly active demand for 
builders’ hardware, with stocks ade- 
quate and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Mortise inside lock sets, square 
bevel, round end, 68c. per set. 


Front door sets, single door, square 
bevel and round end, $1.85 per set. 

Bath room sets, glass knob, $1.70 
per set. 

Butts, 3% x 3% in., F and D2, 24%éc. 
per pair in case lots; 27c. per pair for 
less quantity. 


Crab Traps Moving 


Crab traps and nets are fairly active, 
with prices firm and stocks adequate. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Crab traps, $7.70 per doz. Nets, 


32c. each. 


Netting Demand Grows 


Continued interest is apparent in 
the demand for poultry netting and 
wire cloth, with prices firm and stocks 
adequate. 


Jobbers’ quotations to 
f.o.b. New York: 

Poultry Netting.—From New 
stocks, 40-42% per cent; f.o.b. 
burgh, 45-5 per cent. 

Wire Cloth. — Jobbers’ 
f.o.b. New York: 

Black wire cloth, 
per 100 sq. ft. 

Galvanized wire 
$2.75 per 100 sq. ft.; 
per 100 sq. ft. 


retailers, 


York 
Pitts- 
quotations, 
12-mesh, 2.30 


cloth, 12-mesh, 
14-mesh, $3.25 


Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.;: bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 


%-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 


Continued Interest 
in Braces 


The demand for braces is satisfac- 
tory, with stocks adequate and prices 
steady. 


Jobbers’ quotations to 
f.o.b. New York: 
Millers Falls 


retailers, 


ratchet braces, No. 
32, $3.14 each; No. 9545. 10 in., $2 
each: No. 322, $2.59 each: No. 915, 
10 in., $2.50 each: No. 722, $3 .47 each. 


Serew Drivers Moving 


The demand for screw drivers con- 
tinues unabated, with prices firm and 
stocks adequate. 


Jobbers’ quotations to 
f.o.b. New York: 
Yankee screw driver, standard style, 


retailers, 


No. 90, 3-in., $2.75 per -doz.: 4-in., 
$3.25 per doz.; 5-in., $4 per doz., and 
6-in., $4.65 per doz. 

Cabinet style, No. 95, 3%-in., $2.75 
per doz.; 4%-in., $3.20 per doz. : 5% 


in., $3.55 per doz., and 6%-in., $4 per 
doz. 


Fly Swatters Sell Well 


Growing demand for fly swatters. 
With the warmer weather the demand 
for fly swatters is increasing. . Stocks 
are good and prices firm. 








¢ 
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Jobbers’ passatsons to retailers, 


f.o.b. New Y 
The Swat-Sticka, $3.60 per 100; 


Kant Mis, $5 per 100; ueen, $7.75 per 
100; Swatem, $8.25 ie 100. ’ ” 


Rope Fairly Improves 


Continued activity is apparent in the 


demand for rope and sash cord; prices 
are steady. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope.—First grade Manila rope, 
18%c. base per Ib.; hardware grade, 
16%c. base per Ilb.; first grade sisal, 
15%c. base per Ib., second grade sisal, 
14%c. base per Ib. 


Barbed Wire Active 


Local jobbers report a particularly 


active demand for barbed wire at 
present. 
adequate. 


Prices are firm and stocks 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
100-ft. coil, 95c. 


50-ft. coil, 52c.; 


Demand for Tool Handles 


There is a fairly active demand for 


tool handles, particularly from out of 
town buyers. 


Prices continue steady. 


Jobbers’ quotations to retailers, 


f.o.b. New York 


Tool Handles (Agricultural). —Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5le. each. 


Manure fork handles, bent, 4%-ft., 
29c. each. 

Spading fork handle, 4%-ft., 36c. 
each. 

Hoe handle, shank or socket style, 


414-ft., 22c. each. Mortar style, 6-ft., 
15e. each. 

Long shovel handle, bent, 4%-ft., 
27c. each. 

Long spade handle, 4%-ft., 37c. 
each. 


Bent D handle. manure fork style, 
46c. each. Spading fork style, 46c. 
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each. Shovel style, 50c. each. Spade 
style, 50c. each. 

lleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 


. each. 
Spading style, 


with strap ferrule 
and cap, 63c. each. 


Linseed Prices Steady 


A fairly active demand is reported. 


Prices are steady and stocks sufficient. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
gee Oil.—In lots of less than 
98c. per gal.; in lots of 5 bbl. 
or andy 95c. per gal. Calcutta lin- 
seed oil in bbl., $1.07 per gal. Boiled 
oil, 2c. extra; double boiled oil, 3c. 
extra; oil in half bbl., 5c. per gal. 
extra. 


Sprinklers in Demand 


Continued interest is apparent in the 


demand for sprinklers. Stocks are ade- 
quate and prices holding. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Sprinkler.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8%-in. base, 58c. each; sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts japanned, $1.38 each; 
sprinkler, 20% in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprink- 
lers, $2.33 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in. 25c. each; same capacity, 1 qt., 
length 14 in., 3lc. each. 

Junior Sprayer. — Galvanized steel 
tank, 20 in. long, 7% in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable fron, equipped 
with 3 ft. % in. hose with spray 
nozzle, $3 each; continuous sprayers, 
= 90c, each; brass, $1.15 
each, 





IMPROVING DEMAND FOR STEEL GOODS 


Jobbers in the local market continue 


to report considerable activity in the 
movement of steel goods, particularly 
from out-of-town buyers. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 18-in. tines, $1.75 each; 6 13-in. 
tines, $2.05 each; 5 13-in. tines, 4-ft, 
handle, $1.50 each: 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off. 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished, 
select ash handle, strapped ferrule, 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable D han- 
dle, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. 

Garden WHoes.—7-in. steel blades, 
black finish, 4%4-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7ic. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9- -in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels. — Garden trowels, 6-in. 
blued steel blades, ne 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 





riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, i17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—=3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weeding Hooks. — Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three steel spring tines, tinned, black- 
enameled handle, 10c. each. Same 
with 42-in. handle, four steel tines, 
tinned, 44c. each. 


Grass Hooks. — pered_ steel 


blade, black- emiied “handle. 25c. 
each; same, forged from bar tool 
steel, raised hardware handle, 43c. 


each; same, high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel biade, 46c. each. En- 
—, grass ae 54c, to 57c. each. 
Shears.—Plain, 6%4-in., 8-in., 
9- i. o95 0: 05, $1 80, $1.95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 
Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 per 
air. Lawn shears, two wheels, 9-in., 
$3.60 pair. Disston utility pruner, 
1.55 pair. 
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Every time you sell ON 






You are sure to sell 
at least a dozen others 





Why the Dunlap 
“Whips” ’em 


The superiority of the Dunlap 
Cream Whip is quickly rec- 
ognized—especially by these 
3 outstanding features:— 

A. A thin patented and 
perforated blade 
that cuts the cream 
instead of beating it. 

B. A special Bowl with 

S| ' a non-slip bottom. 

fe, C. A handle set at the correct 

; angle to insure easy han- 

dling. 









“Dunlap” can be 
thoroughly. cleaned with 
ease. It is sanitary 
throughout. All metal 
parts are nickel plated. 














un loro 


Cream Whip 
















No woman who buys a Dunlap Cream 
Whip can possibly refrain from telling 
her friends about it. 


Think of it! To be able to whip cream 
in 30 seconds—mix mayonnaise in 4 
minutes—eggs in | minute. No spat- 
ter, no muss, no waste. Certainly that’s 
worth any woman’s talking about! 


The Dunlap is a “‘repeater.’” We know 
it because each year we sell far more 
Dunlaps than the year previous. Every 
Dunlap Cream Whip sold sells a dozen 
more. 


The demand for Dunlap Cream Whips 


is steadily growing. Cash in on it. 
Get it touch with your jobber. Write 
him for prices and liberal discounts. 


COLUMBIA 
Metal Products Co. 
361 E Ohio St., CHICAGO 


17 








Whips Cream in 30 Seconds 
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Builders’ Hardware and Repair Materials 
Selling Well in Pittsburgh—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 
RIGHT spots in the report of business include build- 
B ers’ hardware, lawn tools and such items as stove 
pipe and elbows and sheet copper and zinc, which 
are wanted in connection with building repairs. Mention 
anything of a strictly seasonable character and the report 
is that sales are materially less than a year ago and well 
below the average of other years at this season. Yet, the 
lack of activity is not showing through in prices to any 
marked degree. A reduction of 12% per cent in Stillson 
and Trimo wrenches and a new list on Ingersoll watches 
making slight revisions downward as compared with the 
old list, constitute the important price changes of the 
week. Weakness of the most pronounced sort still exists 
in bolts and nuts, but this is not strictly a new develop- 
ment, but rather a continuation of a movement that began 
many months ago when demand began to fall behind the 
productive capacity of the country. Changes are being 
made so often in these products that it is hard for the 
average person to keep up with them, and one guess is 
as good as another as to just where the market is, since 
there is apparent excess of capacity over demands and to 
get a share of the passing business, makers are fitting 
the price to the desire for the order. 

The steel industry continues to point to poorer general 
business before there is any definite trend in the other 
direction. It was supposed when pig iron struck $20 a 
ton at Mahoning and Shenango Valley furnaces for foun- 
dry and basic grades the bottom had been reached, since 
that price was below costs with most merchant producers, 
but in the past week there have been sales of both grades 
of $19.50 at furnaces having a much lower freight rate 
into Pittsburgh and that price would mean that the Val- 
ley furnaces would have to go to about $19 to get a share 
of the business. It was supposed the furnaces which could 
not weather the gale had stopped, but with the fresh drop 
in prices has come fresh discouragement over the outlook 
and the next few weeks will see more furnaces go on the 
idle list. 

Wage reductions in the Connellsville district have not 
produced a situation for producers that has helped them 
to increase coal and coke orders and it is doubtful if labor 
is earning any less or the operators’ labor bills are any 
higher than if there had been no change in the wage 


scales. The low cost of coke, actually is working out to 
the disadvantage of the pig iron producers, since the 
common argument of the pig iron buyer is that since the 
producer now is getting cheap coke and ore is 80 cents a 
ton lower than last year, they should be willing to pass 
these gains on to the buyers. The fact that pig iron 
prices are down to the cost line or below means little to 
the buyer. 

There was a rather general idea recently that when the 
steel industry went below the 50 per cent of capacity rate 
of operation it was scraping bottom as to activities. But 
that idea like most others of the same sort has been 
thrown into the discard in the past week. In the Pitts- 
burgh-Johnstown-Wheeling-Youngstown district, it is very 
much doubted that ingot production today is as high as. 
40 per cent of capacity and if the same ratio is applicable 
to the entire country, production must be well below an 
annual rate of 25,000,000 tons. With the Steel Corpora- 
tion reporting a loss in unfilled orders of 583,000 tons 
for May and of more than 1,000,000 tons in the past two 
months, a very clear picture of recession in business is 
provided. Steel Corporation unfilled business reports are 
much mors accurate presentations of the trend of busi- 
ness on the ebbs than flows of orders. 

It is the policy of that company to refuse cancellations, 
but rather to carry along unspecified business as unfilled 
tonnage. When the buyer who has been refused cancel- 
lation comes into the market again his fresh demand is 
applied against the unspecified tonnage and thus the new 
order does not show in the report. Unfilled orders also 
lack significance in another way. It will be recalled that 
in the middle of 1921, the Steel Corporation’s unfilled 
business was equal to six months’ full operation, but it 
actually operated at 40 per cent or less. 

From a business and operating standpoint the steel sit- 
uation is rather gloomy, but it must be said that low op- 
erations mean high costs and this has had a tendency to 
restrain price cutting and for the first time in weeks it 
is possible to say that there is a measure of steadiness to 
prices. There is, however, another angle on that condi- 
tion; the orders presented generally are for small lots 
and representing a necessity, they would be placed at 
going prices as readily as they would at a reduction. 


having a stabilizing effect on solder 








BOLTS, NUTS AND RIVETS.—If 
there is such a thing as a demoralized 
market, then its name is nuts, bolts 
and rivets. Jobbers endeavor to get 
20 per cent over the manufacturers’ 
prices for small lots, but manufactur- 
ers’ prices vary so widely and change 
so frequently that there are no very 
definite ideas as to what to base the 
resale price on. We quote out of job- 
bers’ stocks as follows: 


Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list; carriage bolts, small rolled 
threads, 60 and 10 per cent off list; 
all sizes cut threads, 50, 10 and 10 per 
cent off list; nuts, hot-pressed blank 
or tapped, 4.75c. off list; c.p.c. and t, 
blank or tapped, 4.25c. off list; rivets, 
small wagon and tinners, 60 and 10 
per cent off list. 


SHEET METAL.—Rather good busi- 
ness is reported here in copper at 21% 
cents per lb. and in sheet zinc at 10% 
cents per lb. 

SHEET STEEL.—Jobbers are finding 


business of very fair volume, profiting 
to some extent by demands from buyers 
who ordinarily buy direct from mills, 
but who do not want to take on large 
lots at this time. We quote from job- 
bers’ warehouses: 


Galvanized, flat, base, No. 28 gage, 
$5.75 per 100 lb.; corrugated, base, No. 

28 gage, 2% in., $4.87 per square in 

lots of 1 to 9 bundles: one pass cold- 

rolled black, No. 28 gage, base, $4.65 
per 100 lb.; galvanized conductor pipe, 

3 in., No. 29 gage, $4.80 per 100 ft. 
SHOT.—There has been a further re- 
duction in prices of air rifle shot, with 
Boy Scout brand now quoted at $4.25 


per case. 


STOVE PIPE AND ELBOWS.—Retail- 
ers and tinners are ordering in liberal 
fashion against their fall requirements. 
Prices show no particular change. 


We quote polished blue nested stove 
pipe from Pittsburgh warehouses, No. 
28 gage, 6 in., $15.65 per 100 joints; 
elbows, $1.54 per doz. 


SOLDER.—Steadiness in tin prices is 


prices. 


We quote 50-50 at 28c. per lb. from 
jobbers’ stocks. 


TIN PLATE.—Better demand is noted 
by jobbers here in both roofing ternes 
and furnace plate, due to improved 
weather conditions. 

We quote roofing ternes, 40-Ib. I. C., 
$19.35 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 

VACUUM BOTTLES.—No change in 
prices reported, but sales are very slow 
since weather has been against touring 


and picnics. 
WATCHES.—Ingersoll Watch Co. has 


issued a new list, dated June 11, carry- 
ing lower prices, with Yankee brand, 
plain faces, now at $1.17 each; radio- 
lite faces, $1.83; Eclipse, plain faces, 
$2; radiolite faces, $2.66. 


WIRE PRODUCTS.—Mill prices are 
holding rather well as the reduction 


Reading matter continued on page 80 
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MAYDOLE HAMMERS 


THE WORLD’S STANDARD 











For Every Purpose 


Maydole Hammers are made 
for every purpose. Being per- 
fectly made of solid forged steel 
they give everlasting service. 


Jobbers and dealers who sell 
Maydole Hammers build trade 
and good will because the qual- 
ity is always uniform and depend- 


able. 


The demand for these much 
used hammers is constantly in- 
creasing in all trades. It pays to 
carry a good variety. 





Look up your stock. We are 
always pleased to quote prices and 
discounts. 





| The DAVID MAYDOLE HAMMER CO. 
on NORWICH, N. Y., U.S. A. 
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of a few weeks ago and jobbers’ prices 
show no further change. Business is 


slow. 
Jobbers quote retail 
stocks as follows: 
Wire nails, $3.25 to $3.35 base, per 
keg; galvanized, 2-point cattle wire, 
$3.29 per spool; galvanized, 2-point 


trade from 


HARDWARE AGE 


hog wire, $3.57 per spool; galvanized 
4-point cattle wire, $3.52 per spool; 
galvanized, 4-point hog wire, $3.80 
per spool; No. 9 annealed fence wire, 
$3.15 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.60 per 100 Ib.; woven 
wire fencing, 64 per cent off list. All 
a — prices on spools are for 
-r 
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WRENCHES. — Stilson and Trimo 
wrenches have been reduced 12% per 
cent, the jobbing price as a result of 
that change now being 66 2/3 per cent 
off list. 


Improvement in Sales in New Kngland— 
Several Price Changes Announced 


(Boston office of HARDWARE AGE) 
4 YHE hardware business in New England is increas- 
ing, according to both the retail and wholesale trade, 
Conditions generally 
can be attributed to two things; first, continued unseason- 
able cool weather, and, second, to the general slowing up 
of industry, which affects the pocketbook of the working 
In a large number of towns factories are operat- 
ing only one, two, three or four days a week. Here in 
Boston business conditions are better than in most other 
The present week presumably will 
witness no improvement in the hardware business because 
Local wholesale houses have 
served notice they will close July 4 and 5. 
Considerable comment is made in hardware circles re- 
garding the stability of hardware values in the face of 


but is still of a spotty nature. 


class. 


New England cities. 


of the local holiday June 17. 


AUTOMOBILE ACCESSORIES. 





material have notified jobbers here that 
effectve July 1 there will be an advance 
of about 20 per cent in prices. Auto- 
mobile accessories, especially tires, con- 
tinue to sell quite freely. In fact some 
of the retail hardware dealers find ac- 
cessories one of the most active 
branches of their business. 

We from Boston 
stocks: 

Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c; ratchet wrench, $2.25; 
‘windshield wiper, $3.75; crankcase 
arm, 48c., and battery charge r, $13.50. 


Springs—Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 


quote jobbers’ 


front, No. 2000, $1.25, net; 9-leaf 
front, No. 2004, $2; 9 leaf rear, No. 
2009, $4.25. 

Pressure Gages.—Balloon tire, in 


lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil, cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal.; five gallons, $1.08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal.; Cylinder, B, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C, 
$1. 05 per gal. Transmission grease, 
CC, 5-pound lots, 20%%c. per lb.; lubri- 
cant. grease, in 5-pound lots, $11.50 
per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 

_Tires.—Hartford 

t6-in., $9.95 each; 
tra, $ii. 40. Straight-side 
wad 31 x 4-in., 

$12.80; 32 x 4-in., 
- $16. 75; 34 x 4-in., 
$21; 33 x 4%-in., 
, $22: 35 x 4%-in., 
Ye 15; 33 x 5-in., $26.10; 


— Oversized cord, 
— 50: straicht- 
$11.50; 32 


line, cord, 30 x 
30 x 3%-in. 
tires, 30 
$14.70; 
$16.20: 
$17.20; 
$21.50; 
$22.60: 
61%- in.. 
5-in., 
Richland Line. 
clincher, 30 x 3%-in., 
side tires, 
3%-in., ote. i. 
4-in., 


33 x 5-in., 29.90: 35 x 5-in., 
37 x 5-in., $33.15. Truck tires, 32 x 


4%- in., $20. 90 each. 


of labor. 


BATTERIES.—Jobbers say they are 
receiving the forerunners of good 
orders for flashlight batteries. They 
say large numbers of people take such 
lights on vacations and that retail 
stocks are small. 

BOLTS AND NUTS.—Most of the 
local jobbers here profess to see a 
slight improvement in the demand for 
bolts and nuts. Individual orders are 
not large, but there are more of them 
coming to hand each day. 


We quote from Boston jobbers’ 
stocks: 
Boits.—Machine bolts, with H. P. 


nuts, % x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 
and longer, 50 and 10 per cent dis- . 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, list; 
common carriage bolts, 40 and 10 per 
cent discount; Eagle carriage bolts, 
50 and 10 per cent discount; ee 
bolts, large lots, 70 per cent dis- 
count; small lots, 50 per cent dis- 
count: bolt ends, 40 and 10 per cent 
discount; tire bolts 45 per cent dis- 
count. 

Nuts.—H. P., all kinds, list; C. P. & 
F., all kinds, lc. off list; check nuts, 
list; semi-finished hexagon nuts, - 
in. and smaller, list; larger, list; semi- 
finished case-hardened nuts, 50 per 
cent discount. 


CARTS AND WAGONS.—A moderate- 
ly good business in Kiddie Kars is 
noted, but other wheeled toys are mov- 
ing out of stock slowly. 


We quote from Boston jobbers’ 
stocks: 
Kiddie ae —No. $1.50 each, 


net; No. $2; No. 108, $2.50; No. 
104, $3; _ 105, $3.34. 
Pedal Kars.—No. 154, $4 each net; 


No. 155, $4.67. 

Kiddie Karts.—No. 301, $2.33 net 
each; No. 302, $3; No. 303, $3.67; 
No. 304, $4.34: No. 305, $5.67. 

Kiddie Koasters.—Rubber tire, No. 
705, $9 each net; No. 706, $10. 

Red Racer.—Wago on, No. 636, $5 
each, net; in lots ~ | six, $4.80. 

CROQUET SETS.—Although the 


weather has been unusually cool, there 
has been less rain, and jobbers at- 
tribute an improved demand for 
croquet sets to this fact. 


substantial price concessions in steel mill products. 
disparity is quite marked, according to the hardware 
trade, and people in it are wondering if the drop in steel 
prices eventually will mean a general reduction in wages 
In the cotton textile trade it is very strongly 
intimated wages must be reduced if mills are to operate. 
The question of wages is, of course, vital to the hardware 
trade inasmuch as it involves the purchasing power of 
the general public. 

Jobbers continue to cut out “dead wood.” 
forts along these lines are more pronounced than ever 
before in the history of the hardware business. 
believed that with dead wood eliminated, the volume of 
sales will be larger and profits larger. 
are urging retail dealers to take similar action. 


The 


Their ef- 
It is 


Wholesale firms 


Ph quote from Boston jobbers’ 
stoc 

Croquet Sets.—No. “" four ball, 
$1.40 per set net; No. five ball, 
$1.90; No. H, eight ball, $2 35; No. B, 
eight ball, $2.75; No. N, eight ball, 
$3.75; Als, $4.25; No. 


; No. four ball, 
AA, ‘eight ball, 50. 
DOOR SPRINGS.—While it could be 
better, according to wholesale houses, 
there is a good movement of door 
springs out of stocks. Most of the 
buying is belated, and by the smaller 
retail concerns. 

a. quote from Boston jobbers’ 


stoc 
Door Springs.—No. 11, 45c. per doz. 
net; No. 12, 50c.; No. 13, 55c.; No. 


FARMING TOOLS.—Due to the late- 
ness of the planting season in New 
England it is only recently that retail 
sales of farming tools have shown any 
real signs of life. In quite a few in- 
stances retail dealers have been obliged 
to replenish stocks, which has served 
to keep interest alive in the wholesale 
market. 


We quote from Boston jobbers’ 
—— 
orks. — Manure, four-tine, malle- 
+, D- handle, $13. 60 a doz. net; five- 
tine, malleable D- handle, $16.15; five- 
tine, strapped D-handle, $17.35: five- 
tine, wood D-handle strapped, $21. 35; 
six-tine, malleable D-handle, $18.55: 
six-tine, wood D-handle strapped, 
$23.75. ‘Stable fork, malleable D-han- 
dle strapped, $15. 90: wood D-handle, 
strapped, $19.90. 
FENCING.—AIll kinds and makes of 
fencing are in demand, shipments the 
last few days being unusually heavy 
for this time of the year, according to 
local wholesale firms. Jobbers are of 
the opinion that retail dealers, feeling 
they could secure prompt deliveries, 
have been carrying light stocks and 
that for this reason a good market for 
fencing will exist for some time to 
come. 
We quote from Boston jobbers’ 
stocks: 


Fencing.—Keystone Steel & Wire 


Reading matter continued on page 82 
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Sell 


VOURATH 


Here’s How We Help You! 


Two big features of Vollrath Ware make 


a strong appeal to every woman who has 
canning to do: 


Safety is one of them. Emphasize the 
safety of Vollrath Ware in your sales 
talk. Tell your customers that any kind 
of fruit or vegetable can be safely cooked 
in Vollrath utensils because their smooth, 
hard surface is not affected by the acids 
in these foods. 


Another big talking point is the labor- 
saving feature. More women would do 
more canning if they used Vollrath Ware. 
Foods don’t stick to the smooth, glisten- 
ing surface of Vollrath utensils. Pans 
and kettles can quickly be washed clean. 


These and other advantages of Vollrath Ware 
are brought out in the Vollrath advertisement 
for Ladies’ Home Journal, Good Housekeeping 
and Modern Priscilla in August. Display Voll- 
rath Ware in your store window when this ad- 
vertisement appears in the magazines — about 
the third week in July. Preserving time pre- 
sents a real sales opportunity for Vollrath deal- 
ers. Mark it on your calendar and turn it into 
profit by featuring Vollrath Ware as the supe- 
rior ware for preserving. 








If you are not handling Vollrath 
Ware, write today for caialog, 
prices and complete sales plan 


THE VOLLRATH COMPANY 


Established 1874 
SHEBOYGAN, WISCONSIN 





nd 

Vollrath Ware is sold at ee . - 

_ rtment stores engin: a oe 
od States. Write us or 


Sheboygan, Wis 


TH 





Frederick, will “ 
= rise for it. 


O., 
THE VOLLRATH CO- 


LLRA 
WARE 


yo 











i Tee tom THE SPA 











81 











82 


Co. line, Blue Ribbon from street, 50 
er cent discount; factory shipments. 
o. 832, $6.10 per roll, net; No. 636, 

$3.80; No. 846, .90; No. 1047, 6-in. 

stays, $7.90; No. 1047, 12-in., stays, 


Staples, Blue Ribbon wire, $5.10 per 

100 lb., in full packages. 
GARAGE HARDWARE,.—Although a 
decline in home building and general 
construction has set in throughout this 
territory, garages appear even more 
popular than ever. Sales of hardware 
for such buildings are heavy and job- 
bers’ stocks are unusually small. 


GARDEN TOOLS.—Garden tools are 
selling quite readily over retail coun- 
ters, but the wholesale market lacks 
life. The average retail dealer bought 
light this year, but not until recently 
has he had much call for such merchan- 
dise, consequently he is not reordering 
to any great extent. 

We quote from Boston 


stocks: 


Hoes.—Shank, 7%-in., $8.70 a doz. 
net: socket, 7%-in., $9.60; round top 
onion, $9.90; socket meadow, 9-in., 
$10.55; Rhode Island, shank, 9-in., 
$10.05; socket, $10. 

Rakes.—Light steel, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; 16 teeth, 
$5.60. Regular garden, 12 teeth, $8; 
14 teeth, $8.55; 16 teeth, $9.35; steel 
gravel, 14 teeth, $10.95; 16 teeth, 
$11.90. 

Edgers.—Turf, 
per doz. net. 


GRASS HOOKS.—Further encourag- 
ing reports are had regarding the dis- 
position of grass hooks. Buying is 
good and steady, but otherwise without 
special feature. 


We quote from Boston jobbers’ 
stocks: 

Reliance, No. 70, $3 net per dozen; 
Lawn King, $6.50; Little Giant, $5.25; 


jobbers’ 


long handle, $10.80 


Little Giant, adjustable, $6; Little 

Giant, long handle, $8; Komet, $4; 

Kelley. Axe, briar edge, offset han- 
e, ; 


HAMMOCKS.—The sale of hammocks 
continues slow, weather conditions not 
being conductive of good business. 


HARDWARE AGE 


Jobbers’ stocks are large and well as- 
sorted and they will be able to supply 
last minute rush orders if necessary. 


We quote from Boston jobbers’ 
stocks: 

Hammocks, — Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88; 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, 

Canopies.—No. K7, 
$6.50 each net. 

Stands.—No. Al, angle 
8-in. high, $4 net each. 

Chain.—3 ft., $2.50 per doz. pair, 
net; 6-ft., 


HOSE.—Rubber hose is selling a little 
better than previously noted. Two 
weeks have passed now without a great 
deal of rain; lawns have been mowed 
and people have had to purchase hose. 


We quote from Boston jobbers’ 
stocks: 

Rubber Hose. — %-in., in 60-ft. 
lengths, Commercial, 8c. per ft. net; 
Pointer, 8%c.; Leader, 9%c.; Olympia 
(wire wound), 10c.; Good Luck, ILlc.; 
Vim 10%c.; Milo 12%c.; Bull Dog, 
13%c. For 25-ft. lengths and %éc. 
per foot. 


HOSE ACCESSORIES.—In common 


green and gray, 


iron, 5-ft. 


‘with hose, accessories are moving out 


of stock in better quantities. Jobbers 
are carrying a good assortment of stock 
and making prompt deliveries. 


We quote from Boston jobbers’ 
stocks 

eata. —Hose, Reel-Ezy, $18 per doz. 
net; Victor, $2 ence net; Wirt & 
Knox, $3.75 each ne 

Tape. —Bulldog fric tion, 45c, per Ib. 


net. 
Washers. — Good Luck, 60c. 


gross net. 

Sprinkliers.—Rain King, $2.33 net. 
KEGS.—Cider kegs are beginning to 
show more signs of life. Shipments 
being made by jobbers now are on fu- 
ture bill datings. 


from Boston 


per 


jobbers’ 


Cider Kegs.—5 ga » $1. 45 each net; 


10-gal., $2; 15-gal. $2.2 25; 20-gal., $2.50; 
25-gal., $2.85; 30-gal., $3. 15, and 50- 
gal., $4.25. 
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LAWN ROLLERS.—tThere is a better 
call for lawn rollers, but it is only 
slight. Wholesale sales so far this sea- 
son are consideraby behind those of 
last year. 


We quote from Boston jobbers 
stocks: 


Lawn Rollers.— Water weighted, 
18-in. dia. x 24-in. long, $14.84 each 
net; 24-in. dia. x 24-in. long, $17.17. 

MICROMETERS.—tThe Brown & 
Sharpe Mfg. Co., Providence, R. L., 
has issued a new catalog on microm- 
eters, which shows a price change in 
only one instance, and this is unim- 
portant. The market for such tools is 
a little more active, but according to 
jobbers could be a whole lot more so. 


ROOFING MATERIAL.—Bermico 
sheathing paper is now $75 a ton, in 
half ton lots, which is a little cheaper 
than heretofore. Roofing material 
otherwise is unchanged in price. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 or roll; 
plain standard, $2.40 and $2. : Lead- 
or, Res! (35 Ibs.), $1. 70; medium = 


$2.15; heavy (55 rr 
Rockroid,, light, $1.05; ames. 1.45; 
heavy, $1 60. 
Shingles.—Japroid line, lock top, 


$5. 25 per square; super giant, 12%4- 
$9; individual, $6.25; super strip, 
9125. strip, 10-in., $6.35. 
Paper.—Bermico. sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, jorger ous, $64.50 a ton; ‘smaller 


$65. 
Foot” Coating oeoreent. liquid, 
pect 4 and red, 5-gal. 0 per g 
50; plastic roof cement, 5- 


B31, ‘20. allt 
SASH CORD.—Although not spectacu- 
lar, there is a mighty good market 
for sash cord. Sales are holding up 
much better, as compared with a year 
ago, than many other lines handled 
by retail hardware dealers. 


We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Acme, No. 6, 


1-gal., 35c. Discount 


59c. per 











. “Well, 
here, 


glance. 


-- -- - ~~ Qe Ye SSeS Se 





” he began explaining. 


gives us trouble of this sort. 


THE MORGUE 


) “What is that new cabinet you have in the back of the store?” we asked our 
friend, who is the live-wire retailer, the other day. 
it’s a great institution,” 
queried, which was a natural question. 
you see, we pride ourselves on carrying only quality merchandise 
“So many of our customers come in here and 
express surprise that our prices are somewhat higher than those which some 
) of our unprincipled competitors charge for but very shoddy merchandise. 
simply tell these people that our goods more than justify their extra price does 
not always persuade them. Hence this ‘Morgue,’ as we have dubbed it. 
it we place one sample of each type of goods of other manufacture which often 

Place it side by side with kindred but high- 

quality product which we are offering and the difference is apparent at a 

Many, many sales are the result. We would not now be without our 

little morgue for anything. It is one of the very best sales helps we have.” | 


he answered, quick as a flash. 


“That’s the morgue, and 
“What is it for?” we 


To 


In 
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Goop hardware salesman will see 

the logic of pairing or coupling up 
his sales. For instance, when he sells 
an edge tool to a mechanic he sees the 
possibility of selling a Carborundum 
Sharpening Stone. It’s just as easy as 
|| selling a brush with a paint order. 











Right now hardware men have a splen- 
did opportunity to cash_.in on this idea. 
Farmers, Gardeners and Householders 
are buying scythes and grass hooks, 
lawn edgers and other tools that will 
need sharpening. 


RR TE et 
‘i * P 
wo CS . “% 2 


Every time such a sale is made you a 
have created a purchaser for a Carbo- a 
rundum File or an Aloxite Scythe 
Stone. 


Aloxite Scythe Stones are the fastest, | 
cleanest-cutting you can offer. They || © ! 
give the scythe or grass hook just the 
edge it should have. 


The Carborundum File is the handi- 
est of all abrasive tools. It will do | 
any sharpening job from touching up 
mower section knivestto edging a spade. 


TC ES IE Ne a 


The Aloxite Scythe Stones 
Are put up in Attractive Display Boxes 
One Dozen in Each 





The Files are packed One or Three Dozen 
to a Carton 


Glad to give you Prices, Discounts, Etc.— 
And Immediate Delivery 


er ae ~ errerepe eres + — — 


Carborundum Sharpening Stones 
Sharpen the Tools of the World 
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PRICELESS 
KNOWLEDGE 


The Crystal Globe can re- 
flect and is not a bad pastime. 
But you want action—action 
so the pocket will jingle and 
there can be more pastime 
and success. 


It took an egg to convince 
a lot of folks that the world 
was round, and an apple had 
to prove the Law of Gravita- 
tion. Which means that 
Columbus and Sir Isaac, like 
your good self, must “get it 
across.” 


HarpwARE ACE CLASSIFIEB 
OPPORTUNITIES are not gazed 
at like a Crystal Globe! No 
siree! They’re not gazed at! 
They’re studied! Looked at! 
Used for ACTION! They 
act as direct stimulant to 
over 19,000 weekly subscrib- 
ers, reaching throughout the 
Hardware Field—Wholesale, 
Retail, Manufacturing, Sell- 
ing and Traveling. 

When you are in the market: 


Buying or Selling a store— 


Increasing your sales 
force— 

Looking for a_ business 
partner— 


Seeking a new position— 

Personnel problems—Want 
experienced and com- 
petent help— 


Your “want” will be brought to 
the right place and promptly, 
through this economical high class 
means, you will get results to your 
best satisfaction. 

The sooner you make the contact, 
the quicker you connect. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St., New York 


Sce back pages of this issue—NOW. 





HARDWARE AGE 


Ib. ; No. 7, 57c.; Nos. 8, 9, 10 and 12, 
56c.; Sachem No. 7, 55c.; No. 8, 54c.; 
Samson spot cord, No. 7, 85c.; Nos. 
8, 9 and 10, 84c. 


SCREWS.—Manufacturers of machine 
screws have, in some instances reduced 
prices approximately 10 per cent, but 
local jobbers have not revised their 
prices. Wood screws are selling in 
normal quantities. Jobbers’ stocks are 
in good condition and well assorted. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright, 
75 per cent discount; flat-head, blued, 
75 and 5 per cent discount: round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount; 
round head, brass, 671% per cent dis- 
count; flat head, galvanized, 57% per 
cent discount; flat head, nickel, 62% 
per cent discount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
per cent discount; lag screws, 40 per 
cent discount. 


SHEET ZINC.—Jobbers are now ask- 
ing 14% cents per lb. for sheet zinc, 
that price representing an advance of 
about 10 per cent. 


SPRAYS.—Sprays are selling more 
freely, say jobbers and retail dealers. 
Things planted a long time ago have 
developed slowly because of the cold 
weather and lack of sun. Last week 
frosts were experienced on Cape Cod. 
The sale of sprays naturally is back- 
ward, but gives every evidence of 
having struck its gait. 
We quote from _ Boston jobbers’ 
stocks: 
Pyrox.—One Ib. jars, 
$7.32; 5-lb. crocks, 12 to crate, $15; 
10-lb. crocks, 6 to crate, $13.50: 25- 
lb. containers, 4 to crate, $20.50; 
50-Ib. kegs, $9.25; 100-lb. kegs, $14.75; 
: 2S, $42.75. In less than case 
1-lb. jars, 32c.; 5-lb. crocks, 
; 10-lb. crocks, $2.35; 25-lb. con- 
s, $5.50. 

Arsenate of Lead.—10-lb. cans, 28c. 
per Ib.; 25-Ib. cans, 27c. per Ib.; 5@Q+Ib. 


24 to crate, 


cans, 26c. per Ib.; 100-lb. cans, 25c. 
per ib. 
Dry Lime Sulphur.—Small lots, 1- 


5-lb. containers, 
10-lb. containers, 20c. 


Ib. containers, 26c.: 
22%c. per Ib.: 


per 1b.; in lots of 200-lb. or more, 
1-lb. containers, 25c. per Ib.; 5-lb. 
containers, 22c. per .; 10-lb. con- 


tainers, 19c. per lb. 
Lime. Suiphur Wash.—Quart con- 

tainers, 3lc. each; gallons, 59c. 
TOILETS.—More and more people are 
going in for small inexpensive places 
in the country and at the shore. Many 
such summer homes are far from water 
and sewerage systems. Retail dealers 
are getting the advantage of business 
from such people, and chemical toilets 
are selling more freely than before. 


We quote from Boston jobbers’ 
stocks: 

Toilets. — Chemical, No. 160, $10 
each net; No. 162, $7.33. Liquid 
chemical, $1.34 a can. 


WALLBOARD.—Continued activity is 
reported in wallboard. Here again the 
individual purchase by the average re- 
tail dealer is small, but reorders are 
coming into the wholesale market fre- 
quently and regularly. 
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We quote from Boston jobbers’ 


stocks: 
Waliboard.—-Regular, ;¥;-in. thick, 


$32.25 per 1000 sq. ft. Super, -in. 
thick, $36 per 1000 sq. ft. net. 


WATCHES.—Effective July 1 the Gov- 
ernment luxury tax on watches, clocks, 
silverware and jewelry will be removed. 
Manufacturers of watches to meet new 
conditions have adjusted prices. On 
competitive goods prices average 
slightly lower, while on the higher 
priced models values are a shade more 
expensive. Jobbers will adjust their 
prices before July 1. 


We quote from Boston jobbers’ 
stocks: 

Watches.—Yankee new model, $1.27 
each net; Eclipse, $1.90; Junior, $2.22; 
Midget, $2.22; Ingersoll, radiolite 
dials, Yankee, $1.90; Eclipse, $2.50; 
Midget, $2.70; jeweled models, Water- 


bury, $3.15 each, gold-filled, $5.70 
each; Reliance, $4.40 each; gold- 
filled, $6.30; New Haven, Buddy, 
$1.05 each. 


WINDOW WEIGHTS.—F oundries 
have cut their prices on window weights 
$3 a ton, presumably because of the 
slump in the pig iron market. Jobbers’ 
prices have not been changed, but pre- 
sumably will be before the close of 
another week. 


We quote from Boston jobbers 
stocks: 

Window Weights. — From stock, 
weights under 5 Ibs., 3%c. per Ib.; 5 
Ibs. and more, 3c. 


WRENCHES.—Stillson wrenches, here- 
tofore quoted at 60 and 10 per cent 
discount are now 66 2/3 per cent. 
Wrench prices otherwise show no varia- 
tion. The demand for wrenches is only 
fair. Jobbers’ stocks are large and 
well assorted. 


We quote from Boston jobbers’ 
stocks: 

Knife and Steel Handle.—Coes, 6- 
in., $15 doz.; 8-in., $18; 10-in., ; 
12-in., $28; 15-in., $38; 18-in., $48; 
21-in., $58 


Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches.—Stillson, 66%, per 
cent discount; Trimo and Walworth, 
60 per cent off list. 

Miscellaneous. — Drop forged 
wrenches, 62% per cent discount; 
Westcott, 25 per cent discount; agri- 
cultural wrenches, 60 per cent off 
list. 
We quote f.o.b. factories: 

lar Wrenches.—No. o Radio 
and Electrical Set, $4: No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8.80; No. 404. 
Flexible Socket Set, $8.75; No. 505B. 
Screw Driver Blades, $3.40. All 
Snap-on Wrenches less 40 per cent 
f.o.b. Milwaukee. 





Ward Hardware Co. Opens 


Ward Hardware Co. recently opened 
a store in Fountain City, Ind. 


J. A. Woerner Opens Store 


J. A. Woerner has opened a hard- 
ware store at Forty-second Street and 
Boulevard Place, Indianapolis, Ind. 


New Hardware Company 
Organized 


The H. L. H. Hardware Co., Inc., 
has organized recently at Hamden, 
Conn., with an authorized capital of 
$45,000, to begin with $9,000. The 
incorporators are Frank J. Higgins, 
Jr., Daniel C. Hogarty and Yens H. 
Larsen. 


Reading matter continued on page 85 
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The “King Tut” and “Noah” of the 


Hardware Business 


How They Moved Obsolete Stocks 


WO Iowa dealers have a lot of 
fun with each other because 
they have the same hobby. Tom 
Nichols of Burlington calls George 
Crane of Mount Pleasant “King 
Tut,” while Crane has dubbed 
Nichols “Noah.” The nicknames 
came about from the following in- 
cident. Some time ago these two 
dealers took advantage of the house 
cleaning sale of a Burlington jobber. 
A large assortment of hardware 
which had more or less passed out 
of demand was offered to these 
dealers. Mr. Crane paid $50 for a 
truck load of what appeared to be 
obsolete hardware. Some of the 
items included in the load were 
pinking irons, straight handle pitch- 
forks, fancy cast iron door butts, 
sliding parlor door hangers and 
locks and ornamental solid brass 
half mortise butts. Mr. Nichols got 
a lot of powder horns, empty brass 
shells, loading tools, etc. 

At this time a craze was sweep- 
ing the country of making shopping 
bags out of old rubber tires, etc., 
on which pinking irons were used to 
trim up the edges. Consequently 
Mr. Crane sold more than $70 worth 
of pinking irons. The business was 
not entirely local either, as many 
mail orders were filled from dealers 
in other States where pinking irons 


were hard to find. So the pinking 
irons more than paid for the entire 
$50 purchase. Mr. Crane kept count 
until he had sold $500 worth in 90 
days of this obsolete stock. He 
made the prices so “easy” that folks 
could not resist the temptation to 
buy. A table was arranged at the 
front of the store and every cus- 
tomer looked over the assortment 
some time during his visit. The 
way farmers picked up curry combs 
for 10 cents was a caution.’ Since 
the original purchase, Mr. Crane has 
reached a total investment of $160 in 
obsolete items and he has made more 
than enough profit to pay for the 
entire lot. Some of this, of course, 
is not salable in his locality and may 
have to be thrown out eventually. 

Nevertheless, both “King Tut” 
and “Noah” have had a lot of fun 
with their obsolete stocks. The Boy 
Scouts cleaned out the powder horns 
that Mr. Nichols bought and he had 
about the same kind of success that 
Mr. Crane had in making more than 
enough out of a few items to pay for 
the entire lot of goods. People were 
tremendously interested in the bar- 
gains and they bought up-to-date 
hardware items besides. When it 
comes to doing the unusual and 
making money out of it, the hard- 
ware man steps to the head otf the 
class. 





Display Case Saves Space and Sells Goods 


N the small city store where space 
is limited, display area is allot- 
ted with geometric precision. Space, 
like time, means money. With this 
in mind, R. P. Hansen, Detroit, 
Mich., has built a novel doorway dis- 
play case which utilizes a blank and 
unsightly spot usually ignored. 
The front at Hansen’s consists of 
one window with a full building line 
wall dividing this hardware store 
and the grocery next door. Hansen 
has constructed a display case 5 in. 
deep which occupies the entire blank 
wall. The case has a hinged door 
with three glass panels. The back- 
ground is covered with black felt. 


Hansen changes the displays each 
week. The window lights cast a 
bright glow on this spot and the 
goods shown may be seen several feet 
from the store. 

Though the shallow depth of this 
case restricts its possibilities to 
goods that will fit a 5-in. space, 
Hansen has found this idea a good 
merchandiser for many hardware 
items, particularly tape measures, 
folding rules, squares, chisels, and 
other flat tools. 

Dimensions would be of little 
value as each dealer will have to 
build his case to fit the available 
wall space. 
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X-Ray 
Lemon 
Squeezer 





Here’g a Lemon Squeezer that is built for 
Glass cup is remov- 


long and constant use. 
able and non-corrosive—may be used alone as 


a juice extractor. There are real profits in 
Arcade’s complete line of seasonable hard- 
ware items. 

Write for Catalog No. 30-C showing complete 
line of hardware and toys. Your jobber will 
supple yen 

ARCADE MANUFACTURING CO. 
Freeport, Dllinois 


ARCADE 


HARDWARE 





No.. 158 
Hammock 
Hooks 
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Section of the Toy department of the Allott Hardware Co., Alliance, Ohio 


$10,000 from a Year “Round Toy Department 


HAT are toys? 
One dealer includes juvenile 


vehicles, roller skates, dolls, 
bicycles, and games, while another 
refers to these articles as specialties. 
Regardless of the fine hairline dis- 
tinction which may be drawn, all of 
these items are closely akin to toys 
and should be displayed near your 
other playthings. There is, of course, 
a very definite distinction between 
the mere infant and the sturdy 
youngster of five to eight who wants 
a wagon or auto. Such a child would 
dislike ‘the salesman who called 
either vehicle a “toy.” 

The Allott Hardware Co., Alliance, 
Ohio, keeps a limited all year display 
of assorted playthings. This display 
is on the second floor of the store. 
The varied vehicles are stocked with 
the toys. This department had sales 
exceeding $7,500 in 1923, exclusive 
of coasters and autos. In the vehi- 
cles sales amounted to $2,500 This 
was a $10,000 department. 

It is very interesting to know that 
only 60 per cent of this business was 


done at Christmas time—a _ fact 
which will surely convince the scep- 
tics and non-profit seekers what 
items should not go in cold storage 
Dec. 26. 

E. B. Bowman, buyer and man- 
ager, has found that coasters, autos 
and roller skates sell best in the 
springtime. When the Fall comes, 
iron toys, wheel toys, games and 
other indoor items become very 
popular. Ice skates of course dove- 
tail with both sport goods and toy 
departments. The smaller _ sizes, 
double runner types, etc., might be 
classified as toys for convenience. 

Alliance has a population of not 
over 22,000 and with aggregate toy 
sales reaching $10,000, the Allot 
Hardware Co. sold practically 50 
cents’ worth of toys per capita in 
that town. 

The Christmas toy rush in Alli- 
ance begins about Nov. 1. At this 
time toys dominate the rear end of 
the store flanking the left hand side. 
Vehicles occupy a good portion of 
the second floor. Mr. Bowman pre- 


pares for his holiday toy trade about 
Oct. 1, augments his stocks, plans 
his displays, advertising and general 
toy promotion. This gives him a full 
three months to talk toys through 
the windows. 

He knows that his toy department 
causes children to bring parents to 
the store. This is very desirable, as 
many new customers are gained by 
such visits. In order to get to the 
toys on the second floor the parents 
must pass through the store proper 
and cannot help but note the mer- 
chandise displayed on the main floor. 

The toy stock is greatly expanded 
for the holiday business. This pre- 
vents disappointment on last minute 
replacement shipments and the ample 
stocks assure that goods will be on 
hand as needed. 

Experience teaches you the pecu- 
liarities of any line. Toys like every 
other line has its wrinkles and pecu- 
liarities. You must watch your 
stocks and note whether certain 
items sell only at Christmas or 
whether they sel] all year. 














tapes population of Alliance, Ohio, is 22,000, and yet the Allott Hardware Co. of that 
city manages to sell toys to the extent of $10,000 a year, or on an average of 50 
cents in toys to every person in the city. One of the main reasons for these sales is 
the fact that the firm does not shoot all its toy ammunition during the Christmas holi- 
days but features toys during twelve months of the year. Why not follow their example? 
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Why did the Railroads 


purchase over 


50,000 TONS 


Of Keystone Copper Steel Sheets for use 
in new car construction during the first 
twelve weeks of this year? 
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KEYSTONE 





There is but One Answer! 


Because Keystone is a superior product—it lasts longer, 
costs less, and minimizes replacements and repairs. If your 
trade requires maximum rust-resistance—supply genuine 
Keystone Copper Steel. Shall we send booklets with 
the proofP Every hardware dealer should read them. 











We manufacture Sheet and Tin Mill Products for all purposes. Black Sheets, Galvanized 
Sheets, Special Sheets for stamping, Formed Roofing Products, Tin and Terne Plates, etc. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES: 

















Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
Export Representatives: Unitep States Steet Propucts Company, New York City 
Pacific Coast Representatives: Unitep STATES STEEL Propucts Company, San Francisco, Los Angeles, Porfland, Seattle 
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Patented Jan. 22, 1924. Accept no infringement or imitation. 


NO ODD LENGTHS 
LEFT OVER 


It comes on reels 


On most kinds of weatherstrip a lot of your profit 
is lost in the left over ends. Wirfs’ HOME 
COMFORT WEATHERSTRIP comes in one 
continuous length of 500 or 1000 feet on a reel. 
It is insulated with a rubberized material that is 
moth and vermin proof. It will not deteriorate 
with age. 


Carpenters and home-owners endorse this strip 
as the most practical and economical strip on the 
market. The HOME COMFORT WEATHER- 
STRIP when applied to doors and windows 
forms a contact that is weathertight, waterproof, 
fiexible, noiseless, and adjustable to wavy sur- 
faces and alignment: it is also rustless, contains 
no metal and is therefore non-conductive of heat 
or cold. 


This is the time of vear that home owners are making 
repairs and improvements. Get a reel of this weather- 
strip and display it on your counter. It sells easilv and 
pays vou a good margin of profit. Send for prices and 
samples. 


E. J. WIRFS 
128 S. 17th St. St. Louis, Mo. 


Sole manufacturer and patentee 


WIRFS’ 


HOME COMFORT 
WEATHERSTRIP 


Easy to apply—Simply tack on—Turn the corners. 











England As She Is Today 


(Continued from page 63) 





whenever I felt a little lonesome, I would just take a 
taxi and ride soméwhere for the fun of driving 
through the streets. _ 

However, I suppose you are bored with all these lit- 
tle details I have told you about Europe. I must tell 
you about conditions in England. 


Business Dull in England 


Business in England, both in a wholesale and retail 
way, is very dull. All the people, big and little, are 
hard up. The English have been taxed 80 per cent of 
their incomes. If you rent a house and pay, for in- 
stance, $50 per month rent, then your taxes to the Gov- 
ernment for being able to rent a house are also $50 
per month. 

Estates all over England are for sale. When you 
pick up the morning papers, for instance, like The 
Times, you can read page after page advertising es- 
tates and houses for sale. Judging by the number of 
rooms in the houses and the baths and the number of 
acres of ground, these estates seem to be wonderfully 
cheap as compared with our American valuations. I 
remarked about this to an English friend. “Yes,” he 
said, “but stop and think of the taxes in case you buy 
one of those estates.” It is a terrible pity but every- 
thing in England seems to be for sale—splendid collec- 
tions of paintings, of furniture, collections of all kinds 
of works of art. The English nation have been a 
money-making nation for centuries. Out of their 
profits they have collected in England all kinds of 
treasures. Now all of these things seem to be for sale. 
England today, to one who understands values, to a 
real collector, is a national bargain counter. 


No Chance to Reduce Prices 


I talked to a well-known English manufacturer about 
reducing the price on his line of goods. I talked about 
certain other foreign competition. He shrugged his 
shoulders and said—‘‘How can we reduce our prices 
and live? Raw material is no cheaper. Wages are no 
less. Production is no higher.” Then he went into de- 
tails and stated that the English workman was not 
trying to produce a greater quantity in the day’s 
work. He also stated that wages were regulated by a 
committee. On this committee were representatives 
of the employer, of labor and of the Government, This 
committee fixed the daily wages and nothing could 
change it. 

A few years ago I visited the home of this manu- 
facturer and he had a lovely place in the country. They 
had a number of servants. I visited this same manu- 
facturer again and I found he had sold his country 
home, was living in a small place in the suburbs of 
London and his wife and daughters were doing their 
own work. 

No Fixed Prices on Merchandise 


-In a show window in Piccadilly I saw a dress suit 
case I liked. It was not priced. I entered the shop, 
one of the oldest in England, and asked the price. It 
was too high for me. I started to walk out. The 
clerk, a white-haired man, said—‘“If that is too much, 
how much will you pay? Make me an offer.” Never 
before in my life had I had this experience in a first- 
class English shop. I made him an offer and he im- 
mediately accepted it. I remarked to him that this 
was unusual. “Yes,” he said, “it is unusual but busi- 
ness is terribly dull and we need the money.” 
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I went into one of the leading jewelry shops in Lon- 
don. I wished to bring home a peace offering. I 
picked out the article and was given a price. I made 
a counter offer and it was declined. Then this shop 
keeper, he happened to ,be the head of the business, 
said to me—“You are a merchant. You understand 
we must make some profit in business. If you will 
pay me 10 per cent profit on this piece of jewelry I 
will show you my original invoice and sell it to you on 
that basis.” I agreed and I bought the piece of 
jewelry. I never had that happen in England before. 


The Colonies and the National Idea 


One night I had a long talk with one of the leading 
English advertising men. He talked very frankly 
about English conditions. He told me how hard hit 
they were by taxes and by the falling off in the profits 
of shipping and their foreign trade. Of course you 
know the English depend almost entirely on their 
foreign trade for their existence. This advertising 
man told me a very significant thing. He stated that 
the English colonies years ago only produced raw ma- 
terials. They shipped these raw materials to England 
and exchanged them for manufactured goods. The 
great profits of England have always been on manu- 
facturing. Now, he said, the great colonies of Eng- 
land had developed into almost independent nations. 
They had developed the national idea and one of the 
strongest ideas that they all had was to do their own 
manufacturing at home. He said they were starting 
their manufactures in a large measure with their own 
capital, entirely independent of the mother country. 
It was his idea that in the next quarter of a century, 
we would see the population of England starved away 
from England into their own colonies and other parts 
of the world. He believed that England would have 
great difficulty in maintaining her position as the 
great manufacturing nation of the world. “However,” 
he said, with that optimism that Englishmen always 
have and with a twinkle of the eye, “as long as we can 
control the raw materials of the world, we will not be 
completely down and out.” Then we discussed En- 
gland’s policy of controlling raw materials. That has 
been one of her fundamental trade policies for a hun- 
dred years. 


English Banks Doing Splendid Work 


The English banks have been doing splendid work 
in helping England. I talked to a manufacturer who 
has factories both in England and in the United 
States. He told me that since the war he had gone 
through some very hard times in both countries. He 
said he found it much less difficult to obtain money 
from his English banking connections for his English 
factories than from American banking connections for 
his American factories. He said in America all the 
banker looked at were liquid assets as compared to 
liabilities. . An American banker considers buildings 
and machinery as just so much mortar and bricks. On 
the other hand, said this manufacturer, the English 
banker in deciding upon the credit of a concern is 
willing to take into consideration the amount of money 
they have invested in plants and machinery. 

In London most of the plays seemed to be American. 
Practically all of the movies were American. I saw 
Lillian Gish weeping all over the Strand just as she 
does on Broadway. However, what surprised me most 
was to see a great number of people on the trains and 
in the subway reading American magazines. 
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CORBIN 


SCREW 
PRODUCTS 











Wood Screws—Macnine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 

Bolts — 

Nuts—Escutcheon Pins 

—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 


Agriculture 





furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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JUNE—the “Gifts of Utility” Month 


UNE is an eventful month in the 

lives of many people. During this 
month schools and colleges close 
and weddings are in order. Friends 
scurry around trying to find suitable 
gifts for the bride and presents for 
the graduates. The hardware mer- 
chant has hundreds of items that are 
less expensive, more appropriate and 
many times more welcome than can 
be found in any other kind of a store. 

The illustration of the Richmond 
Hardware Co., Clarksville, Tex., 
shows a typical June window. Cut 
glass, silverware, manicure sets, 
clocks, stem ware, fancy goods, etc. 
Any of these items are ideal gifts 
for either bride or graduate. 

The boys are not forgotten by Mr. 
Richmond. There are tennis goods, 
\aseball equipment, safety razors, 
wcketbooks and bill folds and fish- 
ng tackle. These are the right 
‘ings for the boy graduate. 


BOVE is shown 

the way in 
which the Rich- 
mond Hardware Co.., 
Clarksville, Texas, 
plays up the gift 
idea. Something for 
all the family here 


‘ sreecyeeeress coeee 


Mr. Richmond holds his silver de- 
partment very highly. He has built 
up a fine volume of sales and the 
margin of profit is quite satisfac- 
tory, in fact so much so that he has 
become an enthusiast on this line. 

The Schroeter Bros. Hardware Co., 
St. Lous, Mo., never lets this month 
go by without a big appeal to pur- 
chasers of gifts. A bouquet of flow- 
ers gives a summer touch to the 
entire display and the merchandise 
ranges from pocket knives, watches 
and other serviceable hardware to 
electric appliances and kodaks. There 
is a gift suggestion in this window to 
fit everybody’s pocketbook. The big 
feature is the fact that each item in 
the window is priced on a special 
price tag. 

Another June window which is 
designed to appeal to young people 
who are furnishing new homes is 
shown in the accompanying illustra- 
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tion from R. C. Freihube, Milwau- 
kee, Wis. Cutlery, enamel and alum- 
inum ware, flour and cake boxes, 
stoves and bird cages attract the 
attention. The very pleasing effect 
of the wall papered background gives 
the entire setting a kind of “homey” 
appearance. The flowers add the 
color and make the display suggestive 
of the June bride. 

These three hardware firms have 
approached the June gift season from 
three different angles but all of them 
are effective. Many hardware mer- 
chants send circular letters to pros- 
pects regarding the gifts they have 
suitable for these two occasions. 
Others advertise widely, with a spe- 
cial price here and there to make it 
attractive. 

Many of the hardware dealers who 
specialize in good china and silver 
departments keep records as to the 
patterns the prospective bride has 





T the left is a 
June display of 
Schroeter Bros. 
Hardware Co., St. 
Louis, Mo. The June 
bride will find many 
interesting items 
here 
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Note under the microscope how 
the fibres of Richardson felt inter- 
lock to catch and bind the asphalt 
into a solid weather-proof armor. 
Billions of these tiny sinews give 
this roll roofing super-endurance 








y this roll roofing 





is easier to sell 


ae ee 
Cee SAS 
“ eh 


You know that it is easy to sell a 
man something that he wants. 
When your customers buy roll roof- 
ing they want a product that is 
built to last. That’s just what you 
can offer them in Richardson Rub- 
bertex Roofing. A real story of un- 
usually strong, durable inner ma- 
terials, plus a better way of laying 
makes the selling of Richardson 
Rubbertex exceptionally easy. 


Why it wears longer 


The inner foundation of Richardson 
Rubbertex Roofing is Richardson 
felt, which has excelled for more than half a century. 
And the waterproofing for this sturdy foundation is 
Viskalt, unusually durable because it is 99.8% pure 
bitumen, especially vacuum-processed. 


Rubbertex is equipped, moreover, with Pyramid 
Kaps for laying. They do away with buckling on 
laps and flashings, which experienced roofers claim 
is responsible for 90% of all leaks in a prepared 
roofing. Instead of centering the pressure on each 
nail, Pyramid Kaps distribute it evenly and con- 
tinuously along the entire length of the lap to seal 


and leaking 





Note how the Pyramid Kaps 
center pressure evenly on laps. 


They do away 


In addition to having the quality 
that makes for repeat business, 
Richardson Rubbertex Roofing is 
partly sold to your customers be- 
fore they enter your store. Per- 
sistent, concentrated advertising 
makes them prefer Richardson 
Roofing products. 


More selling help 


During 1923 a new and powerful 
advertising campaign, largely in 
color, brought an almost unbeliev- 
able increase in sales to dealers 
handling Richardson Roofing. And 
they will have the benefits of a 1924 campaign 
greater than ever before. 

Why not share this business in a big way? Write 
us now for details and samples of Rubbertex Roof- 
ing. We will send you information on Lok-Top 
Shingles and Viskalt Paints and Cements, other 
Richardson products which are making profits for 
hardware dealers. 


CYke RICHARDSON COMPANY 
Dept. 61-G Lockland (Cincinnati), Ohio 


with buckling 
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it against the weather. Chicago New Orleans New York City Atlanta Dallas 


RICHARDSON 
RUBBERTEX ROOFING 


© 1924, The Richardson Company 
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June brides are always interested in kitchens, and R. C. Freihube, Milwaukee, 
Wis., makes it a point to cater to that interest 


picked out as well as the various pur- 
chases which have been made. Cus- 
tomers appreciate this kind of ser- 
vice and form the habit of going 


down to help fill up the set of dishes 
or the chest of silver. One Michigan 
dealer invites all prospective brides 
to the store to look over the stock of 
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china, glassware and silver so that 
they can show their preference. 
Knowing this the dealer can be 
guided accordingly in suggesting 
merchandise to guests who come for 
gifts. 

June offers the hardware dealer an 
unusual opportunity of selling “Gifts 
of Utility” and they open up many 
avenues of sales for complete out- 
fits from stoves, washing machines, 
vacuum cleaners all the way through 
the line of kitchen and household fur- 
nishings. 

This month offers the opportunity 
of making sales for the graduates 
which will place reliable and useable 
gifts in their possession and turn 
them into steady and satisfied cus- 
tomers. 

June was made for the hardware 
dealer. He has his spring lawn and 
garden merchandise, wedding and 
graduation gifts, housecleaning sup- 
plies, clean up and paint up material, 
eanning supplies, fishing tackle, 
sporting goods and housefurnishings. 


England As She Is Today 


I drove out to the great Wembley Exposition. It 
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France and Germany are better off than England. In 








was not half finished. The Englishman who took me 
out there was afraid it was going to be a horrible 
frost. He said he hoped they would pull through with- 
out being the laughing stock of the world, but he said 
they had had so many labor strikes and so much 
trouble that many concerns who had agreed to take 
part had become discouraged and either had cancelled 
their arrangements or were only attempting to put up 
a modest show of their goods instead of a very elab- 
orate one. Judging by the progress of the work, it 
struck me the exposition would not be ready until 
some time next September, 


London Prices Very High 


Prices in London are very high. Hotels are high. 
Food is high. A great many things that we used to 
buy at a low price in England have all been so much 
advanced that you are really better off if you buy them 
in America. The only things that seemed to be low 
as compared with our prices were clothing and hats. 
You can still get a suit of excellent material, made to 
order, in London at from $25 to $50. You can still 
buy soft and stiff hats at just about half our prices. 

I will not attempt in this article to go into the social 
changes in London. They are almost impossible to 
believe. I wish to take off my hat to the English as 
the best sports in Europe. It is simply wonderful how 
cheerfully they are standing up against one of the 
hardest deals the world has ever seen. 

I do not hesitate to say that in my opinion, both 


fact, from an industrial and financial point of view, 
the French people today are actually very prosperous. 
Their Government is broke. Germany, while having 
her difficulties, as a matter of fact, has paid off all of 
her internal obligations and fundamentally is in fine 
condition. As I have said before, the Germans will 
come back quickly but I think our good friends the 
English will have a very hard time getting all their 
affairs straightened out. It seems to me in England 
I saw the strange anomaly of a conquering nation be- 
ing worse off than the conquered. 


The Dawes Commission 


I have been asked—“What about the Dawes Com- 
mission?” This commission gave out the result of 
their investigations and their plan just at the time I 
left Europe. I understand their suggestions have 
been well received. At least I know one thing and that 
is that Europe is in a state of mind to grasp at straws. 
I believe that even Germany is anxious to have some 
plan by which world affairs can be straightened out. 
I fear, however, that the trouble will not come from 
England or Germany. It will come from France. The 
French people are too prosperous and well fed to be as 
anxious for a settlement of present conditions as the 
other two nations. 

With this article I suppose you will rejoice at my 
finishing my European experiences. I have now re- 
turned to my desk and my future articles will get back 
to the old story of—“Vot ve vant is orders!” 
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TIRES and TUBES 








OSSIBLY you have no- 
- ticed that the men you 
see using Hartford Cords 


have settled on them per- 
manently. 


Hartford Cords always 
sive more service than is 
expected. 


In 30 x 3% inch size the 
New H-Tread Clincher Cord 
is an outstanding value. Hart- 
ford dealers find it a ready 
seller to owners of light cars. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York 
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RIGHT NOW— 
sell flashlights 
to vacationists 


IN OUR national advertising, we are em- 
phasizing the vacation idea—pointing 
out that a vacation without a flashlight is 
like a fishing-rod without a line, or a rifle 
without ammunition. 

And, it’s a fact! 

Dress your window with vacation ne- 
cessities and feature Eveready Flash- 
lights as a suggestion that people put 
Evereadys “‘in the grip for the trip.”’ 

When they come in for vacation 
equipment, be sure to suggest Eveready 
Flashlights and a good supply of Eveready 
Unit Cells. ‘The newly designed line of 
flashlights gives them 22 types from which 
to select. Ask your jobber. 


Manufactured and guaranteed by 
National Carbon Co., Inc., New York—San Francisco 
Canadian National Carbon Co., Limited, Toronto Ontario 





FLASH LIGHTS 
&’ BATTERIES 


-they last longer 
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Sell This 
Idea and You 
Sell Sets of 
Wrenches! 





Get the Biackhawk sell- 
ing habit. “When you 
see a ‘Hex, think of 
Blackhawk” —and_ pass 
the thought along. Sell 
Blackhawks by the set— 
make more profit on 
each sale. Let these dis- 
tinctive, husky black 
wrenches—all black !— 
help loosen up business 
for you. 







When You 
See a “‘Hex”’ 
Think of 
Blackhawk! 






Remember—by all tests, 
Blackhawks are better 
wrenches. Every socket 
is exactly 1/64” oversize 
—mechanics appreciate 
that. 


Use them yourself—and 
sell sets of them! 
JOBBERS: Write for 


catalog and discounts. 


AMERICAN GRINDER MFG. CO. 


Dept. E Milwaukee, Wis. 
Sales Department 
C. N. & F. W. Jonas, 


Chicago, Los Angeles 





Part of Blackhawk Display 
No. 200—includes 36 Handles. 
84 Sockets, 2 Univ. Joints, 2 





.D. Ratchets—124 pieces. 
List price $80.00. Libera] 
dealer’s discounts. Attractive 






4-color board free to dealers— 
it sells the goods. 
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_ these orders were waiting for. 





BLACKHAWK | 


Welded@wrenches 





SALES DEPARTMENT: C. N. & F. W. JONAS | 
Chicago — Los Angeles 
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How could he sell so many goods and still sit in that 
chair batting flies? I inquired of our clerks who made 
up the salesmen’s sales. They assured me he passed 
through the orders. I inquired of our bookkeepers 
and they told me there was no doubt that they entered 
the amounts of his sales on the ledgers. I said to my- 
self—“I guess this is all right but it is a miracle. He 
is the most remarkable salesman I have ever known.” 
Several months passed and every time I looked at this 
statement, I wondered. One day I happened to be in 
the mail order department and I saw a stack of mail 
orders in a neat little pile, all from the State of 
Missouri. I inquired from the mail order clerk what 
“Oh,” said he, “we 
are going to pass them up to Mr. Z. You know, he 
gets all the mail orders that come from the entire State 
of Missouri.” The mystery to me was explained. I 
immediately changed the arrangement. After that the 
Missouri mail orders took their regular course through 
the house. Mr. Z.’s sales shrunk at once to about $1,500 
per month. His salary was entirely too high for this 
amount of business and after a few weeks he resigned. 


No Idea of Discipline 


Then the ideas of discipline in the old Shapleigh 
business were not quite what we had been used to at 
the Simmons Hardware Company. People got down 
in the morning just about as it suited them. They 
got up and walked out during business hours just 
about when they pleased. They took an afternoon off 
almost any old time. All this was very delightful and 
pleasant but as our new crowd were now working 
three and four nights per week, as we had every dollar 
in the world invested in the business and as we had 
to win out or go broke, all this delightful good nature 
and these easy-going methods hardly struck us as 
being productive. 


Penalizing Tardiness 


In order to get our officers down promptly in the 
morning, we arranged a little hat pool. Any officer 
in this pool who was not down by 8 o’clock went to a 
certain stenographer and gave her $1. At the end 
of the month we divided the number of dollars by the 
number of officers in the pool. Naturally the man who 
was down promptly every day was smoking at the 
expense of his fellow officers who had more difficulty 
in making the grade! This was a little plan that 
worked for a long time and it worked very well. 


Everybody Falls in Line 


We were on the job and naturally some of our heads 
of departments and executives, seeing us down when 
they arrived, managed to change their morning habits. 
Slowly the entire organization got to work early. 
Allow me to say here in passing that it is my opinion 
that one hour in the morning in business is worth 
two hours in the afternoon. This can easily be ex- 
plained—mail, orders and everything else must pass 
through the executives in the morning before it goes to 
the others in the business. If all this matter is delayed 
in getting out through the house, naturally the entire 
organization is behind-hand. 
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| Magnets That Attract 


Customers to 
Stores A Notable 





ERE are a few of the things used by various ° 
hardware dealers to draw people into their stores. Warren Achievement 
The stores that have the most reasons for people 
visiting them are the ones that get the big volume of “From Plans to Completed Store’’ 


the community business. These following points are 
all proven out, and they make good trade magnets: 

J. W. Tilton, Carlisle, Ky., keeps ice water handy 
for all of his customers, and he says it pays in sales. 

The 555 Garage, Little Rock, Ark., employs a colored 
maid at its filling station to serve ice water to all ladies 
in the automobiles which are driven in for gas and oil. 

P. Moritz & Sons, Tipton, Kan., publishes daily in 
a conspicuous place in the store a radio market report 
for the farmers. The information is printed on a 
manila card 9 x 534 in. The last census report for this 
town was 230 people. 

Hamp Williams, Hot Springs, Ark., has a drinking 
fountain in the front of his store. On one side is a 
plate-glass mirror for the convenience of people get- 
ting out of vehicles or passing along the sidewalk. 
On the other side is a large blackboard where any 
person may advertise produce or stock or other items 
for sale or can make known his wants. Mr. Williams 
has traced many a “nice” sale to these “magnets.” , 

Smith Hardware Co., Keokuk, Iowa, posts the insta: Witter: Olan: Memes 


weather report on the front door each day and the 
Weed & Company 











number who stop to read it is surprising. 

W. E. Barnes, Inc., Memphis, Tenn., has placed a 
free scale in the entrance of their store. So many 
people use it that they have never been able to get any 





accurate records as to the number. Buffalo, New York 
Other dealers have built special desks for the hold- 

ing of phone books, telephones, city directories, auto ° 

road maps, time tables, etc. Many of them have special] Completely Equipped 

bulletin boards for the show cards announcing the with 

coming attractions, meetings, lectures, entertainments, 

oa WARREN FIXTURES 





: Mr. Shelton Weed, President of Weed 
Uses Display Platforms for & Company, wrote us under date of Jan- 


Seasonal (Goods uary 4th, 1924, as follows: 


“We desire to notify you that the installa- 


T was ongges Ss gp gp og at peg 7 re tion of your fixtures in our new store has 
t wit "ais r x srseonetetiened y anne a "i ee now been completed and it gives us great 
Ce ee en See — pleasure to express our complete satisfac- 1 
stores are bringing these platforms back into play with Shien 


very good results. The Smith Hardware Co., Keokuk, 
Iowa, uses these platforms to display coaster wagons, 
chicken waterers and wheel goods. Lawn mowers and 
other types of spring merchandise are very easily kept 
in shape on these platforms. 


“The workmanship and finish are beyond 
criticism and you have proven that we did 
not err in placing ourselves in your hands.” 


‘“‘There Is No Substitute for Warren Fixtures’’ 





Charcoal Profits J. D. Warren Mfg. Company 


159 No. State Street Chicago, Illinois 








OM NICHOLS of the Nichols Co., Burlington, 

Iowa, keeps a good supply of charcoal on hand at 
all times. During the year he will dispose of about 
$150 worth. It is used in the fall to start fires in stoves 
and is in steady demand by sore artisans for fire pots. 
Then it is also used for water filters and there is an 
increasing sale for chicken and hog feeding. 
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Washington News 


(Continued from page 62) 








of postal employees. Their compensa- 
tion has been the subject of several re- 
cent legislative acts and adjusted to 
scales of pay as favorable as any in the 
public service. 

“The act of July 2, 1918, increased 
the compensation of clerks and carriers 
in post offices and railway postal clerks 
$200 a year, and rural carriers $240 a 
year. In addition there were increases 
in compensation to a large number of 
the supervisory force. The act of Nov. 
8, 1919, further increased the compen- 
sation of postal employees from $100 
to $200 per annum. This was followed 
by the act of July 5, 1920, which pro- 
vided further increases in compensa- 
tion, ranging from $200 to $300 for 
clerks and carriers and railway postal 
clerks, and $260 for rural carriers. Sub- 
stantial increases were also provided 
in the salaries of the supervisory force, 
ranging from $200 to $600 a year. 

“The effect of these increases in sal- 
ary grades over those for the fiscal year 
1918 was an increase vf $600 to clerks 
and carriers in post office, $500 to rail- 
way postal clerks and $600 to rural 
carriers.” 


Plenty of Good Men for Jobs 


The President also emphasized the 
fact that there is generally no difficulty 
in obtaining lists of eligibles to fill all 
vacancies, there being now approxi- 
mately 6000 eligibles on the Civil Ser- 
vice list to fill vacancies in the railway 
mail service, with no less than 25,000 
applicants for the last examination for 
these jobs, which are regarded as the 
most difficult and dangerous in the ser- 
vice. In conclusion the President said: 

“The Post Office Department is now 
engaged by direction of Congress in a 
cost ascertainment for which half a 
million dollars was appropriated. This 
inquiry has been prosecuted with dili- 
gence and is nearing completion. When 
the results of this inquiry are available, 
they will form the basis for an intelli- 
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gent consideration by the Postmaster 
General and by Congress of all ques- 
tions relating to the adequacy of postal 
rates. They will afford a proper basis 
for consideration of the relation of the 
cost of the Postal Service and the reve- 
nues derived therefrom. 


“The time has arrived to consider 
putting the Postal Service on a sound 
business basis, so far as expenditures 
and revenues are concerned. It is ap- 
parent that the matter of increasing 
the salaries of postal employees should 
be considered in connection with the 
ways and means whereby the postal 
revenues may be correspondingly in- 
creased, not apart therefrom. This re- 
port will be available when the Con- 
gress convenes in December, and this 
matter can then be considered.” 


Express Rates Go Higher 


The express companies have won a 
signal victory in the contest with ship- 
pers that has been waged for several 
months before the Interstate Commerce 
Commission. In an order promulgated 
on the 9th instant, the Commission 
has authorized general increases in the 
eastern zones approximating 8 per cent, 
with slight reductions in the West and 
South. 

The decision was the result of a gen- 
eral investigation by the Commission, 
in which representatives of State rail- 
road commissions participated. Wide 
differences in rates -between the south- 
ern, middle western, Rocky Mountain 
and Pacific Coast zones were ordered 
brought more nearly to a common level. 


Fixing the basic rates of 1912, the 
Commission proceeded on the theory 
that the cost of transporting express 
in western and southern territory was 
more expensive than in the East. The 
investigation resulted in a change in 
that theory, it having been shown that 
the cost in the East is higher than in the 
West, because of extensive free delivery 
systems and extra terminal service at 
eastern points, which is not given so 
generally in the West. 

The present rates have the 1912 rates 
as their basis and include several hori- 
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zontal increases which#li@ve been 
granted since 1918. wee’ 

Important Changes in Schedules 

The basic rate for the first fifty miles’ 
haulage in eastern trunk line territory 
is now approximately 15 cents. In- 
creases have brought it to 24 cents. 
Under the readjustment the rate would 
be approximately 26 cents. The south- 
ern basic rate of 20 cents, which was 
horizontally increased to 30 cents, would 
be decreased to approximately 28% 
cents. 

In the prairie States the basic rate of 
24 cents, which was horizontally in- 
creased to 35 cents, would be read- 
justed to about 30 cents. The mountain 
territory basic rate of 28 cents, in- 
creased to 38 cents since 1918, would 
be brought down to approximately 31 
cents. The west coast rate of 24 cents, 
horizontally increased since 1918 to 35 
cents, would be reduced to about 31 
cents. 

Coming events cast their shadows be- 
fore. While it is not believed that 
Congress will override President Cool- 
idge’s veto of the postal salaries in- 
crease bill, it now seems more than 
probable that a measure more con- 
servative than the one rejected by the 
President will be enacted next winter 
and that it will provide for the raising 
of additional postal revenue by boost- 
ing postage rates, especially the parcel 
post. 


Would Increase Parcel Post Rates 


The Postmaster General is willing 
to increase the postal pay by some $35,- 
000,000 provided Congress raises post- 
age rates to that amount. An increase 
of 3 cents per package on parcels would 
more than do the trick, and conserva- 
tive members of both Houses are pre- 
pared to favor this plan. 

It is apparent, therefore, that the 
shipping public must prepare to pay 
higher parcel post as well as express 
rates after Jan. 1, next. Naturally the 
big mail order houses will be hit the 
hardest, but the average retail mer- 
chant will find no cause for grief in 
this fact. 





Puts Sandpaper Near Nail Counter 


HERE should be a logical place 
in every hardware store for each 
line of merchandise. Without ques- 
tion, it costs a dealer money when he 
merely puts goods away in any space 
that happens to be unoccupied. 
Wolf, Kubly & Hirsig, Madison, 
Wis., has put the sandpaper and 
emery cloth rack right beside the nail 








trerenee tietsene 


counter. There are a great many 
times when the two items sell to- 
gether, and often the sale of one sug- 
gests the other. Other merchants put 
sandpaper close to the paints and 
brushes, and there are many who see 
that paints, sandpaper and brushes 
are not a great distance from the nail 
counter. It is only natural to sug- 





Ok 


gest paint with nail sales because the 
dealer has an automatic tip that 
something is going to be built or re- 
paired. 

Handy stock saves a great many 
steps. Companion or associated sales 
swell the volume of business, and the 
increased profit is always welcome to 
the dealer. 
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“All things are engaged in writing oa. 
their own history. . . . | 
Every act of the man inscribes itself 
in the memory of his fellows and in 
his own manners and face.” 
—EMERSON. 














No. 3548 ae — 
rass, Highly 
Opal Gines Polished, 
Combination Heavily Nickel 
Plated 


“Ringco” Bath Room Fixtures 


The American Ring Company has been en- 
gaged in the manufacture of Bath Room 
Fixtures for Thirty Years, specializing in 
Solid Brass, Heavily Nickel Plated lines. 

Brass has proven to be the most practical 
metal for endurance, service and satisfaction. 
For centuries Brass has played an important 


AMERICAN RING COMPANY 


part in the history of Builders’ Hardware. 
Today there is no one item the Dealer can 
offer that will outlive the usefulness of 
Brass. No article that emphasizes more 
strongly, “That it will never rust!” 

Write for copy of our Catalog. Nearest of- 
fice will supply it. 


Branch Offices: Boston—<170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. Chicago—29 E. Madison St. 





WATERBURY, CONNECTICUT 
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“There is likewise a reward for faithful 
stlence.”—Horace. 
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oer HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Company 
Erie, Pa., U. S. A. Warehouse 
74 W. Lake St., Chicago, Hi. 


Warehouse 


45 Warren St., N. Y. 
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Levels That Gain the Mechanics Endorsement 


Peerless Levels represent the features of exacting workmanship, quality and reliability 
that appeal to the mechamc. The wood used is thoroughly seasoned and preserved 
with waterproof material. Easy reading glasses. Solid set vials. Level glasses are 
set in patented metal sockets, exclusively a Peerless feature. 


Oval Openings Painted White have made PEERLESS LEVELS popular. 





Pine center with outer edges of hard- 
wood. Brass end plates. 
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PEERLESS 


om enti ete e 


PAT. DEC.3. 191 
S 8 










—MASON’S— 
—PLASTERER’S— 


—CARPENTER’S— 
—BRICKLA YER’S— 











No. 5 Hard Wood Carpen- 
ter’s Level. Brass End 
Plates. One Plumb 
glass at each end. 
Same lengths as 
No. 550 Level. 


No. 550 Brass Bound Car- 
penter’s Level. Has 
Piumb Glasses at 
each end. 
Lengths: 24”, 
30”. 

















PEERLESS ALUMINUM LEVELS 


12”-18”-24” have single plumb each end. 
24”-26”-28”-30”" are made with double plumb. 





COLLATERAL 













“Perea 


QUA AME A nN MU 


The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/is home. 


He isn't so hard to please—just a little economizing, doing 


his own repairs during the week-end and depending on 
his home-town dealer for supplies—and advice. 


If you pass his home sometime this Spring look over his 
rescreening job. “Perfect’’ was a good selection. You 
will be glad you recommended it. 


Your Jobber stocks “Perfect.” 


UTTER UU LL LoD 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 





IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC MONEL WIRE 


STEEL WIRE 





: STEEL AND BRASS SCRATCH 
BRIDGEPORT, CONN. 
RESISTANCE WIRE SEPORS BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George <=. Quigley, Detroit. 
Dan M. Pell, Dailas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 


-— 























BYGUMAGRAM 


200%, PROFIT ON ONE! 
175% PROFIT ON MORE! 


Are YOU interested? 
Then send 25c in silver or postage stamps, and we will 


send you ONE— 










Post Paid. 





You will sell it for 75c. 


Then you will order by the dozen at $3.50 and sell 
them for $9.00, by Gum! 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 


HORATIO S. EARLE 
President and Sales Manager 
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A 
drill. 





over all 91~”. 
This drill displayed in your window on the special display box will appeal } 
instantly to Radio Fans and any other lovers of high grade tools. The 
beautiful finish and high class workmanship, combined with the 
“YANKEE” quality, will sell it to all tool lovers at all seasons of 


“YANKEE” RADIO DRILL NO. 1431 


Specially Designed for Radio Work 


beautifully balanced, small, powerful 
Geared 4 to 1 for speed. 
special Radio Chuck 9/32” 
take the largest drill points usually fur- Z 
nished with the Radio Drill Sets. A 


Weight 1% Ibs. 


the year. 


capacity, to 


NORTH BROS. MFG. CO. 





. 
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Length 


Your Jobber can supply 
Philadelphia, Pa. | 

















Stocks and 
Holds the 








Factory and Main Office 
Bridgeport, Conn. 


TRUMP CARD 


The Armstrong Mfg. Co. 
New York Office 


The Dealer that 


stocks 





ARMSTRONG 


Dies 





248 Canal St. 





FORSTNER 
Labor Saving 


AUGER BIT 








Bores Any Arc 
of a Circle 










Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 












Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


















No. 213. 6” Wide. 


Wiebusch 


and 


Hilger Ltd. 


i Agents 


New York 








106 to 110 Lafayette St. 





Wm. Rose & Bros. 


Sharon Hill, Pa. 


“You always come 
back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 
Plasterers’ Convention. 





No. 113. 542” Wide. 
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A hundred distributors ready 


to fill your orders for 
this hot weather special 





The best little fan 


Northwind, the best little fan—a guaranteed fan that re- 
tails for only $8—a fan made by Emerson, leading fan- 
maker for 30 years. 


Northwind—an 8-inch fan with two speeds; 110 volts 








The Northwind ae 2 i Rintaraper — base; mat brass finish. 
Displa | indow display and sales helps free. 
isplay Thete’s a 10-inch Northwind, too—a 3-speed oscillator ; 
shows the fan blades in mat brass, base in dull black. 
—suggests action “i 
——tells the price Winners, both! 
eer ee There’s a distributor near you! Write for his name! 


makes the sale 





The Emerson Electric Mfg. Company 


50 Church St. ; se 
New York City 2018 Washington Avenue St. Louis, Mo. 
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HACK SAWS 














Walden-Worcester Display 
Boards Will Make Money | 


for You 






The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x I’. 


~~ * 


It will hang on a wal! or on 
a post. | 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Such popularity must 
be deserved 


Whether you are a large or | 
small dealer, you will find |} 
our display boards profit- 


WE HAVE SOMETHING TO TELL YOU ABOUT HACK SAW able. 


BLADES. WRITE FOR BOOKLET. 


CLEMSON BROTHERS, Inc. - 
Middletown, N. Y. 


Walden-Worcester 
INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 
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SCREWS 


ulelalabalslidalal 














SPECIAL 
RIVETS 











Inlokrihtts= 


itey. U. 3. Patent Office) 





° WOOD SCREW CO. 
Continenta New Bedford, Mass. 




















Poth 
Practical 


and 
Please the Profitable 
Particular 


O keep your stock neat and readily 
Made Entirely of B Wisin. get one of these attrac- 








Drop-forged, high - grade Tool tive display cases of 
Steel, tougher, stronger, more dur- 
able. Correctly hardened and Oil- 


drawn. 


A&E 
FOLDING RULES 


They are well made, of metal, Cincassian 
walnut finish, and hold an assortment of 
three dozen rules. Free with a _ stock 
order of not less than one gross of 
assorted rules. 


Full Polished—Semi-Polished 

(Semi-polished has highly polish- 
ed head with satin black handle, 
rust proof finished.) 


Write For Complete Catalog. 


Manufactured and Guaranteed by 
DIAMOND CALK HORSESHOE COMPANY 
DULUTH. MINN., U. S. A. 


Send for latest Price List. 











Diamond Tool Steel Wrenches Make Fast Friends Fast « KEUFFEL & ESSER Co. - 
NEW YORA 127 Fulton St. Garerel Office and Facterves HOBOKEN, N.S. 
16-50 Dearne §— SIT Loma Sh SO Senko) Sate M 


Daring Males “Mathematical nd Savers Measuring Tipe 














G-W Ice;Tools for Every Purpose 


| Di hagete type of tool used in the ice business is built 
by the Gifford-Wood Co. All G-W Ice Tools are 
ruggedly constructed and absolutely dependable in service. 
Over 100 years’ experience are built into every one. 


Catalog No. 8o, describing the complete line, will gladly 
be sent to you on request. 


Main Office: 7 HILL ST., HUDSON, NEW YORK 


New York Chicago Boston Pittsburgh 


WO oO 


AND TOOLS 





STRONGER 
LASTS 
LONGER 


ICE HANDLING MACHINERY 





Ice Creeper, Style A 


G-W Boston Tongs 
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Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory 
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Eastern Display Rooms 
; —————————— —————————— 700 Wabash Ave. 20 Vesey St. 
Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. Montpelier, Ohio New York City 











TREMONT NAILS 





Trade Mark 





Wood Screws, Machine Screws, 
Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 
Nuts, Rivets, Burrs, Specialties 














Sell the Tremont Brand 





To sell Tremont Nails means to sell satis- 
faction and true value to your customers. 
Tremont Hardened Steel Cut Nails are 
made from high carbon steel, carefully 
tempered. They are scientifically designed 
to drive without splitting the wood and 
without bending or twisting. They are 
clean cut and always uniform in weight, 
; shape and size. They are popular with 
poe 3 ; hy 3 carpenters and all who have occasion to use 
cut nails because they are easy to work 
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with, and they hold everlastingly. 
RUE economy in the selection of Screw or Bolt Products 
If value-giving is your best sell- 
consists in using those that are exactly suited for their ing policy, Tremont Hardened 
particular service and that possess unancelied quality and par be — should be on 
€ives. 
accuracy. 
7 
REED & PRINCE MFG.CO. esee 205 Lincoln St., Boston 


WORCESTER, MASS..U.S. A. 


WESTERN BRANCH ar CHICAGO- 121 NORTH JEFFERSON ST. 


~ 











“IT’S MORE THAN JUST A RAKE” 


“OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 


Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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BOX STRAPPING |) fog 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
the nails from slipping in wre Round edges 
of strap do not cut the han 


THE STANLEY WORKS 


New Britain, Conn. 
New York Chicago San Francisco Los Angel 
Seattle - 
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Manufacturers of Wrought Hardware and Oarpenter’s Tools 
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A Profitable 


« 
Line 
to add to your stock now ana 


one that will build your sales 
rapidly at a small investment is 


DIETZGEN | 


Drawing Materials 


Many of your customers buy 
Instruments, T Squares, etc. 


Get their business by a display 
in your window or show case. 


és 

















Drawing Tables, 
Boards, Scales, Watch the results! The trade 


READIN G i ge saa obtained will quickly provethe } 
merits of DIETZGEN goods. | 


CUT N AILS Instruments, etc. : 


Catalog and discounts on request 


Buy them by the keg EUGENE DIETZGEN CO. 


' Right goods at right prices 
continuously sit since Year 1885 


READING IRON COMPANY cases Has Vo Phindlhia Wasnt 


; factory: 
New a a burgh Chicago, Illinois 








Reading, Pennsylvania 




















Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 


The above tools will please your customers as well as our famous Round and Oval Punches. 


Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products 


We stand back of every tool we make, Try us. Write for Catalog and Prices. 
C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














Moore White Enamel Household Thumbtacks 


RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable eovers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 
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Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 





WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 











General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 
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WE COULD NOT 


Improve the Whipwell 


SO WE IMPROVED THE 
METHOD OF PACKING 





Runs Like a Watch 


Light But 
Unbreakable 


White Enameled 
Handles 


Each Packed in 
Sanitary Carton 























ORDER FROM YOUR JOBBER 


or 


C. H. & E. S. GOLDBERG 
585-591 Hudson St. New York, N. Y. 
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Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either imside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


NDEPENDENTIOCKCO,.@® 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locke, Padlocks, and Key Blanks. 



























Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 
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There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 


stalled by 

KIMBALL BROS. CO. 
0000-00 9th St. Council Bluffs, lowa 

KANSAS CITY DULUTH 

DETROIT MINNEAPOLIS 

SOUTH BEND ENVER 

ST. LOUIS SALT LAKE 

CLINTON DALLAS 

DES MOINES OKLA. CITY 

NEW ORLEANS FORT SMITH 





Se 
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There are profits, Mr. Hardware Man, in Jiffy 
Blow Torches! Sell them to the tinker, the 
radio fan, the all around handy man—every 
body! And every man with a home, a work 
shop, or a place to tinker, needs a “Jiffy.” 

$2.50 is a mighty small price to sell a com- 
plete soldering outfit for, isn’t it? Yessiree! 
But that’s what sells “Jiffy” so fast. And there 
is a real liberal profit in every set. 


Write us and let us tell you about “Jiffy” 
and “Jiffy-Profits.” 


Apex Stamping Company 


Deptt BIZ Riverdale. Ill. 
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The Biggest Seller 
—At Its Price 
— Of Its Kind! 





eae _s 


Moe’s Poultry Supplies 





Our new No. 140, as shown above, is a great feeder for 
young growing stock. Has a capacity of 10 quarts, and 
32 feeder openings. 





POULTRY FOUNTAIN STAR FOUNT 
FOR MASON JARS 


“MOE’S LINE” is a standard, complete line of poultry 
equipment. A fine line for you to handle. Write for 
Catalog and prices. 


Hoeft & Company, Inc. 


MANUFACTURERS 


405 N. Ashland Ave., Chicago, IIl. 











The Genuine Wendell 
Vacuum Washer 







Lightens the 
Labor of 
Washing Clothes 


“A Quality Item”’ 


Eliminates the drudgery of wash day. A 
practical and up-to-date method of exe- 
cuting a time honored task. 


It requires only a few minutes to wash a 
tub of clothes. 


A handy article, well made of heavy 135 
lb. Tinplate, with steel rod reinforcement 
on bottom of body—where it is subject to 
greatest wear. 


Furnished with extra long and strong 
waxed wooden handle. Packed one dozen 
to a carton. Order from your jobber or 
write us. 


STUBER & KUCK CO., Peoria, Il. 
TINWARE AND SPECIALTY MANUFACTURERS 











Anchor Brand 





Clothes Wringers 
ae 


The Best 
Wringers 
Made 





The Best Wringers Made Are 


Anchor Brand 





Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 
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STOP 





S53 HEED 


Replenish 
Hardware Your 
| for Stock 
Hard-wear with 
BOMMER 





ey 


SPRING HINCES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of | 
New York is particularly fortunate in that its official | 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


| 
Capital, Surplus and Profits, $26,500,000 | 

















Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 

Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 
Barbed Wire Plain Wire 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Chicago Memphis 
Dallas San Francisco 

















“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
era! baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvani wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the constryction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 
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REFRIGERATORS 





Made as perfect as refrigerators can be made. Im- 
proved One Piece Seamless Porcelain Lining with center 

















= 

2 : 
= fiue cold air circulation. Trimmings are solid brass, 3 
= nickel plated 2 
= Our storage capacity permits prompt shipments. The = 
= plant and machines for manufacturing are of the latest = 
= design and enable us to produce superior goods at lower = 
= prices. = 
= = 
= Write us for catalog of complete lines. Four of them. 32 
= na Nt a 
= = 
= CHALLENGE REF FRIGERATOR CO. & 
= Grand Haven Michigan = 
=S = 
A 
= No. 18999—All Porcelain 3 
= Case. One-Piece Improved = 
= Porcelain Lining. = 
= Width—39 in. = 
= Depth—22 in. = 
: Height—551l4, in. & 
= Weight—590 Ibs. & 
Z Capacity—125 lbs. 2 
= Can be furnished with = 
r= rear icing a 
= “We Can't. "Build All of = 
Them So We Build Good 3 
Ones.” = 

NHS LA 














Mason Lines 
Chalk Line 
Fishing Lines 


Ashaway Lines are 
standard for length 


and weight. 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Braided and Twisted Silk, Linen, Cotton 
ae Metal Fishing Lines 


Manufacturers 
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“QHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF GUARANTEED 
SEMI-STEEL AGAINST 
ae BREAKAGE 





~~ a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
| ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 



































MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 

















Brown Daisy Mops and Dusters 
For Hardwood Floors, Chemically Wax Treated 


Have you a 
line of our 
Mops and 
Dusters in 
stock? Write 
for catalogue 
and dealers’ 
discount. 






Floor Polisher 
No. 40 





All of our merchan- 
dise bears a guar- 
antee tag 






New York Sample and Sales Room 
STROBEL-WILKEN COMPANY, INC. 
33-35-37 East 17th St., New York City 


BROWN DAISY MOP COMPANY 
56 Sanford Street Mattapan, Mass. 
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The Bottling Season’s Not Far Off! 


Lay plans for selling your share of 
*EVEREDY BOTTLE CAPPERS 


There’s a steady demand 
for this handy article all 
through the year—espe- 
cially in hot weather. 





Handsomely nickel-plated. New sat 

steel handle. Retails for $1.50. Thousands of house- 
Plain base $1.25. Made with ; ; 

either wood or padded base wives will bottle grape 


Order in original package—six 
in a box. 


juice and other home- 
made beverages. They'll 
need bottle cappers— 
good ones. The kind 
that will cap bottles air- 
tight and won't break 
them. Everedy is the 
answer. 





A Complete Line 
and Every Product 
a Winner! 


If you don’t stock the 
EVEREDY BOTTLE 
CAPPER you stand to lose 
some mighty profitable busi- 
ness. See your jobber at 


In ordering once or write us. 


Everedy Bottle 
Cappers from your 


ictber ack for in Be sure to ask for display 


formation on the material, 
rest of the 

: Advertised 7 Good H keepi 
Everedy Line. eo n G06 ousekeeping 


THE EVEREDY COMPANY 


1 EAST STREET 
Frederick, Maryland 








ERVIDOR Service will add 

much to your comfort during 
your stay at Cuincinnati’s finest 
hotel. It not only obviates much of 
the need for tipping—it also insures 
superior service and gives a wel- 
come sense of privacy. 


Hotel 
Sinton 


the hotel of character, 


in the city of character, 


CINCINNATI 


Accommodations for 1200 guests 
Every room with bath and servidor 








Management of Joun L. HorGaNn 
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Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 











2 ee Gsm Me M4 











Hot or Cold 


* 


Gallon Size 


PLOW 
$5.50 


1h lar 
West, 


Display Aladdins! 


—selling season’s here 










Everybody’s reading Aladdin ads. 
Weather ripe for sales. Get your 
share. Let the public see you carry 
the genuine Aladdin Jars with their 
twelve important exclusive features. 
Keep an Aladdin in your window to 
attract tourists, campers, picnickers, 
s outdoor workers, vacationists, sports- 
e a men, etc. yc store. 

i Aladdin] etc. into your store 

malware 3S ar | 

\.Motorcold | 
So 


Aladdin Industries, Inc. 


Chicago 


Sold by all the leading 
jobbers. 


Drinking cup-cap of 
heavy aluminum. 
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U. S. HEADQUARTERS 
IMPORTED 
Fire Arms and Ammunition 














Sole Authorized Importer 
S T Oo E CG E ef the Genuine, Original 
MAUSER Rifles, MAUSER and Leeer Pate ee 
ee ’ Pistols in 6”, 8”, 10”, 12”, 14” an 
a Ww. Mg ML, Luger, Mannlicher Rifle and Automatic 
Pistol Metallic Ammunition; ‘‘Koeln-Rottweil’’ Precision Shot Shells; 
‘Automatic’ 16-gage Shot Guns; Cal. 32—10-shot Automatic Police 
Rifle: ‘‘Merkel-Suhi’ famous Shot Guns; “‘Over and Under Shot 
Guns: Combination “‘Over and Under’ Shot Gun and 30/30 Rifle; 
Famous ‘Drilling’ Three Barrel Shot Guns and Rifle; Small Calibre 
Rifles, Shot Guns: Small Calibre “‘Over and Under’’ Guns, *‘Gallus 
Famous Spanish Revolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses: Binoculars, Telescopes, Compasses; Shooting Accessories. 
Repair Parts for MAUSER and LUGER ARMS ; 
A. F. STOEGER 224 East 42d Street, New York 


One Block from Grand Central Station 














NOW! MORE SALES THAN EVER 


Unfavorable weather and crowded lines arouse the ire of 
more than one housewife when clothes are to be hung 
outdoors. 


Lowell 
Clothes Line Reel 


does away with these 
worries. 
It can be strung indoors or 
outdoors in a few seconds 
4 ée°* B ] 
and wound up in a “jiffy. 
[t’s out of sight when not 
in use. : 
Comes complete with hooks and 
screws ready for use with 36 
feet of braided cord. Now being 
handled by many of the best 
known Jobbers and Dealers. 


HOGE MFG. CO., Inc., 215-17 Fulton Street, N. Y. C. 


FRR | 





CER 





Write for Prices 

















You'll Make Money with Turner 


Seldom has any tool created such buying activity gq ..., 
as that stirred up by the super-efficient 
RNER 

Its many improvements are so perfectly apparent 
to torch users that. they can’t be satisfied until 
they own one. Out in front, on full display— 
Turners sel! fast. 1l exclusive features, including 
intensifying baffle burner, seamless leakproof brass 
tank, twin needle control and ejection system, and 
safety valve assure you volume sales. Turner rep- 
resents a live, fast moving, profit-making item. 
Its safety makes every home in your community 
a good sales prospect. Stock up at once—and dis- 
play it for steady turnover. Write your jobber. 
Stock the Fast-Selling Turner Plumbers’ Furnaces 


‘THE Tennas BeAssWOnk9: 
( EDGEWOOD AVE., SYCAMORE, ILL. : 


District REPRESENTATIVES 


San Francisco: Rice-Hitt Co., 623 Larkin St. The World’s Largest Ez- 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. clusive Manufacturers of 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. Blow Torcher, Fire Pots 
New York: The Turner Brass Works, 36 Murray St. and Brazers. 
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Trojan Box Strapping 





On June Ist the American Railway Association will 
start a Nation wide advertising campaign to get people 
to use more Box Strapping. Stock up now and be ready. 

Write for Special Introductory Offer. 


DE Haven MANUFACTURING COMPANY 
50 Columbia Heights, Brooklyn, N. Y. 





















CUSHION| 
TIRE 
E LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. ‘ 
Both hands free to remove or replace stock without | 
q 










\ 
\ 
—— meee me eee 


danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, 
small space. Make top shelves safely 
available for stock purposes. On 

style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 





a 














































THE HAMMER 
HOLDS 
THE TACK 


Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 




















Now the Radiovise Is Here! 


We wanted to give the dealer an attractive, serviceable 
selling vise that would appeal both to eye and the pocket- 
book. 

No. 443 “Radiovise” tells the story in performance and 
pronts. 





Type and Size 


for Lrery Service 





[t is finished in bright red which 
makes it stand out in a display 
among radio and auto acces- 
sories. 





sw 


Jaws 3%” wide, open 4”—Swivel base. 
ROCK ISLAND MFG. CO. ROCK ISLAND, ILLINOIS 











Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
Write for Catalog No. 22 “A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 
The World’s Greatest Toolmakers 
Manufacturers of Hacksows Unesxcelled 


ATHOL, MASS. 
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ADJUSTABLE RUSSELL JENNINGS’ 
— SOLID HEAD EXPANSIVE BIT 








+ Son ing of the bit cutter is absolutely pre- 
Keystone quality.” Made from Alloy Steel, heat ed ping ‘ Hb é 
by our own proves hw most — = rench on. the vented. Precise adjustment is remarkably 
pipe, nuts or BF y Fully Guaranteed. Packed 12 to a easy. 

S| ee They are made with both SQUARE 


___ Buffalo, N. Y. The Russell Jennings Mfg. Co. 
peteionese et Rcctaccppelinesisiinse CHESTER, CONN. 


























Newest Gorton Profit-Maker 





There’s Nothing Like It 
for Efficiency 


The No. 208 Improved Double 
Needle Torch generates more 
heat, saves time and fuel and the 
upkeep cost is less than for any 
other Torch. Both needles are 
blunt, making it impossible to 
ruin the burner by enlarging the 

Oh & Ly gas orifice, which can be quickly 
AD Mroto. “<p, cleared by using the upper clean- 





TILIZING their codfish skins—formerly 
disposed of as waste—Gorton now makes 








_a glue that is clean, og and has the best 4 er needle. The lower needle regu- 
seller for you, because of the prestige of the __ ate eee modern low grade fuels perfectly. 
see name _— _— 11 Reg offer it at a AT ERTED 
ower price. SK your jobber. -- —— Clayton & Lambert Mfg. 

Gorton-Pew Fisheries Co., Ltd. ee = Ca. 
Gloucester, Mass. a ee aia ie | 
Makers of Gorton’s “‘No Bones’ Codfish No. 208 Torch —_— a“ 
Gorton’s Ready-to-Fry Codfish Cakes Ask for latest price. DETROIT, MICH., U. S. A. | 














Write for complete Price Sheets 
on Electrical and Radio Specialties 





G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 


e No. 22 list 75c. 2-4-1 list 60c. No. 33 list $1.00 
Galvanized ¢ “ aie 


Nationally advertised, approved by Good Housekeeping and Modern 
afr ware O Priscilla testing laboratories. Guaranteed against all damage from 
heat, moisture and breakage. Established values. Large profits. 

Free window display. Circulars and price tags. 





Wire Clothes Linee—Wire Lathing Fee 100 and over-: +. +1, 40% ana’ 10% 
Hex Mesh Poultry Netting @ jobber’s name “ierak on ine one 29, wilt cond free compte 
WORCESTER, MASS. Ajax Electric Specialty Company 


1924 Chestnut St., ST. LOUIS, MO. 











| INVISIBLE HINGES _ An EXPANSION SHELL 


¥wWith a Sure-Dependable Hold 
Superior advantages: 
(1) It grips at the bottom of the hole by 
(2) Burying its jaws in the sides of the 





In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


hole. 

(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed, breaks. 

(4) When properly set it will not come 
loose. 

(5) Quickly installed. 

Overcomes these disadvantages: 

(1) It is NOT a friction hold. 

(2) No waste from broken or misfitting 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 








— . _ vince you. 
0S SOSS MFG. co. Samples on request—No charge. Send for Bulletin No. 55. 
DOSS] 225 nersen 5. wrookire, 2 PY es careon THE PAINE COMPANY - , 





33 Warren St. New York City, N. Y. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
ipsa CHAIN-LINK 
e600 WIRE FENCE 
Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
























































HACK “LENOX” saws | 
ee SD 








SPRINGFIELD, MASS., U. 8. A. 
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A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


ig wd yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Beene hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


i 
Te “it Had yy 











AMERICAN SAW & MFG. CO 
Plain or enameled in 


STRATTO — 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 








“THE SPIRIT OF THE GOLDEN RULE> 
DES INTO EVER ILLIAMS_TOO! - 


J.H. WILLIAMS & oo. 
“The Drop wg is 
BROOKLYN- WN-ISUFFALO=C eCHICAGO 


SAMPLE 
FREE 














‘BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 
BS 





BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 





TS 











Ue UE Ue A UE 


PADLOCKS. 


\e wy FOR EVERY CONCEIVABLE PURPOSE 






il il Hi FRAIM-SLA YMAKER 
ae Ss HDW. CO., INC. 
io i Lancaster Pa., U. S. A. 


Se 









Waste for Cleanirg, Wiping and Packin 

Yarn Mops, Twine Mops, Thread Mops a Mop 
Yarns. 

Cloths for Cleaning, Wiping and Polishing. 

Wicking for Packing and Tufting. 

Caulking Cotton, Cotton Rope and Clothes Lines. 

Bleached Cotton for Nitrating. 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. S. 


New York Office - - - 










MASCO 
PRODUCTS 


350 Broadway 








TAPS and DIES 


Rte a Famous “Carpenter Quality” 


Uniform Durable 


J. M.¢ Cosmeates Tap and Die Company 


REGISTERED 
TRADE Mary 


quality. 
V/ Oldest Tap and Die Makers in Amertoa American Shearer Mfg. Company 
Pawtucket Rhode Island Nashua, N. H. 





58 YEARS AGO 

Priest’s Clippers were 
imtred Teday 

PRIEST’S CLIPPERS 


meed ne introduction. 
They seli on their cutting 

















THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., _ BUFFALO, N. Y. _ 





SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 






=) 


SEYMOUR SMITH & SON, Ine. 
Oakville, Conn. 
Sales Agents: John H. Graham & Co., 113 Chambers St., New York 








Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 








The Mark of Quality 
in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 
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PUMPS 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 








Denver, Dallas 
S. Steel Products Co. 
Waukegan, Baker Perfect, Eliweod Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INS Royal, 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 


American Steel & Wi 
York, Boston 
 Glereland, Pittsburgh 
an Francisco, Los Angeles 
Portland, Seattle 
BARBED: Ellwood Glidden, Glidden, Am. Special, 
INSULATED FENCES: American, Anthony, 
National, U. S. 
ARROW T-STEEL POSTS 
TELEPHONE WIRE 
WIRE for every purpose 
Quick Delivery. 


Write us for selling plans. 














il 


Radio ' & Electrical Supplies 


Harry Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 
If you have a radio or electrical 
department, ask for oe. ane is- 
sue of the “POCKETBOOK” 
and get on our list to Gouaed a 
copy monthly. 
Since all in ae 
“POCKETB oC Hie _— net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 











TACKS 


ALL KINDS 


TTT 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 








The Standard 
PUTNAM 
Rolling Ladder 


Putnam Rolling Ladders are 
the standard store equip- 
ment. We carry all stand- 
ard styles and sizes in stock 
for immediate shipment. 


Write for prices. 
Putnam & Co., Inc. 


132 Howard St. 
New York City 

















See eet 


See etrrce 









, all profes- 
sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 







DEDRGDODAASAGSRADORHRGGTERLLNDSSOLELORERUGRERRERDDOQERRACHSRHAGODDOREARICOR RE OSL \e : 


CD 


Koken Companies, St. Louis, U.S.A. 








Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
yw de — them, write us for prices and 
e s. 
BROOKLYN PULLEY CO., Ine. 
85 Sth Ave., Brooklyn, N. Y. 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 

















Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 








HOSE 
CLAMP 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose, t on in less than a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. ‘Trademark on every clamp and car- 
ton. Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 
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Classified Opp 


Use the “Opportunity Section” to reach Hardware 


Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 





Allow seven words for Keyed Box Number Address. 





June 19, 1924 


ortunities 


eS etd, Wile GO GPRS. 2 io vidvc cc cdckaeckescccves - $3.00 
Sy Ws 45. one ae W ow 0s o CRDUEEES 6 oe ke ewes .06 
All Capitals, Minimum 50 words..............ccccceccees - 4.00 
ee SN 8 neh onc s cnc bd dé 6b dm ae hb OO oe .08 
BR WR We nine 0 C06 so esni’ o heveces cis dd he bac ee cseee 5.00 
Each additional inch ce bib eda tween anal ve Obadsween beawke 4.00 


4 insertions, 10% off; 8 insertions, 15% off 
Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








nh - O { iti 
A breadeasting of offers in hardware 


stores, properties, second hand equipment 
amd general cepportunities. 








Business Services 


ADVERTISING——services in catalogs, 





m 
eeunsel and agency 








Builders Hardware School ! 


Teaching by Correspondence. Blue 
Print Reading. Specifications. 
Builders’ Hardware. Salesman- 
ship. Advertising. 


) This course is for the Hardware Job- ) 
QQ ber, Retailer and Clerk. We have | 
students as far South as Florida and | 
1 West to California. 


Builders Hardware School 


ADDRESS BOX G-109 
care HARDWaRB AGB, New York. 











, Wanted: Retail Hardware Store 
} 





in New York City. Must be well paying 
and strictly hardware. Can invest $10,000 
Cash. Will consider partner who thor- 
oughly understands business or be inter- 
ested in established concern. Address Box 
G-187, care Hardware Age, New York. 














FOR SALE—Old established hardware firm 
in eastern city of 600,000 population, average 
sales $140,000 yearly. Owner would consider 
ao age corporation taking his interests in stock 
with the conzection of one or two reliable men 
who have some capital and business ability. Do 
not answer unless you can furnish highest cre- 
dentials. Address Box G-166, care ARDWARE 


Ace, New York. 


FOR SALE—Hardware Store in Central Ohio. 
Good Farm Land Surrounds. Stock will Invoice 
about $5000. Good Store Room, 36x45 feet. 
Implement Shed, 30x70 feet. Will sell half in- 
terest in stock. Will sell building or rent same 
cheap. Good chance for anyone interested and 
willing to work. All new stock. Address Box 
G-172, c/o Harpware Ace, 239 West 39th 
Street, New York, N. Y. 


FOR SALE—Old established hardware busi- 
ness, New York State. Up-to-date stock and fix- 
tures, invoicing around $6,000.00; building 
$5,000.00. Good turnover. Mill town, 1500. 
Only hardware store. Good surrounding smal] 
towns and farming community. Heating, elec- 
tric, plumbing supplies. Carry nationally known 
exclusive agencies. Reason selling—owner absent. 
Address Box G-177, care Harpware Ace, New 


York. 


FOR SALE: One 420 Account, Oak Cabinet 
McCASKEY REGISTER with interchangeable 
index system, box file, etc. Good as new. Origi- 
nal cost $420.00. Will sell for $275.00. Ad- 
_— A. M. Sanborn Lumber Co., Wakefield, 

ans. 














PARTNER WANTED—Retail Store. Have 
not $2500 to invest and want a partner of 
about -" own age, 26, with a similar amount, 
thoroughly conversant with the hardware busi. 
ness, to open a new store in New York. Ad- 
dress Box G-175, care Harpware Ace, New 

ork, 





HARDWARE AGE 
“DEPENDABLE WANT ADS” 
Let Us Help You Word 
Your “Want.” 








Irresistible—Convincing 
SALES LETTERS 


$5.00 each, series three $12.50 


Broad experience has taught us the points that 
sell. Outline your proposition fully. Also render 


complete advertising service. 
LEBRECHT, WACO, TEXAS | 
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FINANCIAL——<services in ao im- 
rating, lecal office addresses, loans, 


corpo 
collections. 





CAPITAL SECURED, CORPORATIONS 
ORGANIZED AND FINANCED. BLANCHET 
& COMPANY, 347 5TH AVE., NEW YORK. 


RALPH COEN—HARDWARE AUCTION- 
EER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The N. Y. Market is the quickest 
“turn over’ market in the world. The R-C 
OUTLET, 303 Fourth Ave., New York, Ex- 
ecutive Offices. 


Help Wanted 
Wholesale 


FIVE SALESMEN WANTED to sell on com- 
mission for a Hardware Jobber, complete line. 
To work from the following cities: St. Louis, 
acksonville, Minneapolis, Atlanta and New 

leans. Will pay cemmission on all Mail Or- 
ders, as well as orders taken by salesman. € 
have customers in all territories. Give informa- 
tion as to experience and references. All infor- 
mation will be held strictly confidential. Address 
replies to Sales Manager, Post Office Box 1458, 
Hartford, Conn. 


“VAPO” OIL STOVE SALESMEN by Fac- 
tory Agent Co. to sell the famous “‘Vapo’’ Wick- 
less Oil Stove and other staple hardware lines 
on a straight commission basis in choice terri- 
tories now open in practically all States west of 
the Mississippi River. Only experienced quali- 
fied Hardware or Stove +o ile please apply. 
Excellent proposition, right parties. Address 
Box G-184, care Harpware Ace, New York. 


YOUNG MAN experienced in buying House 
teeny eos to take charge of department— 
large wholesale hardware house in East. Perma- 
nent position with assurance of advancement to 
one who proves satisfactory in building up de- 
partment. State age, experience and qualifica- 
tions, also salary expected. Address Box G-168, 
care Harpware Ace, New York. 


YOUNG MAN with thorough knowledge of 
hardware, especially mechanics’ tools, to take 
charge of tool department. Large wholesale 
house in east. State age, experience, qualifica- 
tions and salary expected. Address Box G-179, 
care Harpware Ace, New York. 


Retail 
































~~) | 


) WANTED 


Floor Salesman for Retail Dept. 
Salary and Commission 
LOUISIANA 


BOX NO. G-180 
HARDWARB AGB, 239 W. 39th St., New York. 
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Help Wanted 
Retail 


WANTED —Experienced Bookkeeper with ex- 
ecutive ability. Capable of handling credits and 
collections in a wholesale and retail Hardware 
Store. Experienced on Burroughs Bookkeeping 
Machines preferred. An_ excellent opportunity 
to one fitted for the position. Give age, experi- 
ence and reference, also salary wanted, in first 
letter. Address Box G-182, care HArpWARE AGE, 
New York. 


Positions Wanted 


MAN equipped with 14 years of Hardware 
experience in Retail Hardware selling. For good 
reason wishes to change to connection with Whole- 
sale or Retail House. Interested in either salary 
or commission, and prefer traveling position. 
Would consider a manufacturer’s line on the 
road. Age, 38. Excellent health. Will furnish 
best of references. Address Box G-181, care 
Harpware Ace, New York. 


Retail 




















HAVE you a position open for a hardware 
man with real ability, pep and ambition? One 
that has the ‘‘go-get-em” qualities. Knows how 
to buy and sell goods, dress windows, arrange 
stock and make your store presentable to cus- 
tomers and keep them coming. I am not looking 
for a large salary, but _ compensation when 
my ability is proven. New York, New Jersey 
or Connecticut preferred. Address Box G- 164, 
care Harpware Ace, New York. 


Manufacturing 


SALESMAN, 35 years old, who has initiative, 
and long experience as Sales "Manager as well as 
Jobbers’ Buyer, Sales Correspondent, publicit 
man and catalog compiler, desires connection wit 
a manufacturer of staples or specialty. Would 
interested in a proposition with moderate salary 
and a future. Address Box G-173, care Harp- 
WARE AGE, New York. 











Paint Your “Want” 






in clear 

language 
—place it 
on these 
pages—and 
take advantage 
of a Bill Board 
Message placed throughout the 
trade to satisfy your ‘‘want’’ 











HARDWARE AGE 
Opportunity Seeks The Eye 
Re ae es eee eee 
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Sales Accounts Wanted 


WANTED—An established connection in Van- 
couver could handle an Agency for Gas Heaters 
and small Electric Stoves. Address Box G-183, 
care Harpware Ace, New York. 


WANTED—By a well established, thoroughly 
equipped selling organization hardware factory 
io to sell exclusively in the State of Iowa. 
peesens Box G-162, care Harpware Acz, New 
or 


Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section. 




















We have openings for first-class 


COMMISSION SALESMEN 
on the highest class edge tools made. Ter- 
ritory—all states except the South and 
West. If interested, advise experience and 
} territory covered and how often. Address 
Box G-167, care HaRDWaARE AGE, New York. ) 











Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section. 





Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 


section. 





SALESMEN WANTED—Salesmen calling on 
the qaning. department store, and better class 
retail trade to carry as a side line or otherwise 
a hardware specialty which is meeting with great 
success. Answer, stating territory covered. Ad- 
dress Box G-169, care Hiarpware Ace, New York. 








SALESMEN—Pick up some extra profit at 
every call. Hardware dealers find just what they 
have been looking for in our big value Kamp- 
Fire Forks Just the — for tourists, campers, 
beach parties, etc. Used for roasting “Wienies, 
corn, potatoes, apples, sce ne lll broiling 
fish, bacon, toasting bread, etc. 4 light, 19-inch 
long handle, bright finished forks put up in a 
neat carton to retail at only 25¢. Good profit 
for dealer. Liberal commission for you. Write 
us. Clinton Specialty Works, Dept. 13, Clinton, 
lowa,. 


’9 





SALESMAN, attractive side line, liberal com 
mission, sell patented garden implement to job 
bing trade. State experience, age, territory now 
covered, etc. Address Box 156, care Harpwars 
Ace, 1420 Widener Bldg., Phila., Pa. 





SALESMEN desiring excellent side line for 
hardware trade, secure our propositien of popular 
line of 5-25c Faucet-Fit Water Filters. Give par- 


ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 





FACTORY REPRESENTATIVE having con- 
nections with Hardware jobbers and large re- 
tailers exclusively, for each State except Cali- 
fornia, Washington, Texas, Louisiana and Okla- 
homa, for Plasterer’s Wood Tools—no competition. 
Only a responsible organization will be consid- 
ered. When writing please give references. 
Chavez Products, 1204 Lafayette St., Alameda, 
California, 





WANTED: Experienced traveling salesmen 
represent well known manufacturer of hardware 
tools. Calling on jobbing and retail trade. 
Straight salary. Address Box G-176, care Harp- 
warE Ace. New York. 








J. L. THOMPSON MFG CO. 
Waltham, Mass. : 
Tubular and Bifurcated 


RIVETS — 
The “TORREY” 








A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








Freight Elevators 
and Dumbwaiters 
Write for 
our catalog 
Energy Elevator Company 
214 New Street, Philadelphia, Pa. 











ELEVATORS 


as to size, eapacity 
and lift. 


The SIDNEY ELEVATOR Mfg¢.Ce. 
Sidney, Ohis 


a 


“They Have a 
Bull Dog-Grip” 
Manufactured by 
U. 8S. Clethes Pin Ce., Mentpelier, Vt. 
Seles Dept. 


1015 Unien Bank Bildg., Pitteburgh, Pa. 























American Can 





‘ American Can Company 











SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


—— AXES 


Pi ll 1912. Mie. — 1886. 
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TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 











Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 














CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 


GRANITE 








EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
— and Foot Power) for Leather, 

Met Punch Tubes, Punches an 

kinds” and sizes made to order. Write jobber. 
Booklets free. Established 1358. 


190 Dorchester Ave., Boston, Mass. 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD fn Maes” 
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The Sterling is not only built extra strong 


in every part, but it is scientifically de- 





signed to lighten the load of the wheeler. 


They are well balanced so as to throw the 
Self-Lubricating W heel 
Riveted Channel Legs 
Patented Handle Clamps 
Heavy Leg Shoes Such details make Sterling barrows fa- 


Interchangeable Parts . ' . 
slits: Genel Poans vorites with the men on the job, and bring 


load over the self-lubricating wheel. 


the repeat orders which add to your sales. 


There is a Sterling barrow for every 
wheelbarrow service and you can get 


them prdmptly from warehouse stocks. 


Write for Catalogue and Special Dealer Prices 


Uitarabiy-beoe A eestsy- tity, | 
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Acummare experience of all this experience and 
4 X% three-quarters of a all these improvements 
century in making §are offered to you in the 
Wooster Brushes has' most complete line of 
brought the greatest ad- paint and varnish brushes 
vances the industry has in the world — Wooster 
known. The benefits of Brushes. 


DEALERS: Send for our life-size 188 Pound Boy cut-out, in 
colors. Ask also for proof sheet of free newspaper advertise- 
ments—they help sales! 


THE WOOSTER Brusuh.Co. 
” One ldee-BeterBrusves WOOSTE 


WoosTER BRUSHES 


FOSS-SET - OHIO - SHASTA 






Ask your Quality 
Wholesaler 


5000 types and sizes 


Every one guaranteed 






naples tpnadioneanecnadietadaiveiiaipnaniccnmmenmaens a 











